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Able Soon 
ecast Time 


Earthquakes 


Sversment investigator‘Comments 
Upon Growth Of Valuable 
Information 


GAIN IN STUDY OF EARTH 


Dr. William Bowie Suggests More 
Stations To Record Shocks 
And Gather Data 
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Insurance men will be interested in 
the statements of Dr. William Bowie, 
chief of the Division of Geodesy, Coast 
and Geodetic Survey, of the United 
States Government to the effect that the 
great growth of data on earthquakes 
will make it possible to forecast where 
earthquakes are going to occur. If this 
materializes earthquake insurance writ- 
ers will have a valuable underwriting as- 
set placed in their hands. 

This ability to forecast the time and 
place of earthquakes will not come im- 
mediately according to Dr. Bowie but 


the next decade or two should develop- 


more scientifically valuable information 
about earthquakes than has _ been 
evolved during past centuries. 

“There probably are many more thou- 
sands of earthquakes than are recorded 
on the seismographs of today,” says Dr. 
Bowie. “Approximately 8,000 of these 
disturbances, major or minor, mostly of 
very slight intensity, are recorded by the 
few seismological stations now operating 
throughout the world. A very small pro- 
portion of this number can be felt by 
mankind, only the delicate sensitiveness 
of the instruments revealing their occur- 
rence. 

“Perhaps 40,000 or so earthquakes 
might be found to occur every year if 
the number of recording stations should 
be increased, with such allocation as to 
enable the determination of the geo- 
graphical field of the earthquakes activi- 
ties more precise than at present. With 
more stations and their systematic dis- 
tribution geographically, those studying 
these occurrences could chart them, with 
dots and circles and other marks, in- 
cluding colors and numbers and other 
data to concentrate information upon 
them individually and collectively. 

May Predict Earthquakes 

“With maps showing these occur- 
rences, and records of the various stages 
of the fault lines, it may be practicable 
and feasible in the not very distant fu- 
ture to make predictions as to liability 
of occurrence of earthquakes in a given 
large area within a fixed but perhaps 
extended period of time. 

“Frequency of storms and their inten- 
sity are shown in officially promulgated 
charts of hailstorms and cyclones for 

(Continued on Page 24) 








PHOENIX 





Assurance Company, Ltd. 
of London 


150 William Street, New York 
A corporation which has stood the test 
of time! 146 years of successful business 


operation. World-wide interests. Abso- 
lute security. 


PHOENIX 


Excellent Service and Facilities 


indemnity Company 
150 William Street, New York 











| WHO IS IT 


One of Our 
General Agents 
Caricatured By 


TONY SARG 


Send your guesses to 





TheEasternUnderwriter 
110 Fulton St. New York 
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Reaping Has Begun 


Our man-power expansion program has already resulted in a heavy gain in 
new business over the first five months of last year, demonstrating the effect- 
iveness of the plans supplied to our General Agents, and the quality of the 
material for selection and training which was gathered and distributed to them. 
Adding new men and neglecting adequate supervision is money wasted. Our 
General Agents are adding and are supervising. And a gratifying increase of 
volume of new business is the result, just as reaping follows sowing. 


We have openings for men and women who are ambitious,industrious, and 
intelligent. We can teach them how to prosper. 





Wm. A. LAW, President 
Wm. H. KINGSLEY, Vice-President HUGH D. HART, Vice-President 


The Penn Mutual Life Insurance’ Company 
Independence Square 


Philadelphia, Pa. 


Founded 1847 
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State Mutual 
Adopts Double 


Indemnity 


Liberal Conditions For Use Of 
Feature With Regular 
Life Policies 


RATES AT SELECTED AGES 
New Provision Goes Into Effect 
This Week—Text of 


Agreement 


The State Mutual Life of Worcester 
has adopted a double indemnity provision 
for use with its life insurance contracts, 
the writing of this provision having been 
formally adopted as of Monday of this 
week. 

The conditions under which double in- 
demnity will be written are as follows: 
Conditions of Issuance 
If the death of the insured results 
from accidental causes, within the terms 
of the agreement, while the policy is in 
full force and effect, there will be paid 
in addition to the other proceeds of the 
policy an amount equal the 

amount of insurance. 

The agreement may be terminated by 
the insured upon written request on any 
anniversary of the policy and shall be 
terminated under its terms (1) upon the 
non-payment of any premium, (2) upon 
the continuance in force of the policy 
under the non-forfeiture options as ex- 
tended insurance or paid-up insurance 
for a reduced amount, (3) upon receipt 
of any benefits under any disability pro- 
vision contained in the contract, (4) upon 
the maturity of the policy as an endow- 
ment and (5) on the policy anniversary 
next succeeding the sixty-fifth birthday 
of the insured. 

Maximum of $25,000 

Applications for the special benefit will 
be consi¢ered on males and single fe- 
males at ages 21 to 55 inclusive definitely 
engaged in a select occupation for the 
—— amount of $25,000 on any one 
ife. 

It is not applicable to Term, Joint Life 
or Continuous Instalment plans, (where 
the insured pays an extra premium to 
provide for a continuous settlement be- 
yond a stated certain period). 

Text of Agreement 

In consideration of the application for 

this agreement, and the immediate pay- 





to face 


AOU Ec. sc cok eda wncvadaameons Dollars, 
and of a special annual premium of 
Sent ias Oi bhi kedicueatetadn Dollars, 


payable under the same conditions, in 
addition to, and as a part of, each regu- 
lar annual premium due under said policy 
Om te Tie ORs oe cs ei cdencavoudeeuecias 
during the remainder of its premium 
paying period, or until the insured 
reaches the age of sixty-five years, the 
State Mutual Life Assurance Company 
of Worcester, Massachusetts, hereby 
grants the following Doube Indemnity 
Provision: 

If, while no premium is in default un- 
der this policy and double indemnity 

(Continued on Page 5) 























« (YLANG! Clang! Clang!” rang the ———— Senitch 


bell in the old town-hall and at 
once the whole countryside was alert. 


The bell meant danger—usually FIRE! 


“Bang! Bang! Bang!” goes the pain in 
your head—and it, also, is a warning 
of danger, perhaps grave danger, some- 
where in your body. 


Can you imagine any villager being 
stupid enough to cut the bell-rope be- 
cause the clanging of the bell annoyed 
him—thus silencing the alarm while the 
fire raged? When you take a pill, or 
powder, or wafer to stop a headache, 
you may deaden the nerves which are 
carrying an important message of danger 
to your brain—but the “fire” goes on. 


Headaches are usually symptoms of un- 
healthy conditions, perhaps in some 
totally unsuspected part of the body. 
There is almost no physical ailment 
which does not at some stage manifest 
itself in headache. That pain if heeded 
in time, may be counted a blessing. 


Fortunately the causes of the vast ma- 
jority of headaches—indigestion, eye- 
strain, sinus and teeth infections and 
wrong posture—can be located prompt- 
ly. But some of the obscure causes ot 
headache can be found only by patient, 
skilful search. The trouble may come 


METROPOLITAN LIFE INSURANCE COMPANY 
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What Causes Headache? 


WHEN your head pounds with 

pain your first thought should be, 
“What causes it?” not “What shall I 
take to relieve the pain?” That head- 
ache may come from any one of many 
causes. Among them are: 


Indigestion 

Fatigue 

Impure air 

Eye-Strain 

Nose or sinus trouble 

Infected teeth 

Incorrect posture 

Infections and contagious diseases 
Nervous disorders 

Emotinal strain 

Disordered kidneys, liver, gall-bladder 
Intestinal difficulties 

Foot troubles 

And many other abnormal conditions 











from a cause so remote from the head as 
a bone out of place in the foot or a toxic 
condition from a diseased gall-bladder. 


“The humblest and least distinguished of 
all the organs ot the body can order the 
lordly head to ache for it, and the head 
has no alternative but obey.” 


Itisrisky toattempt to diagnose your own 
headache. You may guess wrong and 


© 1028 @. tL. 1. co, 


wnat xx aste precious time prescribing for an 


imagined ailment while the real trouble 
grows steadily worse. Tostill the voice 
of pain without finding its source is 
like cutting the bell-rope and ignoring 
the fire. 


Beware of headache remedies composed 
of habit-forming drugs which may injure 
the digestion, destroy red corpuscles 
of the blood, undermine the nervous 
system, depress or over-excite the heart 
action, and at best may give only 
temporary relief. 


Give your doctor a chance to find the 
cause of your headache. é 

While he is searching for 
the cause let him prescribe 
something to relieve the 
pain, if you must have relief. 


When another headache 
comes, take warning! 


tity. 


A booklet giving helpful 
information about head- 
aches may be obtained tree 
on request to Booklet De- 
partment, Metropolitan 
Life Insurance Company, 
1 Madison Avenue, New 
York City. Ask for Book- 
let No. 7-EU-8. 

Haley Fiske, President. 


/ NEW YORK 


Biggest in the World, More Assets, More Policyholders, More Insurance in force, More new Insurance each year 
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Timpson Retires As 
Financial Manager 


51 YEARS WITH MUTUAL LIFE 





Started as Office Boy and Became Re- 
sponsible for Vast Investment 
in Securities 





After fifty-one years with the Mutual 
Life in its investment department, James 
Timpson has resigned as financial man- 
ager and second vice-president.’ His 
health has been poor for some time. 

Shortly after leaving school when but 
seventeen years old, Mr. Timpson was 
employed by the Mutual Life as a junior 
clerk in its financial department. He held 
different positions covering practically all 
divisions of the work until elected as- 
sistant treasurer. About twenty years 
ago there was a reorganization of the 
department when the title of financial 
manager was created and Mr, Timpson 
was appointed to that post and also 
made second vice-president. He is now 
sixty-eight years old. 

Hundreds of millions of dollars of the 
assets of the Mutual Life were invested 
by him through recommendation to the 
company’s finance committee during the 
time he has been in charge of the de- 
partment. He became widely known as 
an expert on investment securities and 
has been often consulted in financial 
matters by large banking interests. : He 
is chairman of the executive committee 
of the United States Mortgage & Trust 
Co., director of the Bank of Commerce 
and the North British & Mercantile. 

Mr. Timpson’s brother, G. W. Timp- 
son, is assistant treasurer of the com- 
pany and has been in ith financial de- 
partment for forty years. 

The Mutual Life directors have ap- 
pointed as Mr. Timpson’s successor 
Dwight S. Beebe, manager of the bond 
department of The Prudential. Mr. 
Beebe was formerly in the trust depart- 
ment of the Bankers Trust Co. He was 
graduated from Yale in 1914 and served 
in France in the World War as a cap- 
pany and has been in its financial de- 
wood, N. J. 





TO CONTINUE SCHOOL 


So satisfactory has been the school of 
life insurance salesmanship in the course 
of progress for agents for the Mid-Con- 
tinent Life Insurance Company at the 
home office, that classes will be con- 
tinued through the summer, according to 
Edwin Starkey, vice-president and agen- 
cy manager. The school is under the 
direction of T. H. Holloway. Lectures 
and study occupy the mornings and the 
afternoons are reserved for field work. 
Prizes are offered by the company for 
the largest volume at the close of each 
week. Business has been stimulated to 
a marked degree since the school open- 
ed, Mr. Starkey said. At the close of 
the first six months of 1928, this com- 
pany’s sales volume has exceeded that of 
the same period last year by 22%%. 





GEORGE H. BEAUDRY DEAD 

George H. Beaudry, actuary, secretary 
and a director of the Capitol Life of 
Denver, died from a heart attack last 
week. Mr. Beaudry was born in Marl- 
borough, Mass., in 1881. After gradu- 
ating from Dartmouth in 1902 he went to 
the Pacific Coast, where he married in 
1914. Before coming to Colorado, about 
ten years ago, he served as actuary of 
the West Coast Life at San Francisco 
and the Continental Life of Salt Lake. 
He was a Knight Templar. Surviving 
him are his widow, two sons and two 
daughters. 





Edwin Starkey, vice-president and 
agency manager of the Mid-Continent 
Life, addressed the Chamber of Com- 
merce secretaries’ school at Norman, 
Oklahoma, last week on “Insurance—A 
Potential Economic Factor.” 








See the Vacationist 


Thousands of successful business men are 
preparing at this time to leave business cares 


behind them and seek recreation in the great 
outdoors. 


They should be reminded that a definite 
part of their preparation is a careful 
survey of their life insurance protection, 
to determine whether it is sufficient to 
provide well for their dependents in the 
event of emergency. 


Play is anessential, but let no man forget 


his obligation to those who believe in 
him. 


Prudential Ordinary Agencies will 
be glad to cooperate with bro- 
kers who seek acomplete service 


The Prudential 


Insurance Company of America 
Home Office: Newark, New Jersey 


Epwarp D. Durrrmtp, President 
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General Regret At 
Stabler Resignation 


AN AUTHORITY ON MORTGAGES 





Metropolitan Comptroller Long a Fighter 
For Correct Practices in Real 
Estate Mortgage Investments 





When a man who has been active and 
prominent in some business field for 
many years retires, one customarily vis- 
ualizes an ensuing period of happy con- 
templation of past achievement and a 
well-earned enjoyment of the fruits of 
success. But if that man is of an ag- 
gressive, nervous type, a born fighter, 
the picture is different. Your typical 
fighter never retires; he has to be ruled 





WALTER STABLER 


out. It took a doctor’s ultimatum to 
induce Walter Stabler, comptroller of the 
Metropolitan Life, to present his resig- 
nation to the directors of the company 
and to retire from the arena of real 
estate mortgage activities. 

There has not been a movement, an 
organization or a battle in the real estate 
mortgage or allied fields in New York 
in twenty years that has not found 
Walter Stabler in the middle of things 
where the responsibility was heaviest or 
the fighting hottest. When the public 
appetite was keenest for high yield mort- 
gage bonds based upon speculative 
building undertakings, shortly after the 
World War, Mr. Stabler dared an ava- 
lanche of criticism by holding up to in- 
spection certain practices in the handling 
of proceeds of such bond issues and the 
overhead costs of their underwriting 
which he declared to be not only un- 
sound but a serious menace to mortgage 
underwriting practice in other and more 
conservative fields in which the great in- 
vesting institutions like the Metropolitan 
Life were interested. 


Has Wide Affiliations 


The list of his affiliations and activi- 
ties include almost all the major real 
estate and mortgage groups in the city. 
He has long been an officer of the Real 
Estate Board of New York and is one 
of its earliest members. He has for 
years been greatly in demand as a speak- 
er at its meetings. He is a director of 
the Merchants’ Association, director and 
member of the executive committee of 
the Fifth Avenue Association, a member 
of the Broadway Association, West End 
Association, American Construction 
Counsel, a member of the Mayor’s Com- 
mittee on Zoning, being especially active 
on the sub-committee on housing and 
zoning. Frederick H. Ecker, vice-presi- 
dent of the Metropolitan Life, and the 
executive under whose direction all in- 
vestment activities of the Metropolitan 
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Life are conducted, is chairman of this 
central committee. 

For about a year Mr. Stabler has been 
restrained by his physicians from taking 
a too active part in the work of the 
comptrollers’ division of the Metropoli- 
tan and it is only after long hesitation 
that he has acceded to their warnings 
and definitely severed the ties that have 
made his active and interesting career 
in the real estate and mortgage business. 

For some years before joining the 
Metropolitan, Mr. Stabler was in the 
real estate business in New York as 
head of Stabler & Smith. It was in 1905 
that he was made agent for the Metro- 
politan building and he handled his work 
in a characteristic, thorough-going man- 
ner, so that the following year, 1906, 
he was made comptroller. Then, as now, 
the executive responsibility for the in- 
vestment of Metropolitan funds was un- 
der the direction of Frederick H. Ecker, 
and it was as the active placing and or- 
ganizing head of the comptrollers’ di- 
vision that Mr. Stabler carried out Met- 
ropolitan policies and plans in the mort- 
gage investment end which made him 
responsible for a great deal more than 
the $500,000,000 which the newspapers 
said was invested under his supervision 
during his twenty-two years as comp- 
troller of the company. 


Often Quoted as Authority 

He became an authority on real estate 
values in New York City especially, and 
was recognized as such all over the coun- 
try in the business. He was often con- 
sulted as an expert and was widely 
quoted. Whenever any news broke for 
the daily papers in the mortgage field 
that called for an opinion or an inter- 
view, Mr. Stabler was one of the per- 
sons known in newspaper offices as an 
authority. 

Mr. Stabler has a great deal of per- 
sonal charm that explains the warm re- 
gard held for him throughout the comp- 
trollers’ division of the Metropolitan and 
the many expressions of regret that 
were heard throughout the company 
when his retirement was announced. 
Those congratulating William S. Norton 
and Leonard E. Fackner, the deputy 
comptrollers, who have been made joint 
comptrollers of the company, were re- 
minded by them that the happy occasion 
was not without the touch of regret that 
went with the enforced withdrawal of 
their beloved chief. 

But even retirement will not put Mr. 
Stabler out of touch with that great and 
expanding field of activity with which 
he was so long identified. He is now at 
his Summer place on Lake George 
where he has spent vacation periods for 
many years. But he will be in touch 
from time to time, nevertheless, having 
been at the Metropolitan office on sev- 
eral days recently. 

The high pressure of a long and in- 
tensively active business career may or 
may not have impaired Mr. Stabler’s 
heart, but nothing can dim the record of 
activity and achievement that have made 
him as esteemed as he is honored. 





SCOTT M. SEXTON DEAD 


Scott M. Sexton, a well known agent 
of the western Pennsylvania department 
of the Reliance Life, Pittsburgh, died 
suddenly in Pitsburgh, June 22. In ten 
contract years he was instrumental in 
placing in force more than $2,000,000 in- 
surance. He won three Reliance gold 
watches and other awards for consistent 
production. He was a loyal and en- 
thusiastic member of the Pittsburgh Life 
Underwriters Association. 





G. W. BALDWIN DEAD 

The death of George W. Baldwin, 
salesman of the Bankers Life, Lincoln, 
Neb., agency, occurred at his Crete, 
Nebr., home recently. Mr. Baldwin was 
a graduate of the University of Wiscon- 
sin and had engaged in the lumber and 
coal business, poultry raising, and farm- 
ing before becoming a Bankers Life 
salesman. 


Metropolitan Life Names Two Comptrollers 


Leonard E. Fackner, who last week 
was made joint comptroller of the Met- 
ropolitan Life with William S. Norton, 
perhaps owes some of his success and 
rapid rise as an authority on real estate 
values to the fact that he is a graduate 
civil engineer, After practicing his pro- 
fession for some time, he became identi- 
fied with the mortgage loan department 
of the United States Mortgage & Trust 
Co. of New York, of which he became 
assistant manager. He became greatly 
impressed with the mortgage investment 
activities of the life insurance companies 
concerning which he was in a position to 
have first hand information. 

With characteristic initiative and di- 
rectness, Mr. Fackner sought an oppor- 
tunity to meet the president of the Met- 
ropolitan Life. A relative of his was suf- 
ficiently well acquainted with the presi- 
dent to give him a letter of introduction. 
Although well qualified by training and 
experience to take a responsible posi- 
tion with the company, Mr. Fackner, in 
order to get the opportunity he desired, 
took a subordinate post without title, but 
one where he had plenty of opportunity 
to assume responsibility and to take the 
consequences of his acts. This was just 
the opportunity he sought and wel- 
comed, and after only five years, he was 
made deputy comptroller, and in little 
more than another five years, he has 
been made comptroller. 

One of Mr. Fackner’s achievements 
during the critical housing shortage fol- 
lowing the World War, was the building 
of a field organization of representatives 








HAS A DAUGHTER 


There has been a new addition to the 
family of Dewey R. Mason, general agent 
for the Aetna Life, during the past week. 
On June 27 a daughter was born to Mr. 
and Mrs. Mason and the parents have 
namer her Ann Wright. 


William S. Norton came up through 
the real estate field with a somewhat 
similar background to that of Mr. Stab- 
ler, retiring comptroller. He has been 
with the Metropolitan Life for seventeen 
years, but for twelve years prior to that 
he was connected with the prominent 
real estate firm of George R. Read & 
Co. He had experience in the mort- 
gage investment activities of a life in- 
surance company before coming with the 
Metropolitan, for he was in charge of 
the nortgage investments of the old 
Provident Savings Life of New York. 

The Metropolitan’s mortgage invest- 
ments in New York City and the loans 
on large properties made in important 
cities, have come under Mr. Norton's su- 
pervision. Since the beginning of 1922, 
he has been deputy comptroller. Mr. 
Norton is a trustee of the Union Dime 
Savings Bank, a director of the Lawyers’ 
Westchester Mortgage & Title Co. Mr. 
Norton resides at Greenwich, Conn.. is 
a member of the Greenwich Contry Club 
and Indian Harbor Yacht Club. 


NEW LIFE AGENCY 
C. S. Curd and F. H. Lewis have 
formed a partnership and opened an 
agency at Greenville, Ky., and will repre- 
sent the Inter-Southern Life. They will 
operate under the firm name of Curd & 
Lewis. 








to make emergency housing loans wh‘ch 
had important results in effecting relief 
in many parts of the country. This 
housing emergency has long since passed, 
but the structure built for it is now 
utilized on a large scale for the placing 
of loans on dwelling and apartment 
houses that continues to be a great 
source of capital for conservative dwell- 
ing and apartment development. Mr. 
Fackner resides at Greenwich where he 
is a member of the Greenwich Country 
Club. 











50 UNION SQUARE 








Business Is Good 
With Guardian Agents 


HE past three months have resulted in an unbroken string 
of record months for The Guardian in paid-for business. 


FEBRUARY 1928 
Biggest February in our history 
MARCH 1928 
Biggest March in our history 


APRIL 1928 
Biggest April in our history 


— set a triple mark—the production of written, issued and 

paid-for business being unequalled for that month in any pre- 

vious year in our sixty-eight. The gain in paid-for business over the 
same three months in 1927 totals 13%. 


Tue Guarpian Lige INsuranck CompaANy 
OF AMERICA 


“The Company that Guards and Serves” 








New York City 
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A “RED APPLE” CONTEST 





Wells, Meissel & Peyser Agency Noses 
Out Cleveland Agency in Race 
for Business 


An interesting “Red Apple” contest 
was recently held between the Wells, 
Meissel & Peyser Agency and the Ham- 
lin Agency of Cleveland, both of the Na- 
tional Life of Vermont, in connection 
with the campaign in honor of President 
Howland which ended on June 15 with a 
total of more than twelve millions of 
new written business. The New York 
Agency won by a small margin. 

During the month cf May these two 
organizations had been neck and neck 
in their production, and it was suggested 
by Mr. Wells that they hold a contest 
during President Howland month. The 
race was a close one, the New York or- 
ganization finishing with $1,280,500 of 
business as compared with $1,195,600 for 
the Cleveland outfit. 

The losers paid for the red apples 
which were eaten by the agents of the 
Wells, Meissel & Peyser Agency last 
week. 





HAS GOOD DEBIT CONDITION 





McCombs, Crack Preducer for the Im- 
perial Life, Has Won Confidence 
of Policyholders 

Captain McCombs, of the Imperial 
Life of Asheville, N. C., one of the out- 
standing producers of that company, 
started in the insurance business in 
1926. Previous to that time he had never 
seen a rate book. He has now completed 
136 weeks of service with the company 
and his debit is $229.57, he having put 
on $120 net increase during that time. 
His percentage of collections has been 
high and his handling of claims has been 
first rate. 

His method of collecting is to see his 
policyholders on time; to know exactly 
when each one will be ready to pay. 

He has won the confidence of the 
folks on his debit; never pays excess; 
always lapses close and always keeps a 
record of what will be lapsable the next 
week. He goes out each Monday with 
determination to close the week with 
an increase and he does not wait until 
Friday to begin writing business. He 
will average making an increase fifty 
weeks in the year, 





BROOKLYN NATIONAL BUSINESS 





Company Now Has Business In Force 
Exceeding $10,000,000; Had Over 
$1,000,000 for June — 
William R. Bayes, president of the 
Brooklyn National Life, announces that 
at the close of the first six months of 
1928 business in force exceeds $10,000,- 
000. The paid-for business during the 
first six months of 1928 amounted to 
$3,600,000, as compared with $2,000,000 
for the corresponding period Of 1927. 
New Business applied for during the 
first six months of 1928 amounted to 
$6,000,000, as compared with $3,500,000 
for the corresponding period of last 
year. The applications submitted dur- 
ing June were for more than $1,000,000. 





YOUNG ST. PAUL GENERAL AGENT 


The John Hancock Mutual Life has 
appointed Edwin R. Erickson general 
agent at St. Paul. Mr. Erickson is now 
agency supervisor at the John Hancock 
agency in Decatur, Ill. He entered the 
Syracuse agency as a part time agent In 
1925 while a student and took a full time 
= a month later. He is 31 years 
old. 





CONSOLIDATE AGENCIES 


Effective July 1, the State Mutual Life 
combined its Virginia agency with its 
agency at Washington, D. C., and the 
office at Washington will hereafter su- 
pervise the Virginia field. This change 
was made following the resignation of 
John C. Goode as its general agent at 
Richmond for Virginia territory. 
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Life Stocks Reach 
Huge Market Values 


INCREASE FASTER THAN FIRE 





Three Life Stocks On Hartford Ex- 
change Constitute 61% of Market 
Value of Insurance Stocks 





The greater interest of the public in 
stocks of insurance companies as invest- 
ments in the past few years is suffi- 
ciently explained by the phenomenal in- 
crease in the market value of insurance 
shares in recent’ years. Taking the 
stocks listed on the Hartford Stock Ex- 
change as the market most likely to re- 
flect the opinion of the business as to 
the worth of insurance stocks, it is found 
that the shares of the three life com- 
panies have far outdistanced the com- 
bined six fire company stocks in aggre- 
gate market value. 

A dozen years ago the fire stocks led 
the life stocks in value, but the latter 
have left them far behind. There has 
been an appreciation of something like 
1100% in the market value of the three 
life stocks, Travelers, Aetna and Con- 
necticut General, since 1912, according 
to figures compiled by the Hartford 
Courant. The present market value is 
approximately $440,000,000. At that time 
the worth of the life stocks was about 
45% of the total listed insurance stocks. 
Now it is over 61%. 

In 1926 the value of life stocks was 
62.20% of the total. That was an in- 
crease of 8% over 1925. The percentage 
of market worth of the life stocks to the 
total of insurance shares from 1916 to 
1919, inclusive, averaged almost 55%. In 
the other years the average annual per- 
centage ranged from 44 to 48%. 

The years 1924 and 1925 were the 
years of greatest percentage increase in 
market appreciation. Market worth en- 
hanced 69% in 1924 and 67% in 1925. 
Last year the gain in market worth over 
1926 was 60%. <A decrease of 17.1% in 
the life stocks was observed in 1926. In 


1920 and 1921 there were slight decreases 
in market worth. 


State Mutual Adopts 
Double Indemnity 


(Continued from Page 1) 


agreement, due proof shall be furnished 
that the death of the insured occurred 
before he reached the age of sixty-five 
years as the result of accidental drown- 
ing or bodily injuries sustained or con- 
tracted after the date hereof and effected 
solely through external, violent, and ac- 
cidental means, directly and independ- 
ently of all other causes, within ninety 
days after such injury was sustained, 
which injury is evidenced by a visible 
contusion or wound on the exterior of 
the body, (except in case of drowning 
and internal injuries revealed by an 
autopsy), the Company agrees that, sub- 
ject to the conditions and_ provisions 
specified herein, it will pay............. 
ae ROA CWE Oiaaa oe eee Oa Dollars 
in addition to the face amount of the 
said policy. Unless otherwise requested, 
this said additional payment will be 
made to the beneficiary or beneficiaries 
designated in the said policy, and in the 
same manner as the face amount of the 
said policy. 

This provision shall not cover death 
resulting directly or indirectly from self- 
destruction, while sane or insane; homi- 
cide; or any violation of the law by the 
insured; war or any act of war; insur- 
rection or riot; participation in aero- 
nautics or submarine operations; from 
any physical or mental disease or in- 
firmity; or bacterial infection other than 





that occurring in connection with, or in 
consequence of, accidental bodily injur- 
ies; or from poisoning or asphyxiation. 
The Company shall have the right and 
opportunity to examine the body, and 
make an autopsy unless prohibited by 
law. 

The incontestability clause contained 
in the said policy, is hereby modified so 
as to read as follows: “Except for 
non-payment of premium and except as 
to provisions and conditions granting 
double indemnity in case of death from 
accident contained in the supplementary 
agreement attached to and made.a part 
of this policy, this policy shall be in- 
contestable after it has been in force 
during the lifetime of the insured for 
one full year from the date of its issue.’ 

In the event claim is made for bene- 
fits under this Double Indemnity Pro- 
vision and such claim is denied, the Com- 
pany may upon due proof of death pay 
the face amount of the policy, without 
prejudice to the claim for benefits or to 
the defense thereto. 

If this policy becomes paid up for a 
reduced amount or is continued in force 
as extended insurance, or its premiums 
are being waived and/or payments made 
in the event of total and permanent dis- 
ability, then no benefits shall be granted 
hereunder and this Double Indemnity 
Provision shall be null and void. 

The special premium paid for this 
Double Indemnity Provision shall cease: 
(1) on the completion of the premium 
payments required by the terms of said 
policy; (2) on the policy anniversary 
next succeeding the sixty-fifth birthday 
of the insured. The said special pre- 
mium may be discontinued on any anni- 
versary of said policy on the written re- 
quest of the insured and the presentation 
of this policy at the Home Office for 
proper endorsement. 

In witness whereof, the said Company 
has, by its President and Secretary, at- 
tested by its Registrar, executed this 
supplementary agreement at Worcester, 
Massachusetts: thie. 06.2 icce0es day of 


Rates on 20 Payment Life 
Charges for the double indemnity pro- 
vision for the 20 payment life policy, 

$1,000 of insurance are as follows: 


Ann. Ann. 

Age Rate Age Rate 
21 2.25 39 1.74 
22 2.22 40 1.70 
23 2.20 41 1.66 
24 2.18 42 162 
25 2.16 43 1.58 
26 2.13 44 1.54 
27 2.11 45 1.50 
28 2.08 46 1.50 
29 2.05 47 1.50 
30 2.02 48 1.50 

31 2.00 49 1.50 

32 1.97 50 1.50 

33 1.94 51 1.55 

34 1.91 52 1.60 

35 1.87 53 1.65 

36 1.84 54 1.70 

37 1.81 55 1.75 

38 1.77 





QUALIFY FOR CLUB 


One hundred and eleven Bankers Life 
salesmen were fully qualified to June Ist 
for membership in the company’s pres- 
ident’s premier club of 1928. Salesmen 
who are successful in completing their 
qualifications for this club will meet in 
Yellowstone National Park late in Au- 
gust for their annual school of instruc- 
tion. 





POWELL’S NEW POST 

Floyd B. Powell, regional superinten- 
dent for the Central States Life in Tex- 
as, has resigned from that post effective 
on June 3. He will join the Ameri- 
can Reserve Life as executive vice-pres- 
ident and as a member of its board of 
directors. 





The annual picnic and field day of the 
home office employes of the Missouri 
State Life was held at Westlake Park, 
Mo., on Thursday, June 21. Six hundred 
home office workers attended. 


Reliance Life Agents’ 
Children Essay Winners 


CONTEST IN PUBLIC SCHOOLS 





Conducted in Houston, Texas, on “Why 
My Father Should Have 


Life Insurance” 





Mary Ellen Flick and Louis Jacobs 
have been announced winners of essays 
on “Why My Father Should Have Life 
Insurance” which was conducted in the 
public schools in Houston, Texas. Miss 
Flick is the daughter of E. C. Flick, and 
Louis Jacobs is the son of Mrs. Anna 
Jacobs, both parents being members of 
the Rose Agency of the Reliance Life in 
Houston. 

The essay of Miss Flick follows: 

“Mama and I will always need money 
as long as we live. I’m too little to earn 
any and Mama is too busy rearing me to 
earn enough for both of us. 

“Daddy may not live to earn enough 
for all of us, or he may become old or 
an invalid through sickness or an acci- 
dent and have to stop earning money for 
us. 

“His policies will then carry them- 
selves and furnish us with a living be- 
sides. 

“Should he die, we will always be pro- 
vided for by his life insurance. The life 
insurance money will provide food, cloth- 
ing and a home for Mama and me and 
also give me an opportunity to complete 
my education. 

“So by having life insurance, Daddy 
can put away money for us all when we 
need it least, and then we will have it 
when we need it most.” 

The essay of Louis Jacobs reads as 
follows: 

“What if my father were to die today ? 
Where would I be if he left no insur- 
ance? Could I finish my education? 
Would I have to stay out in all kinds 
of weather selling papers? Would my 
mother starve? Would she have to be 


someone’s scrub woman? Who knows 
truly when he will die? Before he dies, 
he should think of his family; what 
would they do without him? He would 
do the only sensible thing 
eral thousand dollars worth of life in- 
surance. I hope my father will raise 
his policies to as much as he can afford, 
so when he does go, his family will be 
protected.” 








HAS A GOOD RECORD 


Although William Jackson, an agent 
for the Colonial Life in the Jamaica, 
L. L, territory of that company, has a 
debit of considerably over $100 he has 
collected more than 100% each week 
during 1928. Jackson is among the lead- 
ers in collections. 

The following case shows how closely 
he follows his debit from week to week. 
Some time ago a policy, which was trans- 
ferred from the New York to the 
Jamaica district, fell into the hands of 
Agent Jackson. He gave close attention 
to it even though the policyholder lives 
in a remote section which involves con- 
siderable inconvenience. In less than 
two years Jackson, through his diligence, 
had increased an original premium of 
15 cents to $4.35 and through this fam- 
ily added $18 in additional premiums to 
his account. 





GOOD START IN PHILADELPHIA 

Several weeks after granting of license 
by the state of Pennsylvania the Phila- 
delphia agency of the Bankers National 
Life, under Harry A. Baron, eastern 
regional director, reports the writing of 
nearly half a million dollars of business. 
This indicative of a heavy annual volume 
of business is the result of the records 
of the nine men whom Mr. Baron has 
selected to work out of his office. Mr. 
Baron claims that to date these nine 
men are each writing at the rate of a 
quarter million dollars of acceptable busi- 
ness. 











still in force on its books. 


Founded: 1867 








UNLIMITED 
POSSIBILITIES 


exist with the Equitable Life of lowa 
for ambitious men who are willing 
to work. 


Unusual sales equipment together 
with the fine spirit of cooperation 
on the part of the Home Office offer exceptional op- 
portunity to capable underwriters. 
record of service, safety and stability is a distinct ad- 
vantage to those who represent us in the field. 


Sixty-three percent of all the business ever written 
since organization by the Equitable Life of lowa is 
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Home Office: Des Moines 


A sixty year 
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New Pacific Mutual 
Disability Benefits 


CHANGES EFFECTIVE JULY 1 





Chief Aim In Revision To Eliminate 
Controversy and Give Most 
Liberal Cover 





The Pacific Mutual Life has arranged 
new disability provisions in conjunction 
with its life policies which became effec- 
tive July 1. 

What Changes Are 

On July 1, 1928, our new Permanent 
Total Disability Benefits will be put into 
effect. All applications dated on and 
after July 1, 1928, with which Permanent 
Total Disability Benefits are desired, will 
have such benefits issued on the new 
form of coverage and in accordance with 
new rates. For the time being, these 
benefits will be issued by means of a 
rider attached to the regular printed con- 
tract. 

Changes in the new form as compared 
with the old may be briefly outlined as 
follows: 

(1) Liability will date from the actual 
commencement of the disability, but in 
no event will payment be made for a 
period of more than six months prior to 
the filing of proof and where disability 
arises under the 90-day clause, no pay- 
ments will be made for the first two 
months of such disability. This change 
will help to eliminate many misunder- 
standings arising from the failure of the 
claimant to promptly file claim papers. 

(2) Payment of the disability annuity 
will be made at the end of each com- 
pleted month from the date of disability, 
rather than on the first day of each 
month. This eliminates certain inequali- 
ties of treatment which existed under the 
old forms. 

(3) Any instalments accrued and un- 
paid at the death of the Insured, or 
where the Insured is insane, will be paid 
to the beneficiary under the policy. This 
will facilitate payments. 

(4) Disability arising while traveling 
in a regular commercial aircraft is cov- 
ered, but disability due to participation 
in other aeronautics is not covered. 
(Note the exact wording of the rider.) 

(5) Women Risks: (a) Coverage on 
women risks terminates upon marriage. 
Married women, except under certain 
conditions, will not be accepted. 

(b) The method of determining the 
extra charge for women risks has been 
greatly simplified. This is now handled 
by making a flat extra charge of $2.00 
per thousand for the Regular form and 
30c per thousand for the Waiver Only 
form. 

Forms of Benefit 


In order that you may clearly under- 
stand the difference between the various 
forms of disability coverage granted, we 
will describe them as follows: 

Regular: This form provides for 
waiver of premium and payment of a dis- 
ability annuity of $15 a month for each 
$1,000 of insurance, should disability oc- 
cur before age 60. Permanent Total 
Disability will be admitted when total 
disability has continued for 90 days, or 
when entire loss of sight, or of the use 
of two limbs has been sustained. Pay- 
ment under the Permanent Total Disa- 
bility Benefit does not detract in any 
way from the other benefits provided in 
the policy. 

Waiver Only: This form of coverage 
is similar to that of the “Regular” form, 
except that no disability annuity is pay- 
able. 

Business: This is a form of benefit 
issued by the Pacific Mutual exclusively, 

































































Term Insurance as an easy answer to 
6c s ° , 
I can’t afford it. 








“Is it any wonder that, meas- 
ured by usual standards, 
Nylic agents are indus- 
trious, persistent, satis- 
fied and happy?’ 
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NEW YORK 
LIFE INSURANCE 
COMPANY 


346 BROADWAY, NEW YORK 
New Home Office Building now being 


DARWIN P. KINGSLEY 
erected on the site of the famous 


President old Madison Square Garden 
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| q In 1927 Nylic Agents placed over 
: $927,000,000 of New Insurance, Iie 

| distributed by policies as follows: ik 
: 3 Whole, and Limited Number Amount e 
: Payment, Life 255,226 $791,308,900 $ 
Endowments ...... .. 48,182 104,881,500 = 
| PR ee . 4,907 31,277,600 me 
TMF. wccexsimangn 308,315  $927,468,000 

; Term Insurance was only about 34% : 
| of the Total | 
| q Most underwriters agree that, in gen- = 
| a : 
| eral, life and endowment policies are iS 
best for policyholders. = 

q Nylie rules and training strengthen e 

Nylic agents for meeting ‘“‘sales resist- 
ance.’ Consequently they do not use 
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and is designed to fit the same purposes 
as business life insurance—that is, to 
compensate the firm or partnership for 
whose benefit it is carried, for the loss 
of the Insured. It is felt that this need 
can only be properly met by the pay- 
ment of a one-sum benefit and, there- 
fore, under this form of benefit, in event 
of Permanent Total Disability occurring 
before age 60, the face amount of the in- 
surance is paid in one sum in lieu of all 
other benefits and the policy is there- 
upon terminated. Permanent Total Dis- 
ability is admitted if the Insured is per- 
manently and totally disabled beyond the 
possibility of recovery, or in the event 
of the irrecoverable loss of the entire 
sight of both eyes, or of the loss of two 
limbs by amputation. 

It should be noted that the conditions 
which constitute Permanent Total Dis- 
ability under the “Business” form are 
distinctly different from those which 
constitute Permanent Total Disability 
under the “Regular” and “Waiver Only” 
forms. 

The modifications in the new form of 
benefit, as compared with that previously 
issued, have been made with the idea of 
reducing the chances of controversy 
which have existed in the past and with 
a view to making the provision as liberal 
as possible, consistent with good under- 
writing. This benefit is not intended to 
provide for temporary disability benefits. 
Where such are desired, the company 
says, the agent should present the acci- 
dent and_ sickness disability benefits, 
either in combination with, or without, 
the permanent total disability benefit, de- 
pendent upon the needs of the applicant. 
The new permanent total disability pro- 
vision, considered as a separate part of 
Pacific Mutual Multiple Protection in- 
surance and sold in conjunction with 5- 
Way policy, will furnish complete per- 
sonal protection, says the Actuary A. G. 
Hann. 

The laws of Arizona and Illinois re- 
quire slightly different coverage from 
that sold elsewhere. Agents in such 
states, therefore, will have in mind that 
the foregoing is not wholly applicable to 
their territory. Separate instructions will 
be sent those representatives through 
their general agents. 





JOINS PATTERSON AGENCY 





V. M. Burke Appointed Supervisor and 
W. E. Bilheimer, Jr., Made Assistant 
to Head of Firm 

Chicago, July 3—V. M. Burke has 
been appointed agency supervisor of the 
A. E. Patterson general agency of the 
Penn Mutual Life in Chicago. Mr. 
Burke comes to the agency with a wide 
and varied experience in the insurance 
business and will devote his efforts to- 
ward building a new agency organization. 

W. E. Bilheimer, Jr., son of W. E. 
Bilheimer, well known in insurance cir- 
cles, has recently been made assistant 
to Mr. Patterson. Since his graduation 
from Princeton in 1924 he has devoted 
his time to agency organization and per- 
sonal production. Among his other du- 
ties with Mr. Patterson will be the de- 
velopment of a quick and efficient serv- 
ice for brokerage business in Chicago. 





BANKERS NATIONAL AGENTS 

The Interstate Bond Insurance 
Agency, located at Washington, D. C., 
have been appointed general agents for 
the Bankers National Life of Jersey 
City, and will cover the District of Co- 
lumbia and also contiguous territory in 
Maryland and Virginia. Col. Joseph F. 
Randall, president of the agency, has had 
extensive training along life insurance 
lines and has been established in Wash- 
ington for sixteen years. 





The First National Life of Phoenix, 
Arizona, which is now being organized, 
will have an authorized capital of $2,- 
000,000, divided into 20,000 shares, par 
value of each share being $100. The 
president of the new organization will 
be M. E. Waddoups, a Utah man who 
has been engaged in organization work 
for a number of years. 
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J. G. Richter Elected 
President London Life 


SUCCEEDS LATE A. O. JEFFERY 


Board Elects W. M. Spencer, Ist V.-P., 
And Edward Jeffery 2nd V.-P.; 
E. E. Reid Made Director 





At a recent meeting of the board of 
directors of the London Life, J. G. Rich- 
ter, F. S. A., was unanimously elected 
to the presidency of the company, suc- 
ceeding the late Dr. A. O. Jeffery. Oth- 
er officers elected were W. M. Spencer, 
first vice-president (re-elected) ; Edward 
Jeffery, second vice-president and Ed- 
ward E. Reid, B. A., A. I. A., in addition 
to being general manager was also made 
a member of the board of directors. 


Records of Officers 


Mr. Richter, who has a long and var- 
ied experience with the company, joined 
the London Life in 1883 as manager. 
The company at that time was just nine 
years old, but Mr. Richter was able 
to effect far-reaching changes which put 
the company on a solid footing. He 
was responsible, among other things, for 
the introduction of industrial life insur- 
ance, which has merited the fact that 
the company is Canada’s industrial-ordi- 
nary company. 

During his regime as manager he han- 
dled all of the investments for the com- 
pany, and is largely responsible for the 
company’s enviable financial condition. 
For the past eight years he has been 
vice-president and his election to the 
presidency follows closely his forty-fifth 
anniversary with the company. ; 

W. M. Spencer, the first vice-presi- 
dent, is one of its earliest stockholders 
and has been a member of the direc- 
torate and the executive committee since 
1912. He has served in his capacity of 
first vice-president for slightly over eight 
years, during which period he has main- 
tained a daily contact with the affairs 
of the company, particularly those per- 
taining to investments. 

The new vice-president, Edgar Jeffery, 
is a son of the founder and first presi- 
dent, Joseph Jeffery, and is also a broth- 
er of the late president, Dr. A. O. Jef- 
fery, K. C. He has been in touch with 
London Life affairs for a long period of 
years, and since 1895 has been its so- 
licitor and legal advisor. He is regard- 
ed as one of the best informed authori- 
ties in the country on law relating to 
life insurance. Mr. Jeffery’s interests 
have, however, not been confined to this 
phase of the company’s business alone; 
he has been a member of the board of 
directors for the past ten years. 

The opening on the board caused by 
the death of the late president has af- 
forded the opportunity of showing the 
company’s appreciation for the services 
of general manager, Edward E. Reid, 
and accordingly he was elected to the 
directorate. Mr. Reid entered the ser- 
vices of the company in 1894. He was 
appointed actuary in 1903, and in addi- 
tion was appointed assistant manager 
two years later, which position he occu- 
pied until appointed general manager in 
1920. The entire business lifetime of 
Mr. Reid has been spent in the services 
of the London Life. Mr. Reid’s brother, 
the late George M. Reid, was a member 
of the board of directors for many years. 


TWO APPOINTMENTS 

James P. Graham, Jr., general agent 
of the Aetna Life, has just appointed 
Louis Fred Weigel supervisor, in charge 
of full time agents, and Walter T. Lynch 
supervisor in the developing of broker- 
age business. Mr. Weigel has had many 
years of experience in selling and or- 
ganization work and is a graduate of 
the New York University life insurance 
course. 

Mr. Lynch has a splendid background 
for the brokerage business, having spent 
three years in the home office of the 
Aetna, in its underwriting department, 
and one year with the Travelers at 55 
John street, New York. 





MEDICO-ACTUARIALS CONVENE 





Hold Session in Connection With Life 

Insurance Officers’ Ass’n, Toronto; 

U. S. Representatives Present 

About one hundred medical men and 
actuaries of Canadian life insurance 
companies with more than half a dozen 
distinguished guests from the United 
States met in London, Ontario on June 
22 and 23 in connection with the meet- 
ings of the medico-actuarial committee 
of the Life Insurance Officers’ Associa- 
tion and the Actuaries’ Club of Toronto. 
“hese meetings were held in the new 
home office of the London Life. 

The medical men and actuaries held 
their sessions throughout the morning 
and afternoon of Friday reviewing data 
which had been gathered by the central 
committee at their regular weekly meet- 
ing, bearing upen certain impairments. 
lhe meetings were presided over by Dr. 
H. Crawford Scadding, medical director 
of the Canada Life. 

The chief business session of the Actu- 
aries Club was held on Friday evening 
when the business was conducted by the 
president of the club, J. H. Birkenshaw, 
assistant actuary of the Confederation 
Life. The main topics for discussion 
were that of present-day aviation and 
salary allotment insurance. 


The London Life, which acted as host, 
tendered a luncheon to the doctors on 
Friday, and a dinner in the evening to 
the doctors and actuaries with a pro- 
gram of entertainment in the company’s 
auditorium following the meeting of the 
Actuaries Club. 

In addition to the large delegation from 
the Canadian companies the following 
from the United States were present: 
Arthur Hunter, New York Life; H. R. 
Hassford, Dr. John Coolidge, Dr. A. V. 
Jimenis, of the Metropolitan; N. W. 
Bagley, Travelers; Dr. F. L. Grosvenor, 
Travelers, and Dr. T. H. Dickson, Jr., 
Minnesota Mutual. 





C. REISSMAN IN FIELD WORK 

Charles Reissman, for seven years an 
office assistant in the Wilmington, Del., 
office of the Equitable Society, has 
taken up field work under Agency Man- 
ager J. B. Warner, Jr. In recognition 
of his conscientious service the members 
of the Wilmington organization pre- 
sented him with a wrist watch. 





J. B. Wood, educational director for 
the International Life of St. Louis, Mo., 
is on an extensive trip through the ter- 
ritory served by the company in the 
Northwest, Pacific Coast and Rocky 
Mountain regions. 








REAL PROGRESS 


Increase in 
New Business 
1927 over 1926 

43.44% 


The 
Manhattan Life Insurance 


Company 
66 Broadway - New York 


Thomas E. Lovejoy, President 























CENTRAL STATES LIFE GAINS 

Up to June 13th of this year the Cen- 
tral States Life has issued $9,513,668 in 
policies compared with $8,185,955 for the 
same period last year. This represents 
a gain of 15%. 








Why You 


Life 
Accident - 


Group 








Its multiple line of Life, Accident 
and Health, Salary Saving and Group 
Insurance multiplies the Agent’s 
opportunities for success. 


Its new, liberal policy forms offer 
unusually attractive selling plans. 


Its Branch Office service, available 
in twenty-six of the principal cities of 
the country, extends to field men the 


Health 


Should Represent 
the Missouri State Life 


B hvee progressive, pioneering spirit of the Missouri State Life 
makes strong appeal to live, aggressive, forward-looking 
Agents. It’s the kind of Company they like to represent. 


Company. 


Ror 


Missouri State Life Insurance Company 


Hillsman Taylor, President 


personal co-operation of trained repre- 
sentatives in each of its multiple lines. 


Its rapid growth and expansion 
means corresponding growth and 
‘development for its representatives. 


Men of high character and ability 
are offered a real future with the 
Missouri State Life—The Progressive 


Home Office, St. Louis 








Missour!I STATE LIFE INSURANCE COMPANY, 
Saint Louis, Missouri 
Send me your Agency proposal 
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Advertising Trophy 
Rules Announced 


ALL EXHIBITS IN BY SEPT. 1 





Holcombe Trophy Competition Condi- 
tions Under Auspices of Insurance 
Advertising Conference 





Rules governing the competition for 
the Holcombe trophy have been pre- 
pared by the committee of the Insurance 
Advertising Conference of which Leon 
A. Soper of the Phoenix Mutual Life is 
chairman and are now being sent out 
by C. E. Rickerd of the Standard Acci- 
dent. Particular attention is called to 
the requirement that all material con- 
stituting the exhibit must be in New 
York City not later than September 1, 
and shipped to the chairman of the tro- 
phy committee, Insurance Advertising 
Conference, care of the National Board 
of Fire Underwriters, 85 John St., New 
York City. The jury of award will be 
announced later. 

The rules are as follows: 

1. Eligibility 

Only those companies which are rep- 
resented in the “Conference,” and whose 
representatives are members in good 
standing may compete for the trophy. 
Companies desiring to compete must 
also have been represented in the “Con- 
ference” on or prior to January 1, 1927. 
2. Material Which May Be Submitted 


A company may submit one particular 
piece of printed advertising matter which 
it has selected as its best effort; or a 
series of newspaper or other publication 
advertisements; posters, folders, stuffers, 
or other advertising matter; used in a 
campaign for a period not more than 
eighteen months prior to September 1, 
1928. 

3. Forwarding Material 


(a) Notification to contestants of 
where to send material (See Rule 9, next 
page). 

(b) Instructions as to shipping, pack- 
ing, prepaying charges, etc.: All ship- 
ping and transportation charges on ma- 
terial containers shall be prepaid. All 
material must be securely wrapped, pack- 
ed, crated, etc. so that the exhibits ar- 
rive in such condition as will not detract 
from their appearance. 

There must also be forwarded with the 
material, written explanation presenting 
the basic elements taken into considera- 
tion in the planning and the administra- 
tion of the campaign, or the “reason 
why” behind the piece of advertising. 

For instance: a. The market analysis 
or study upon which the advertising 
program was based. b. Particular prob- 
lems met in adapting the advertising to 
marketing conditions and the methods 
used to meet these problems. c. The 
objectives chosen for the camapign and 
why these were selected. d. The rea- 
sons governing the preparation of copy 
and art treatment adopted. e. Media of 
presentation—how or why selected. f. 
Distinctive characteristics of the adver- 
tising. Any other data enlightening 
to the Jury of Award. h. Accompany- 
ing the written explanation there must 
be a sworn statement of the results 
attributable to the use of the submitted 
material in an advertising way. 

(c) Acknowledgment of Receipt. 
Within three days after the receipt of 
material, the chairman of the trophy 
committee shall acknowledge to the 
sender all packages, cases, etc., received 
in the competition. 








STATE MUTUAL LIFE 


ASSURANCE COMPANY 
OF 
WORCESTER, MASSACHUSETTS 








A PRACTICAL EDUCATIONAL SYSTEM | 
, To Help The New Man Start Right 
and 
HELPFUL SALES AIDS 
To Assist The Experienced Man 
In Developing His Clientele 














Incorporated 1844 
Eighty-Four Years of Service 























4. Final Date on Which Material Will 

Be Accepted. 

No material will be accepted which 
does not arrive in New York City on 
or before September Ist. 

5. Returning Exhibits 

It is understood that material submit- 
ted for judging shall be returned to its 
creator, or to the company or companies 
which submitted it, at the expense of 
the exhibitor, and under such rules as 
may be made by the Conference. 

6. Judging 

The judges shall be men skilled and 
experienced in advertising and at the 
time of their appointment, which ap- 
pointment shall be made by the Execu- 
tive Committee, shall in no way be con- 
nected with the insurance business nor 
with any publication devoted wholly to 
insurance. 

7. Presentation 

At the annual meeting in Washing- 
ton, October 1, 2 and 3, the Trophy 
shall be formally presented to the rep- 
resentatives of the company which sub- 
mitted tke winning material or materials 
or achievement. 

8. .Ownership Period 

The Trophy shall become the property 
of the company to which it is awarded 
for the period approximating one year 
beginning from the date of presenta- 
tion. Any company winning the Trophy 
three times, not necessarily in succes- 
sion, shall have permanent and full pos- 
session of it. When that condition arises, 
a new Trophy shall be placed in com- 
petition. 

9. Material to be submitted in com- 
petition must be shipped in time to ar- 
rive at the National Board of Fire Un- 
derwriters, 85 John street, New York 
City, care of the Chairman of the Tro- 
phy Committee, Insurance Advertising 
Conference, on or before September 1. 


MADE AGENCY MANAGER 

The Michigan Life has appointed Har- 
lan A. Davis as agency manager, cov- 
ering a district comprising St. Clair, 
Macomb, Huron, and Sanilac counties. 
Offices have been opened by Mr. Davis 
in the Federal Bank building, Port Hu- 
ron, Mich. 





COMPLETES QUOTA 





Miss Agnes Macdonald First Member 
Ccast Agency Aetna Life to 
Reach Goal 
Miss Agnes Macdonald, the only wo- 
man “Aetna-izer” connected with the 
San Francisco general agency of the 
Aetna Life, was the first member of 
that agency to complete her quota in 
the K. A. Luther Testimonial Campaign, 
which general agents of the company 
are conducting in honor of Vice-Presi- 
dent Luther’s 30th anniversary as an 

“Aetna-izer.” 

Miss Macdonald has been associated 
with the San Francisco agency since 
1914. when she first joined the Aetna or- 
ganization. She has been a leading pro- 
ducer since that date and has several 
times led all women “Aetna-izers” in 
vearly production. Her total thus far 
this year is in excess of $56,000. Miss 
Macdonald attained her 250-point indi- 
vidual quota early in the second month 
of the two-month campaign. 


TO DISCUSS CONSERVATION 


N. M. DeNezzo of the home office of 
the Aetna Life will discuss conservaticn 
with general agents of the company 
whom he will visit on a month’s trip 
into the field. He will leave Hartford 
on July 9, to return again on the 2lst. 
His itinerary will include the following 
stops: Springfield, Mass.; Albany, Buf- 
falo, Cleveland, Toledo, South Bend, In- 
dianapolis, Cincinnati, Columbus, Pitts- 
burgh and New York. While at Cin- 
cinnati, where he will arrive July 17, Mr. 
DeNezzo will meet with company repre- 
sentatives, both at the F. C. Zart general 
agency and at the Dayton branch. 








BACK FROM HONEYMOON 

Richard ©. Budlong, director of pub- 
licity for the Northwestern Mutual Life, 
is back at his desk after a two weeks’ 
vacation which took the shape of a de- 
lightful honeymoon. Mr. Budlong was 
married on June 20 to Miss Evelyn Ek- 
berg, also an emplove of the ccmpany, 
and spent his wedding trip in the Gla- 
cier National Park. 


Mid-Town Managers 
Hold Golf Tournament 


SPEND DAY AT NEW ROCHELLE 





First Prize Won by John Eagen, Gen- 
eral Agent of Home Life; 
Dinner in Evening 





The first annual golf tournament and 
outing of the Mid-Town Managers and 
General Agents Association was held at 
the Broadmoor Country Club, New 
Rochelle, Thursday, June 28. The mem- 
bers of this association and their guests 
left New York City at 12 o'clock and 
drove to the club to start their tourna- 
ment at 2. Owing to the fact that sev- 
eral members demanded a handicap of 
forty strokes, it was not difficult to ar- 
range a foursome. 

Before the match, Godfrey Moore, 
general agent for the Guardian Life, an- 
nounced that several years ago he was 
the winner of the Kansas City National 
Association Convention with a score of 
189. The members doubted the veracity 
of this story until Godfrey announced 
that the tournament, starting with 
twenty-eight contestants, had slowly 
weeded down by rain, hurricane and 
thunder shower until there were only 
three left at the 14 hole. At the 18 hole, 
he was the only contestant left, and was 
awarded the prize more because of per- 
severance than of skill at the completion 
of Mr. Moore’s game. It was easy to 
see in announcing his score of 189, he 
was really most generous with himself, 
As some one kindly removed Mr. 
Moore’s clubs from his car later in the 
day, it is safe to say he never will use 
them again. 

At the completion of the day’s tourna- 
ment, a dinner was held at which time 
the prize winners were announced. John 
Eagen, general agent of the Home Life, 
a golfer of long experience, won first 
prize. When called upon for a talk as 
to how he had secured his experience 
and proficiency, Mr. Eagen claimed he 
owed it all to his experience at the New 
York Athletic Club and Charlie Paul, 
former Westchester County champion, 
who is one of Mr. Eagen’s agents. Bob 
Hardy of the Mutual Life presided, and 
those present were indebted to Isadore 
Freid, general agent of the New Eng- 
land for his courtesy in acting as host. 

The following members of the Mid- 
Town General Agents and Managers 
Association were present: Ben Hyde, 
E. G. McWilliam, Willard Regan, Isa- 
dore Freid, LeRoy Bowers, Robert 
Hardy, Harold Hubbel, Godfrey Moore, 
Henry F. Waldman and John Tunmore. 
Fred P. McKenzie, executive manager of 
the Life Underwriters’ Association of 
New York, was the guest of the associa- 
tion for the day. 





ROBBINS & SIMONS’ OUTING 


Upward of fifty members of the Rob- 
bins & Simons’ agency of the Home 
Life were the guests of the firm at the 
Ridgewood Country Club, Ridgewood, 
N. J., on June 27. In addition to motor- 
ing, tennis and swimming in the delight- 
ful pool, a golf tournament was played. 
Leigh Cruess, assistant secretary of the 
Home Life, a special agent of the day, 
while unable to duplicate his recent 
“hole in one” stroked a great game and 
walked off with first prize. Other prizes, 
serious and humorous, were presented 
during dinner. Two hours of dancing 
completed a “glorious day.” 
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Missouri State Club to 
Meet at Frontenac 


HAS LIVE PROGRAM PLANNED 





Missouri State Life Leaders To Hear 
Fine Lot Of Addresses At 
Canadian Meeting 





What will probably be the greatest 
meeting yet held by the Quarter Million 
Club of the Missouri State Life will be 
called to order at Chateau Frontenac, 
Quebec, Canada, at 9:30 a. m. on Mon- 
day, July 9. An address of welcome will 
be given to the members of the club 
and home office officials by His Worship, 
the Mayor of Quebec, J. Oscar Auger. 
Following a response to the remarks of 
the Mayor, the new club officers will be 
announced. 

The remainder of the business program 
for the opening day of the meeting fol- 
lows: 

Remarks by the new president of the 
Quarter- Million Club. 

“Our History and Traditions,” John J. 
Moriarty, vice-president. 

“We Shall Carry On,” W. R. Robin- 
son, general agent. 

Intermission. 

“Character—The Chief Element of 
Success,” William Strauss, general agent. 

“Self Training Never Ended,” Frank 
J. McCaslin, manager Kansas City, Mo. 

“How I Improved Myself as a Life In- 
surance Salesman,” Emmet E. Smith, 
Cleveland, O., branch. 

“Our Job,” Herbert 
agent. 

The business session for July 10 will 
be as follows: 

“Old Age Protection Policies’ (How 
to Create in the Prospect’s Mind the 
Desire for Insurance by Their Use), J. 
F. Jewell, San Francisco, Cal. 

“Term Insurance—Its Uses.” 

“How to Determine When the Need 
Is for Modified Life,” M. M. Saslaw, 
Cleveland, O. 

‘How to Determine When the Need 
Is for Term Insurance,” H. D. Herring, 
St. Louis, Mo. 

“How to Create in the Prospect’s Mind 
the Immediate Desire for Insurance by 
the Use of Preliminary Term,” Pharon 
Dull, Indianapoils, Ind. 

“How to Create the Desire for Insur- 
ance With Executives Through the Use 
of Business Insurance,” John Wither- 
spoon, Nashville, Tenn. 

“Accident Insurance—After One Year 
Devoted Exclusively to Its Sale,” by A. 
F. Leland, Tulsa, Okla. 

Intermission. 

“Group Insurance and Salary Savings 
Insurance,” by Henry Reichgott, vice- 
president. 

“What Salary Savings Insurance Can 
Be Made to Accomplish,” Ed Burke, 
manager, St. Louis, Mo. 

“The Man in Salesmanship,” by J. P. 
Licklider, director of publicity and sales 
research. 

The business session for July 11 will 
be as follows: 

“How to Create in the Prospect’s Mind 
the Desire for Life Insurance by the Use 
of the Disability Clause,” by Ed Selig- 
man, Detroit, Mich. 

“Our Life Policy Disability Clauses 
Are Non-Cancellable Accident and 
Health Insurance,” by C. O. Shepherd, 
actuary for company. 

Chairman’s Twenty Minutes. 

Intermission. 

“What the Prospect Should Know 
About Taxation When Buying Life In- 
surance,” by E. E. Adkins, Chicago, Ill. 

“Thoughts,” by Hillsman Taylor, pres- 
ident of the Missouri State Life. 

At the annual banquet for the Quarter 
Million Club the president of the Sun 
Life Insurance Company of Canada will 
be the principal speaker. 


Lorick, 


general 





J. D. Brooks has been appointed gen- 
eral agent for the Volunteer State Life 
at Martin, Tenn. 














of the new business paid 
52 .O 1 ve in The Northwest- 
ern Mutual Life Insurance Company of 


Milwaukee, Wisconsin, in 1927 was upon 


applications of members previously insured 
in the Company. 
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MRS. BENNETT’S FIRST CASE HOWARD CAMMACK ADVANCED 

Mrs. Floyd Bennett, who recently Howard Cammack, son of Charles W. 
ree ial Cammack, general agent for the John 
joined the staff of the Jack Wars yauer Hancock Mutual in Huntington, W. Va., 
agency of the Brooklyn National Life, was recently appointed associate general 
has sold her first life insurance contract 


agent with his father. After his gradua- 

to Charles H. Colvin, general manager tion from Columbia, where he specialized 

3 ; a in life insurance under Professor Ralph 

for the Pioneer Instrument Co., makers H. Blanchard, Howard Cammack spent 

of aircraft instruments. ten months in the Paul Clark agency in 
Mrs. Bennett’s first policyholder is a 

firm believer in life insurance, and al- 


Boston. 
though already heavily insured bought 
this additicnal policy from Mrs. Bennett 
because it will complete a very import- 
ant link in his life insurance program. 
He said, “I am very much pleased to 











T. B. Macaulay, president and man- 
aging director of the Sun Life of Can- 
ada, will be the principal speaker at 
the banquet in connection with the con- 
vention of the Quarter Million Club of 
the Missouri State Life of St. Louis at 





; the Chateau Frontenac, Quebec, July 
have had the opportunity to co-operate  9_}]. 
with the widow of a man whose courage 
and character I have always admired. Edwin T. Meredith of Des Moines, 
I am also pleased with the 


splendid 
service rendered by Mrs. Bennett and 
her company.’ 


former Secretary of Agriculture, who 
died last week, carried a total of $320,- 
000 life insurance. 








Seven Years Of Iowa Leadership 


AGAIN IN 1927, THE BANKERS LIFE COMPANY 
led all companies in the writing of new, paid-for life insurance 
in Iowa, itshome state. The total for 1927 was $20,193,476. 


LAST YEAR WAS THE SEVENTH CONSECUTIVE 
year in which the Bankers Life has achieved Iowa leadership 


earn att sree nal neste 


BANKERS LIFE COMPANY 


THE ONWARD MARCH COMPANY 
Gerard S. Nollen, President DES MOINES, IOWA 
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Finds Non-Medical 
Experience Good 

INTERNATIONAL FAVORS PLAN 

After Eight Months’ Trial St. Louis 


Company’s Underwriting Committee 
Is Favorably Impressed 





W. F. Grantges, first vice-president 
and general manager of the International 
Life of St. Louis, has made public the 
company’s experience with policies on 
non-medical applications in the past eight 
months. This has been exceptionally 
favorable. The company began the issue 
of non-medical insurance in October, 
1927, in a limited way and has gradually 
increased its usage. The plan is popular 
with the agents, as they have received 
most favorable experience from the 
home office service on their non-medical 
business. The company has received a 
total of 7,416 applications aggregating 
$10,184,321 of insurance in the past eight 
months. The underwriting committee 
has found its experience with the non- 
medical applications to be extremely sat- 
isfactory and they look with great favor 
on this class of business. 

Discussing the non-medical form of 
business, W. J. Hampton, vice-president 
and chairman of the company’s under- 
writing committee, stated that similar 
rules apply to the underwriting of non- 
medical as on examined business. Men 
and women between the ages of 15 and 
45, inclusive, are considered and disa- 
bility and double indemnity are granted 
to both male and female under the same 
ruling that apply to them on examined 
business. 

“One of the features of our experi- 
ence,’ Mr. Hampton said, “is the fact 
that while the company reserves the 
right to require a medical examination 
on any case or reject the application it 
has been necessary for us to request 
medical examination in but few cases; in 
fact our records show that we have not 
had to ask for these examinations in 
more than about 2% of all the cases re- 
ceived. Our outright rejections have 
been about normal as compared with ex- 
amined business. 

“We believe the non-medical applica- 
tion has been the means of increasing 
our production due to the fact that in 
certain localities it is almost impossible 
for any agent to complete his business 
by having examinations made and in 
these remote localities the agent is very 
often unable to complete his papers by 
having the applicant examined and the 
businss in the past has been lost. 

“We also have found that this form 
of insurance greatly expedites the is- 
suance of policies and enables us to get 
the policy in the hands of the agent for 
delivery much quicker than on examined 
business. Aside from the extremely 
large volume of business that the non- 
medical application is bringing to our 
company it is also very desirable be- 
cause of the very satisfactory low mor- 
tality experience we have had during the 
past eight months. 

“I believe the time will soon come 
when more companies will inaugurate 
the use of the non-medical application 
than at this time. It is very gratifying 
to me that up to the present time it has 
not been found necessary to cancel the 
non-medical privilege of any agent which 
indicates to us that our agents, as a 
whole, take very kindly to the privilege 
extended them and realize that it greatly 
helps them to increase their production 
and therefore they are vry carful in the 
use of the non-medical.” 

On account of its favorable experience 
with the non-medical application the 
company has recently liberalized to the 
extent that it now will write term insur- 
ance on men and employed married 
women on the non-medical application. 
The company’s limit of issue on non- 
medical is $3,000. 
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Lake Trip Features 
National Ass’n. Meet 


DETAILED DESCRIPTION GIVEN 





Delegates in For Treat; Return Voyage 
By Moonlight; Dancing Program 
Also Arranged 





The program arranged for the dele- 
gates to the convention in Detroit Sep- 
tember 12-14, includes as a special en- 
tertainment feature one of the most 
scenic rides on the Great Lakes—a trip 
to the “Venice of America,” the St. Clair 
Flats. This part of the program is to 
be furnished by the life insurance com- 
panies of Michigan. 

From the moment the especially char- 
tered boat swings out from its pier at 
the foot of Griswold street, Detroit, the 
excitement begins. A vast panorama of 
shipping by mammoth freighters is un- 
folded to view. The steamer is no soon- 
er in mid-stream than a wonderful view 
of Detroit’s gigantic skyscrapers, rival- 
ing those of the largest city in the world, 
presents itself to the bewilderment of the 
spectators. 

On the right is Canada, its famous old 
world atmoshere, its race tracks and its 
miles of open country. On the left is 
Detroit’s east side industrial activities. 
At the same time the ship passes Walk- 
erville, Canada, on the right, the sight 
of the largest pharmaceutical manufac- 
turing plant, Park-Davis & Company, is 
being passed on the left. 

Traveling on one of the largest inland 
streams in the United States the steam- 
er wends its way through fresh water, 
which flows between the shore lines of 
the fourth largest city in the nation and 
Canada. 

Two and a half miles of this and Belle 
Isle is reached. As the steamer moves 
swiftly alongside the three mile length 
of this beautiful island, a grand view of 
the great million dollar Scott Fountain, 
the many winding canals with hundreds 
of canoes floating in all directions, great 
flower beds, magnificent shrubbery, ten- 
nis courts and baseball diamonds set on 
grassy lawns, surrounded by large groves 
of stately trees is unfolded to delight the 
eye of the voyager. Belle Isle presents 
to those who sail by it an unsurpassed 
view of the world’s largest city park. 


Passing the Lighthouse 


Passing the lighthouse at the head of 
the island, the ship enters Lake St. Clair, 
at the head of which one of the Edison 
Company’s largest electric plants is lo- 
cated. Forging out into the lake the 
boat rapidly approaches and_ passes 
Peche Island on the right; one the left 
is Windmill Point Lighthouse, and a lit- 
tle farther on the village of Grosse 
Pointe, one of the most beautiful resi- 
dential towns in America, may be seen. 

Never out of sight of shore, the steam- 
er glides swiftly through the clear trans- 
parent waters. The whole lake is fairly 
alive with craft, from the tremendous 
steel freighters, more than 600 feet in 
length, to the tiny gasoline launch. 
Everywhere is joyous life and mingling 
with the deep, hoarse steam whistles of 
the mighty ships of commerce, is joined 
the: shrill piping salute of launch or speed 
boat. The eye is not idle for a moment, 
but turns from one enchanting scene to 
another equally attractive. The very air 
seems redolent with health and the sense 
of enjoyment thrills through every nerve. 

When it is known that the volume of 
commerce which passes over Lake St. 
Clair and past the city of Detroit ex- 
ceeds that of any other stream in the 
entire world, one can readily imagine 
the variety of shipping, which greets 
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the eye while making this trip from 
Detroit to the “Flats.” 


The beauty and wonder spot of the 
American continent is now reached. 
When it enters Lake St. Clair, just be- 
low Algonac, the water of the St. Clair 
River finds its way through three large 
channels, the north, the middle and the 
south, but it is through the south chan- 
nel that the vast stream of commerce 
is carried. 

“The Flats” proper lie along this chan- 
nel. It is here that the major portion 
of the inhabitants have built their sum- 
mer homes, where they live during the 
vacation season. The entire channel is 
built up with cozy cottages, spacious club 
houses, hotels and pleasure resorts. Many 
of the cottages are built on piles over 
the water, but the majority are on na- 
tural and artificial islands. Here one 
may enjoy many exhilarating, aquatic 
sports. 

The return trip will be made by moon- 
light and delegates and their friends will 
have the opportunity to enjoy the cool 
evening ride; to view a most beautiful 
sight—that of lights on the shore play- 
ing upon the water and the moon play- 
ing with the clouds. One of the features 
of the ride back will be a moonlight 
dance, during which the voyager may 
stretch his limbs and gambol to the 
strains of music, soul-stirring and ro- 
mance-bearing. 


AGENCY HOLDS OUTING 





Staff of Van Alst & Wendt, Berkshire 
Life, Play Golf At Rockville 
Center Club 


The agency staff of the Van Alst & 
Wendt Agency of the Berkshire Life, 
New York City, held an outing one day 
last week at the Rockville Center Coun- 
try Club, Rockville Center, L. I. About 
fourteen agents attended. 

The afternoon was devoted to golf and 
several rounds were played, prizes being 
awarded to the winners of the contests 
in the evening during the dinner. 

The Van Alst & Wendt organization 
has just added to their staff the follow- 
ing full time agents: Winston E, Proc- 
tor, a lawyer, formerly connected with 
the Lawyers Title & Guaranty Co.; 
Thomas A. Ree; Albert J. Kelly, who has 
been a sticcessful producer for a well 
known New York company; J. H. En- 
right, a Pittsfield merchant; Lester R. 
Bennett, a Syracuse University graduate 
who has been in the general insurance 
business up-state; Norman L. Schleimer, 
formerly with the Hart & Eubank Agen- 
cy at 100 William street, who has been 
made supervisor; Roland Schultheis, a 
landscape architect; Raymond Healy, a 
Manhattan College man; Ashley Pom- 
eroy, formerly in the insurance business 
at Pittsfield, Mass., and Edward J. Fen- 
lon, a general insurance man. 








character and ability. 





The Columbian National Life Insurance Company 
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Columbian National Policies make selling easier. 
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BANKERS NAT’L APPOINTMENTS 





J. J. Davis, General Agent at Wilkes- 
Barre and Scranton; Hugh Bran- 
son, Supervisor, Louisville 

The Bankers National Life of Jersey 
City have made a number of important 
appointments during the past week, in- 
cluding that of John J. Davis as general 
agent at Wilkes-Barre and Scranton, 
Pa. He was formerly agency supervisor 
of northeastern Pennsylvania for the 
Connecticut General. Richard H. Brad- 
ford, formerly with The Prudential, has 
been made manager of the Woodbury, 
N. J., district, with headquarters at 
Paulsboro. 

James A. Silber has been appointed 
district manager in Philadelphia, accord- 
ing to announcement made by Harry A. 
Baron, general manager of the Baron 
agency. V. P. Scarboro is now a broker 
for the company with headquarters at 
Mount Gilead, N. C. Another broker 
appointed is B. U. Richardson, at Pine- 
hurst, N. C. Lowell I. Bass is the dis- 
trict manager at Aberdeen, N. C., and 
Houston Parks will represent the com- 
pany as district manager at Carthage, 
N. C. Hugh Branson, formerly secre- 
tary of the first American Life & Acci- 
dent Co., of Ft. Smith, Ark., and for- 
merly president of the Arkansas Valley 
Bank, is now supervisor for the com- 
pany with officers at Louisville, Ky. 





HEADS COLUMBIA ASSOCIATION 





H. P. Gravengaard, General Agent, Aetna 
Life, Elected President; Graduate 
Harvard University 


H. Peter Gravengaard, general agent 
for the Aetna Life at Columbus, Ohio, 
was elected president of the Columbus 
Underwriters’ Association at a meeting 
of that organization held recently. Mr. 
Gravengaard was appointed a general 
agent by the Actna Life on October 1, 
1926, after he had established and de- 
veloped the sales training section at the 
company’s home office. 

He was graduated from the University 
of Nebraska in 1920 after which he spent 
two years in graduate study at Harvard 
University, one in the law school and 
the other in the graduate school of his- 
tory, political science and economics. He 
joined the Aetna organization in 1924 
and shortly afterwards became manager 
of sales training. 





H. T. SAWYER DIES 





Manager, Pittsburgh Agency, National 
Life, U. S. A.; Had Been Under- 
writer For Twenty-three Years 


Harry Thompson Sawyer, for’ many 
years the manager of the Pittsburgh 
agency of the National Life of the U. 
S. A., died June 17, 1928, aged forty- 
three, following a short illness. Mr. Saw- 
yer had been in the life insurance busi- 
ness for twenty-three years. He had 
been an active member of the Pittsburgh 
Life Underwriters Association since 1908 
and served this organization for one term 
as secretary. With the passing of Mr. 
Sawyer, the Pittsburgh Association has 
lost a faithful member and a loyal friend, 
and the life insurance profession has 
lost a creditable representative and a 
large personal writer. 





PLAN DRIVE ON DIPHTHERIA 

At a meeting held recently in New- 
ark of the New Jersey State Committee 
for the Prevention of Diphtheria in the 
Academy of Medicine, further plans 
were made for an active diphtheria cam- 
paign, beginning in the early Fall. The 
campaign has been approved by the life 
insurance companies of New York and 
New Jersey and a film, which is being 
prepared by the Metropolitan Life, and 
which will show how to prevent the dis- 
ease, will be shown at that time. A spe- 


cial circular on administration of toxin- 
anti-toxin, prepared by the New Jersey 
State Department of Health, will be is- 
sued and distributed in such places 
where they will do the most good. 
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“Bill’s Bulletins” 
Now In Book Form 


AS MEMORIAL TO W. W. MACK 





Late Editor of Weekly Underwriter 
Made Feature of Whimsical Com- 
ments in Paper 





Under the title of “Bill’s Bulletins” 
that page of wise and whimsical com- 
ments by Wilfred Whaley Mack, long 
a feature of the Weekly Underwriter 
has been issued in book form by his 
brother L. Alexander Mack as a me- 
morial, Those weekly comments of Mr. 
Mack’s were made of the stuff that en- 
dures and they deserve to be preserved. 
Under his light and breezy style the bul- 
letins always carried a wallop and the 
little gems of truth showed the writer’s 
deep understanding of human nature. As 
editor of the Weekly Underwriter W. W. 
Mack was under the constant pressure 
of a newspaper office and often had to 
dash off this bulletin page at the last 
moment, but they are all little gems and 
reflect his extensive fund of information 
and warm sympathy toward insurance. 

Always there was the bit of helpful 
philosophy as in this one picked at ran- 
dom: 

“Back this Monday from the sunny 
open spaces of the Southland to the lysol 
scented subways of Manhattan. I envy 
as usual those who live beyond the pale! 

“We lack the time and disposition to 
make those business friendships so cher- 
ished elsewhere. Inhibitions whither and 
kill our most human instincts. We be- 
come merely gregarious automatons. 

“Friendliness is an inborn habit in the 
South. Courtesy is its inseparable evi- 
dence. A perfect stranger, I was in- 
vited last Monday to attend a luncheon 
with a group of field men at the famous 
Louisianne restaurant in New Orleans. 
Fifty men attended this meeting. Men 
whose names I’ve known for many years 
and some I’ve never met before. At the 
head of the board sat the dean of 
Louisianne fieldmen. 

“This group has no formal organiza- 
tion. They have a chairman and a 
gavel—that’s all! Friendship, alone, 
calls them together at the beginning of 
each week. But this friendship is of that 
kind that would leaven the whole insur- 
ance world if generally practiced. 

“The sole purpose of this group is the 
common good of their profession. If 
someone knows of bad conditions, or un- 
fair practices, he speaks right out at the 
table from his heart. The answer is as 
freely given. There is no hidden score 
secretly preying like a ‘worm i’ th’ bud’ 
to cause dissension. 

“Cards are put on the table. Differ- 
ences are discussed, dissected and dis- 
posed of in one frank, open affair. 
While I sat there it came to me how 
wonderful it would be if such a gather- 
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ANOTHER FORWARD STEP 


COMPLETELY REVISED POLICY FORMS 
NEW OWNERSHIP, BENEFICIARY and ASSIGNMENT PROVISIONS 


leave no doubt of the rights of the various parties who may have an 
interest in the policy. 


A PLAIN ENGLISH POLICY 
that will particularly appeal to the conscientious life underwriter. 
Also a new LOW COST PREFERRED RISK POLICY 
Write for Information 


Philadelphia Life Insurance Company 


Philadelphia, Pa. 











105-107 Fifth Avenue 





. Surance. 


ORGANIZED 1850 


THE UNITED STATES LIFE INSURANCE COMPANY 


in the City of New York 


Non-Participating Policies Only 
Over 76 Years of Service to Policyholders 


Good territory for personal producers, under direct 
contract 


HOME OFFICE 


New York City 





ing might be possible in all lines of in- 
After all we work only to 
serve the public in any and every way 
possible. Our personal differences and 
selfish interests must ultimately be su- 
bordinated to the greatest good of the 
greatest number. Those who pay pre- 
miums, after all, support us. We must 
serve and please them. We must show 
them that they get their money’s worth 
in all we do. ; 

“If we can get together and satisfy 
each other that we are doing the best 
we know how to serve their interests, we 
are proving the right of our existence 
and exemplifying the highest ideals of 
service which insurance in all its aspects 
epitomizes. 

“If we fall short of these ideals we 
have failed in our duty. Would it not 
be well for every community of insur- 
ance men to take this attitude? 

“Let’s get together for the safety of 
insurance and the future development of 
the greatest business in the world.” 





ATLANTIC LIFE SCHOOLS 


The Atlantic Life is planning to hold 
one-day schools of salesmanship in 
North Carolina during the week begin- 
ning July 16. The first will be held July 
16 at Rocky Mount for the group of 
agents in the eastern part of the state. 
The next will be staged July 18 at Ral- 
eigh for the central group. The schools 
will be conducted by William H. Har- 
rison, superintendent of agencies; Rob- 
ert G. Richards, agency secretary, and 
Dr. Frank P. Righter, medical director. 





ACTUARIES IN GET-TOGETHER 





Philadelphia Mathematical Men Form 
Club to Discuss Their Problems and 
To Get Better Acquainted 

The actuaries of Philadelphia have 
formed an organization, the Actuaries’ 
Club of Philadelphia, for the purpose of 
establishing closer relations among the 
companies and actuaries of the city and 
to give opportunity to discuss actuarial 
matters of current interest. The Provi- 
dent Mutual Life was host in its new 
home office building at the initial din- 
ner held last Friday evening. 

Meetings will be quarterly, and the 
next is dated September 28. The only 
officers are a chairman, vice-chairman, 
and secretary-treasurer. Charles E. 
West, assistant actuary of the Provident, 
is chairman; H. Gordon Hurd, assistant 
actuary of the Fidelity, is vice-chairman; 
Laawrence L. Stevens, assistant actuary 
of the Penn Mutual, is the secretary- 
treasurer. The club starts with twenty 
members. 





MINNEAPOLIS GENERAL AGENT 

Leon W. La Bounta, for the past year 
and a half general agent for the Penn 
Mutual Life at Kewanee, IIl., has been 
put in charge of the Minneapolis agency. 
Before joining the Penn Mutual Mr. La 
Bounta was with the Northwestern Mu- 
tua! for several years. J. Walker God- 
win, the retiring general agent, will con- 
tinue as a personal producer, in which 
he has been highly successful. 


LUTHER CAMPAIGN CLOSING 





Eight General Agencies Exceed Quota in 
Honor Testimonial Drive for Aetna 
Vice-President 
Eight general agencies of the Aetna 
Life on Jung 23 had exceeded their 
quotas in the K, A. Luther Testimonial 
Campaign, which the company’s field or- 
ganization is conducting in honor of 
Vice-President Luther’s thirtieth anni- 
versary as an “Aetna-izer.” The objec- 
tive of the campaign, which opened May 
1, is $75,000,000 of new paid business, of 
which amount $54,805,005 has thus far 

been obtained. 

The following general agencies have 
already passed the 8000-point quota 
which has been alloted to each agency, 
with handicap allowances based on 1928 
quotas: Robinson & Robinson, Wilkes- 
Barre, 10,200; W. G. Harris, Dallas, 
10,175; J. S. Smith, Houston, 9,285; T. C. 
Holliday, El Paso, 8,666; J. A. Bassford, 
Grand Rapids, 8,622; H. E. Sorenson, 
Omaha, 8,474; L. D. Klous, Utica, 8,466; 
Dunlop & Myers, Richmond, 8,361. 

Immediately behind these quota- 
breakers are the following: H. B. Alex- 
ander, Nashville, 7,981; J. A. Wood, Ok- 
lahoma City, 7,696; F. C. Zart, Cincin- 
nati, 7,385; Chapman & Chapman, Cleve- 
land, 7,314; W. F. Upshaw, Raleigh, 
7,180; Ford & Blosser, Toledo, 7,116; A. 
L. McKnight, St. Louis, 7,025. 

The leaders in the amount of insurance 
stand in the same order as previously, 
the R. H. Kefler General Agency at 100 
William street, New York City, leading 
with a new total of $4,873,210. Second 
place is still occupied by S. T. Whatley 
at Chicago with $2,551,700, with campaign 
headquarters showing a mark of $2,516,- 
200. Another to pass the $2,000,000 mark 
is W. M. Hammond of Los Angeles, 
who is credited with $2,454,810. 

In the contest among the five cam- 
paign divisions, the central states divi- 
sion, captained by S. T. Whatley of Chi- 
cago, has dislodged the southern states 
division from first place. The former 
division has a mark of $11,679,920, while 
the southerners, headed by Gordon H. 
Campbell of Little Rock, have accounted 
for $111,301,686. Other divisions have re- 
ported as follows: Eastern states, O. B. 
Herrick, Syracuse, captain, $11,166,750; 
western states, W. M. Hammond, Los 
Angeles, captain, $10,946,813; Greater 
New York, R. H. Keffer, New York City, 
captain, $9,709,836. 





CONNECTICUT GENERAL OUTING 

The annual outing of the employes of 
the Connecticut General was held last 
week at Holyoke Canoe Club, Smith’s 
Ferry, Mass. The employes were trans- 
ported by automobile and busses to the 
grounds. Athletic sports of every de- 
scription were indulged in and at the 
close of the day a dinner was served 
and dancing followed. 





past seventy-seven years. 


Massachusetts Mutual 








RAPID PROGRESS 


The service which the Massachusetts Mutual has rendered to its 
policyholders and representatives is reflected in the Company’s rapidly 
increasing business. Meanwhile there has been no deviation from the 
sterling principles for which this organization has been noted during the 


Life Insurance 


Springfield, Massachusetts 
Organized 1851 


Soonemneniiiiieend 


More Than a Billion and a 


Company 


alf of Insurance in Force 




















Pennsylvania 








Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
increased owing to a larger average policy 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 


Founded 1865 
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FP: actical Suggestions to Helpthe Man With the Rate 


Beek Increase His Income 





The message to the 
agents of the South- 
land Life, which is 
printed in the com- 
pany’s current issue 
of the “Southland” and written by Clar- 
ence E, Linz, vice-president and treasur- 
er of the company, contains some inter- 
esting facts concerning agents. The mes- 
sage is as follows: 

in my close and personal contact with 
the “fellows who sell life insurance,” not 
only for our own company but for oth- 
ers, | am impressed with one outstand- 
ing fact. Here it is: All Life Insurance 
Agents Need A Boss. I do not mean 
that they should necessarily be working 
on a salary, with someone over them to 
tell them what to do ond how to do it. 
But they do need someone in their own 
line of work to insist that they “give 
an account of themselves,” to inject into 
their work more initiative and enthusi- 
asm, and to see that the inspirations that 
come to them are turned into action. 

“If the man who carries the rate book 
worked on a salary from his company, 
he would be required to report for duty 
a given number of hours per day, and 
if he did not work sufficiently long and 
sufficiently hard, the home office would 
remove him from the payroll. But the 
life insurance agent, in the number of 
his working hours, and the thought and 
labor he puts into them, is accountable 
only to himself. 

There is an old saying to the effect 
that “A captain should not send his 
soldiers where he himself would not go.” 
Expressing the thought in another way, 
we may say, “A captain should not hesi- 
tate to go where he sends his soldiers,” 
and, on this basis, if the life insurance 
agent would just set up in his mind the 
kind of boss he would like to have, then 
appoint himself to be that boss, and then 
work for that boss just as he would want 
to and have to work for him on a 
salaried basis, what a remarkable change 
would come about in the business of life 
insurance! More time would be devoted 
to soliciting, more business would be 
written, better risks would be secured, 
and far more agents would be successful 
and, eventually, independent. 

Select, in your own mind, your boss 
and then work for him. Be honest with 
him, for, remember, he has hired you 
and is paying you for your work. It 
will pay you in dividends of happiness, 
money and achievement. 

* * * 


Select Your 
Boss 


And Work 


There will always 

Call on the be a_ difference of 
Salesmen on = opinion about the 
Saturdays! productive — possibili- 
ties of Saturday 

among salesmen, and this does not in- 
clude just the alibi group. There is an 
honest conviction among many success- 
ful life underwriters that it is useless to 
try to sell on the last day of the week 
when most people are in holiday mood. 
But the point to notice is that some 
salesmen make Saturday a_ profitable 
day. On this point the Guardian Life 
cites J. C. Gregsamer of its Chicago 
agency, who on one recent Saturday 
made nineteen calls resulting in eight in- 
terviews. How well it pays may be re- 


» 


and General Efficiency 


flected in his production record of sev- 
enteen applications in the first three 
weeks of June. There are large classes 
of people who are available all day Sat- 
urday, and the Guardian Life very aptly 
remarks that as there are so many sales- 
men who do not work on Saturday it 
might be a good plan to call on the 
salesmen on that day. 





OKLAHOMA SALES CONVENTION 
The second annual sales convention of 
the Oklahoma Millers, was held on Sat- 
urday, June 23, at the Lakeside Golf 
and Country Club, at Oklahoma City. 
The principal speakers were W. H. Boon, 
manager of the Canadian Mill & Ele- 
vator Co., president of the Oklahoma 
Millers Association, who spoke on “Why 
We Are Here”; Carl Magee, editor of 
the Oklahoma News, who gave an ad- 
dress on “Oklahoma, Past, Present and 
Future,” and Edwin Starkey, vice-presi- 
dent of the Mid-Continental Life, who 
spoke on “Practical Salesmanship.” 





CHAPPEL PRAISES SALES BOOK 
C. S. Chappel, manager of the health 
and accident department of the Newark 
agency of B. W. Douglas, at 786 Broad 
street, was the subject of a short and 
interesting article in “High Lights,” the 
monthly publication of the Great North- 
ern Life, the company which the Doug- 
las agency represents in New Jersey. 
The article spoke highly of Mr. Chap- 
pel’s ability as an underwriter, which 
Mr. Chappel states is due to the “sales 
book” gotten up by the company. The 
article was accompanied by a half-tone 
reproduction of Mr. Chappel. 





ON EUROPEAN TRIP 
Perez F. Huff, president of Perez F. 
Huff Co., Inc., dealer in insurance and 
bank stocks left Saturday on the “Al- 
bert Ballin” for a three months’ tour of 
Germany, Austria, | Czecho-Slovakia, 
Italy, France, Switzerland and England. 
He will study bank and insurance condi- 

tions in the European capitals. 














A NEW POLICY 


ENTHUSIASTIC RECEP- 
TION ACCORDED NEW 
“GRADUATED PREMIUM” 
PLAN 





For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mer. 
110 William Street 
New York City 


Beekman 5058—6690 


























Cink uP ()wims THE (() LINCOLN) 


Question: What special guaranty can be made a Doctor, 
Lawyer or big executive on the permanence of his 
income? 





Answer: The LNL professional income disability clause will 
make his Lincoln National Life insurance policy protect his 
life and his earning ability also. Ask us about it! 


Ask us about it 
THE LINCOLN NATIONAL LIFE INSURANCE CO. 
“Its Name Indicates its Character”’ 
Fort Wayne, Ind. . 








MORE THAN $535 MILLIONS OF INSURANCE IN FORCE 














With the— 


—STEADINESS and STURDINESS 
of New England, coupled with age and 
conservation. Such is the 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 
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PENNSYLVANIA OPPORTUNITY 
If you are interested in making a permanent ccnnection with an old 

well established company with a progressive management and an un- 


equalled dividend record, it will be to your interest to investigate our 
proposition. 


Address, PERMANENT, 


——__—_—— 
saber 





Care of The Eastern Underwriter, 110 Fulton Street, New York City 

















Years of Life Insur- 
ance Ideals and Service e 


N IDEAL became a reality when, on February 1st, 1848, 
A “The Mutual Life of New York” issued its first policy. 
The business of life insurance on the mutual plan started 

in America then and there. 


Priority in its field is not the Company’s claim to greatness 
—age in itself is no great distinction. The Mutual Life began 
with high ideals of business conduct, which still prevail. It aims 
at quality and to be highly honorable in all its dealings. 


In its relations with policyholders and their representatives 
The Mutual Life has an outstanding record. 


Those who contemplate life insurance soliciting as a career 
are invited to apply to 


The Mutual Life Insurance Company 
of New York 


GEORGE K. SARGENT 
2nd Vice- President and Manager of A i 


DAVID F. HOUSTON 
President 





34 Nassau Street New York, N. Y. 
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Losses Involved In 
Reissued Policies 


CHECKUP SHOWS LARGE WASTE 





Pacific Mutual Life Finds Reissue Per- 
centage of Half of Agencies 
Is 16.8% 





The cost of handling reissued policies 
is a matter that is receiving more atten- 
tion at the home offices than formerly. 
The company figures that in addition to 
the loss to it involved in reissues, there 
is a loss to the agent and the agency 
most of which could be prevented by a 
little more care and thought in handling 
the case in the first instance. 

On this subject Danford M. Baker, 
vice-president of the Pacific Mutual Life 
points out that there seems to be a ten- 
dency to increase the percentage of reis- 
sued policies rather than decrease them. 

“We find that the reissue percentage 
of one-half of the agencies is 7.14% and 
of the other half 16.8%,” says Vice- 
President Baker. “Accordingly, if one- 
half of the agencies, among them being 
a generous number of the larger rapidly 
growing agencies, are able to write 93% 
of their business without reissue correc- 
tions or changes, it is safe to say that 
the other agencies by proper foresight 
and education can and should maintain 
the same percentage. 

“If a policy is not written according to 
the exact needs and desires of the appli- 
cant, it not only gives the applicant an 
‘alibi’ for not accepting the policy but it 
entails more or less of a discussion be- 
tween the policyholder and the agent. 
The agent then takes the time of the 
cashier to explain what is wanted, the 
cashier must change her records, must 
write a detail letter to the home office, 
must keep it in abeyance pending its re- 
turn from the home office and upon its 
return must make additional changes in 
her office records, must invoice the pol- 
icy out to the agent, must see that the 
amendments and other requirements are 
properly executed, returned and recorded, 
must close her abeyance file, and must 
forward the amendments and other pa- 
pers to the home office. The time of 
the cashier involved in this (frequently 
avoidable) detail is probably worth not 
less than two dollars in each case; in 
other words, there has been a loss of 
two dollars’ worth of time which should 
have been spent on other work bringing 
a direct financial return to the agency. 
Accordingly, the 3,700 first year reissues 
in 1927 cost the general agencies in the 
aggregate from eight to ten thousand 
dollars and a similar or even greater 
amount in the aggregate to the respec- 
tive. soliciting agents, not to mention a 
clerical cost of from seven to ten thou- 
sand dollars at the Home Office.” 

Many of these reissues are caused. by 
carelessness in spelling the names of 
beneficiaries or in designating beneficiary 
conditions. In other cases the reissue 
is due to the agent’s failure to ascertain 
the necessary detail as to the policy de- 
sired by or suitable to the applicant, 
which he would undoubtedly do if he 
knew the actual dollars and cents cost to 
himself, the agency and the Company. 

“We must ask all agents, therefore,” 
says Mr. Baker, “out of consideration 
for their own valuable time, to be care- 
ful in securing and clearly writing down 
the information required in the applica- 
tion; to ascertain the needs and wishes 
of the applicant; to use their best judg- 
ment in ordering out ‘on trial’ policies 
not only as to whether an ‘on trial’ pol- 
icy is justified at all but to carefully con- 
sider the kind and amount of the policy 
which the applicant is most likely to 
need and accept. 

“The Company has been freely making 
reissues without charge. This places 


upon the agent the direct responsibility 
to use this privilege with discretion and 
with due regard to the interests of the 
Company, and with due regard to the 
official use of his own valuable time. 
We confidently expect a material im- 
provement during the current year and 
the reissues requested by respective 
agents are being carefully reported and 
will later be tabulated.” 





REAPPOINTED A DIRECTOR 

Chancellor Walker reappointed last 
week Edward J. Ill of Newark, as a di- 
rector of The Prudential. The applica- 
tion was made by Julius S. Rippel, 
holder of a participating policy for $50,- 
000. Ill was first appointed for three 
years, the term to expire August 7 next. 
Provision for the appointment of a di- 
rector from among the policyholders who 
is not. a stockholder, is contained in a 
1907 statute of the New Jersey laws. Ill 
has a $10,000 policy. 





Examinations were conducted last 
week by the American College of Life 
Underwriters at Detroit. The Certified 
Life Underwriter degree is given those 
passing the tests which were held at the 
University of Detroit with Dean Carl H. 
Seehoffer in general charge. 


TO MEET IN PORTLAND 

The members of the Tower club of the 
Northern Life will hold a convention at 
Portland, Ore., on July 12, 13 and 14. 
Business sessions will be held July 12 and 
in the morning of the 13th, with social 
events occupying the evenings. On Fri- 
day afternoon, 13, the delegates will take 
a trip to the base of Mt. Hood, with 
a banquet and dance in the evening. 





MADE ASS’T AGENCY MANAGER 


Joseph C. Hickey has been appointed 
assistant agency manager to Robert M. 
Ryan, agency manager of the Equitable 
Society’s Michigan agency. Mr. Hickey 
was for several years field course in- 
structor for the company and conducted 
two schools in the Michigan agency for 
two years. 





John James, manager of the Occidental 
Life at Salt Lake City and former in- 
surance commissioner of Utah, has been 
elected president of the Utah Associa- 
tion of Life Underwriters. Mr. James 
has been engaged in the insurance busi- 
ness for twenty years. When Willard 
Done resigned as insurance commission- 
er of Utah in 1914 Mr. James was ap- 
pointed as his successor. He is also 
British vice-consul in Utah. 
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Request has been made by the Michi- 
gan insurance department thai the state 
attorney general’s department petition 
the courts for a receiver to close up the 
affairs of the Cosmopolitan Life of De- 
troit. 











of the rate. 


for its field. 


the figures are. 


Age 


25 
35 
50 
60 








EASIER SELLING 


Sales resistance is not wholly a matter of price—but 
price is an important facto~, it cannot be denied. This 
is a day of programming insurance needs, and the attract- 
iveness of the program depends upon the attractiveness 


Fidelity Mutual recognizes this and meets it with a 
New Low Rate Life Policy, adopted May 15. The Golden 
Anniversary Year of the Company is thus marked by a 
forward step which very definitely makes easier selling 


This new and unusual policy is offered only to preferred 
risks, ages 20 to 60, in amounts of not less than $5000. 
Permanent Total Disability and Double Indemnity 
Benefits are issued in connection with this plan. 


Typical rates quoted below will indicate how attractive 


RATES FOR $10,000 


1st Year* 
Dividend 


$28.50 
$29.50 
$31.50 
$36.50 


Premium 


$172.40 
$226.50 
$396.10 
$641.80 


Based 0n1928 Dividend 


Agency connections available in forty States—on a live- 
an 4-let-live contract. 


THE FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


Philadelphia 


Walter LeMar Talbot, President 


Net Cost * 


$143.90 
$197.00 
$364.60 
$605.30 
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Orville Thorp 
Agency Continues 


J. M. SPANGLER ITS MANAGER 





Sudden Death of Prominent Texas Un- 
derwriter Not to Change Manage- 
ment—Planned World Tour 
Since the death of Orville Thorp of 
Dallas, state manager in Texas for the 
Kansas City Life, mention of which was 
made in The Eastern Underwriter last 
week, it has been decided to carry on 
the agency as heretofore with the or- 
ganization that Mr. Thorp built up un- 
der the direction of J. Max Spangler, as 

assistant manager. 

In addition to producing a large vol- 
ume of business and managing a state 
organization, Mr. Thorp devoted a great 
deal of time to life underwriters’ asso- 
ciation activities, both national and state. 
He was one of the organizers and first 
president of the North Texas Underwrit- 
ers’ Association, was active in the na- 
tional association for seventeen years, 
holding many posts of responsibility and 
being elected national president in 1921. 
At the time of his death he was a mem- 
ber of the executive committee. 

Mr. Thorp’s sudden death will not dis- 
organize the agency, as he laid out the 
agency plans preparatory to a tour of 
the world. His frequent trips to Europe 
had tested the agency organization in 
carrying on during his absence. 

Mr. Thorp was a deacon in the Cen- 
tral Christian. Church, of which he was 
a member for a number of years. He 
was active in affairs of that church and 
aided in many of its financial programs. 
He was a Mason and very active in the 
affairs of the order. He was a member 
of Highland Park Lodge and recently 
had conferred on him the 33d degree, 
kK. C. C. H. He also held the rank of 
i. G. Hi. 

During his many years of activity in 
the Kiwanis Club he became the second 
president of the Dallas club and was 
vice-president of the Kiwanis Interna- 
tional. At the time of his death he was 
an honorary member of Kiwanis Inter- 
national. 

Among other organizations with which 
he was affiliated and in the affairs of 
which he was active are the Dallas Cham- 
ber of Commerce, Idlewild Club, Terp- 
sichorean Club, the Dallas Athletic Club, 
Dallas Country Club and others. He 
was a director in the Dallas Street Rail- 
way and Terminal Company and_ for 
many years was one of the men active 
in the direction of the affairs of the 
company. He was also interested in 
other business enterprises of Dallas. 





L. W. SPICKARD’S NEW POST 





Promoted to Agency Manager of Mason 
City, Wis., Office of 
Bankers Life 

The Bankers Life announced this week 
the appointment of Leland W. Spickard, 
agency supervisor of its Madison, Wis., 
agency, as agency manager of the Mason 
City agency, effective July 1. Mr. 
Spickard succeeds J. H. Wilson, who has 
voluntarily resigned. 

Mr. Spickard takes up his new posi- 
tion after four years of experience and 
successful accomplishment in the Madi- 
son Agency, where he, a graduate of the 
University of Wisconsin’s school of com- 
merce, became a Bankers Life salesman 
in 1924. 

After six months as a salesman, he 
became supervisor of nine counties, a 
territory that produced $2,500,000 in his 
first year of supervision. He has since 
become supervisor of the entire Madison 
agency and has been instrumental in 
making that a $5,000,000 agency. 

In 1924, his production was $489,000, 
and in 1925, it was $437,000. During both 
of these years, he won membership in 
the company’s gold medal club. His sub- 
sequent work of supervisor has precluded 
both personal production and club quali- 
fication. 


TO SPEAK AT DETROIT 





Dr. S. S. Huebner of University of Penn- 
sylvania Will Make Address at 
Nat’l. Ass’n. Convention 

Following a special meeting of the pro- 
committee for the Detroit con- 
vention, held on Monday, June 25, at 


gram 


headquarters of the National Association 
of Life Underwriters in New York City, 
President Julian S. Myrick announced 
that Dr. S. S. Huebner, of the Univer- 
sity of Pennsylvania, and Dean of the 
American College of Life Underwriters, 
will be one of the principal speakers at 
the annual convention in Detroit, in Sep- 
tember. 

The title of Dr. Huebner’s address was 
not announced, but it is understood that 
he will discuss the relation of life insur- 
ance to the personal investment plans of 
the individual, and also the benefits of 
life insurance to the living policyholder. 

President Myrick wishes to call atten- 
tion to a slight error in the announce- 
ment of the theme for the Detroit con- 
vention. The theme should read: “Lead- 
ing the Public to Appreciate the Proper 
Place of Life Insurance in the Economy 
of the Home, the Protection of Busi- 
ness Interests, the Conservation of the 
Estate, the Completion of Investment 
Plans, and the Welfare of the Nation.” 

The members of the program commit- 
tee feel that the theme embodies many of 
the broader phases of the life under- 
writers’ work, and that its discussion in 
Detroit will not only develop practical 
aids for the underwriter in his present 
daily tasks, but will also bring to all the 
members of the association, and to the 
life insurance fraternity generally, a full- 
er appreciation of the larger opportuni- 
ties for service which now lie before 
them. A schedule of the subjects to be 
developed has been tentatively agreed 
upon, and the speakers are being se- 
lected. President Myrick will make fur- 
ther announcements as acceptances are 
received. 





RHODES AND PARKER HONORED 





Actuaries of Mutual Benefit and Imperial 
of Toronto Made Fellows of 
British Institute 
E. E. Rhodes, vice-president of the 
Mutual Benefit Life, and John G. Park- 
er, of Toronto, Can., actuary of the Im- 
perial Life, have recently been elected 
fellows of the Institute of Actuaries of 

England, without examination. 

At the time of the International Con- 
gress of Actuuaries in England in June, 
1927, Mr. Rhodes was president of the 
Actuarial Society of America, and Mr. 
Parker was president of the American 
Institute of Actuaries. The action of the 
English institute toward the then presi- 
dent of the Actuarial Society is espe- 
cially gracious in view of the fact that 
it was necessary to change the by-laws 
of the English body to elect an Amer- 
ican—the changing of which by-laws in- 
volved action by the privy council... 





IVES & MYRICK PRODUCTION 


The paid-for business for June of Ives 
& Myrick, managers of the Mutual Life, 
was $3,814,125, as compared with $3,- 
035,200 in 1927. For the first six months 
the total paid-for business amounted to 
$24,044,023 as compared with $20,126,485 
for 1927. 





Assets Over 
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company. 





ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force Over.... 


THE IDEAL POLICY 


The low initial premiums of the stock company, combined with the divi- 
dends of the mutual. A privilege a Master Mason cannot find elsewhere. 


ACACIA agents place more insurance per capita than agents of any other 


RENEWALS BASED ON VOLUME OF BUSINESS— 
NOT ON PREMIUMS COLLECTED 


If you care to better your position, write to 
WM. MONTGOMERY, President, Washington, D. C. 
Homer Building, 601 13th Street, N. W. 


$264,258,116.00 
$ 23,369,387.87 











THE GREAT NEED TODAY 





Writer in Insurance House Organ Ad- 
vises Against Selecting Unemployed 
Men For Debit Work 


The “Imperial Indicator” publishes an 
article, in its current issue, entitled “The 
Great Need,” in which the selection of 
debit men is discussed. It follows in 
part: 

“The great need today is the careful, 
prayerful selection of debit men by the 
superintendents and the assistants. It is 
always dangerous business to place an 
unemployed man on a debit, for the un- 
employed man is usually the unsuccess- 
ful man. 

“The successful man is always em- 
ployed, and after due deliberation steps 
up from a good position to a better. Why 
do we work? Just for money? More 
than that! For the necessities of life? 
More than that! No greater happiness 
can come to a man than making others 
happy. No greater consolation can be 
offered to bereaved dependents than the 
sympathetic dollars you deliver when 
they are most needed. Success and hap- 
piness usually go hand in hand, and the 
life insurance profession offers you 
greater possibilities than any business 
you can mention.” 





SPEAKS IN CANADA 

Harold P. Trosper, vice-president of 
the American Life Insurance Co., spoke 
on “Dramatizing the Sale” before the 
members of the Toronto Life Underwrit- 
ers Association at their monthly luncheon 
held last Thursday in the King Edward 
Hotel. 





The Central States Life up to June 
1 had issued $8,818,368 against $7,613,- 
732 for the same period in 1927. 








George Washington Life 


Insurance Company 
Charleston, W. Va. 


Presents opportunity for liberal 
contracts covering definite territory 
with Home Office registry and with 
power of appointment of sub- 
agents. 

The State of West Virginia, Vir- 
ginia, Ohio, Kentucky, Tennessee, 
South Carolina, North Carolina, 
Georgia, and Michigan. 

Address: 
ERNEST C. MILAIR 
Vice-President and Secretary 




















1851 
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pany. 





Pittsfield, Massachusetts 
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THE BERKSHIRE LIFE INSURANCE COMPANY 


Writes all forms of standard participating contracts. 
Our SERVICE to POLICYHOLDERS and our splendid spirit of 
co-operation between HOME OFFICE and FIELD FORCE are responsi- 


Territory open for connection with this fine old Massachusetts Com- 


BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


1928 











The 
Oxp povdere 
Jnsurance Company of America 


MILWAUKEE, WIS. 





operating in the following states: 


California Oklahoma 

Illinois Oregon 

Iowa Pennsylvania 

Michigan South Dakota 

Minnesota Texas 

Ohio Washington 
Wisconsin 


Give us a ring or address us if 
unattached 
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FRED. H. RHODES, President 
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JOINS METROPOLITAN LIFE 





Dr. N. R. Blatherwick Appoiated Di- 
rector of Biochemical Laboratory of 
Company; Effective Sept. 1 


At a recent meeting of the board of 
directors of the Metropolitan Life, Nor- 
man R. Blatherwick, Ph.D., was appoint- 
ed director of Biochemical Laboratory, 
taking effect September 1, 1928. 

Dr. Norman R. Blatherwick, who joins 
the company as director of laboratory, is 
admirably fitted for this position both by 
training and experience. Dr. Blather- 
wick graduated from Grinnell College in 
1909, and pursued graduate studies in bi- 
ological chemistry at the University of 
Illinois and later at Yale University. 
From this latter institution he received 
the degree of Ph.D. in 1914. After leav- 
ing Yale, Dr. Blatherwick spent a year 
in the laboratories of the Montefiore 
Hospital in New York and then joined 
the Bureau of Animal Industry, United 
States Department of Agriculture, as 
physiological chemist. After holding this 
position from 1915 to 1920, during part 
of which time he was in active service 
as lieutenant and captain in the sanitary 
Corps, Dr. Blatherwick resigned from the 
Bureau of Animal Industry to accept ap- 
pointment as biochemist to the Potter 
Metabolic Clinic at Santa Barbara, Calif., 
where he has been until the present time. 
In the Potter clinic Dr. Blatherwick de- 
voted most of his time to research work, 
but also had supervision of the labora- 
tory routine of the hospital and clinic. 

Dr. Blatherwick is a member of several 
professional societies, including the Am- 
erican Society of Biological Chemists and 
the American Physiological Society. He 
has demonstrated marked ability in re- 
search work in connection with various 
problems of biochemistry. His field of 
work has included important studies re- 
lating to experimental nephritis, and to 
various phases of sugar metabolism. In 
this latter field he has made several val- 
uable contributions relating to the ac- 
tion of insulin and of the German syn- 
thetic product, synthalin. 


WESTERN & SOUTHERN CHANGES 








Ass’t. Superintendent C. E. Wilson of 
Michigan Promoted To Sup’t.; Sev- 
eral Agents Made Assistants 
Former Assistant Superintendent C. 
E. Wilson, of the Pontiac, Michigan, dis- 
trict of the Western and Southern Life, 
has been promoted to superintendent of 
the Flint, Michigan, district, succeeding 
Superintendent Roy Carson, who now 
has charge of the Detroit East district. 
The superintendent of the latter district, 
W. H. Fetter, is now in charge of the 
Cincinnati East district, succeeding Su- 
perintendent William Klusmeier, trans- 

ferred to the Kokomo district. 

The company announces the promotion 
of the following agents to assistant su- 
perintendents: R. T. Davidson, Norwood, 
Ohio; H. Frillman, Newport, Kentucky; 
W. E. Welch, Belleville, Illinois; C. P. 
Grigson, Veedersburg, Indiana; J. Rob- 
bins, Detroit-Grand River; J. Scanlon, 
Detroit North; and A. H. Leach, Pon- 
tiac, Michigan. 

Superintendent J. L. Morgan, Toledo 
North, will celebrate his twenty-fifth an- 
niversary with the company on August 
10, and will receive from President Wil- 
liams a twenty-five-year service button 
and certificate in the Western and South- 
ern Legion. 





AN ALL-AROUND AGENT 


An all-around agent is Morris Kanfer, 
of The Prudential New York No. 9 dis- 
trict. With an average far above the 
standard for industrial, he wrote a sub- 
stantial volume of ordinary business, the 
persistency of which is graded excellent. 
The time naturally utilized along produc- 
tion lines does not deter Mr. Kanfer from 
controlling a debit with an ideal condi- 
tion of arrears and advances. Ending 
May 28, of this year, Agent Kanfer was 
No. 2 in industrial and No. 19 week of 
May 7 in ordinary. 


CONSERVING ORDINARY 





Western & Southern Assistant Writes 
Views on This Subject in 
“Field News” 


J. W. Allen, Jr., assistant superinten- 
dent of the Western & Southern at 
Steubenville, Ohio, writes in the “Field 
News” about the conservation of ordi- 
nary. He is of the opinion that “it is 
just as essential to know your ordinary 
rate book and the contents of all the 
ordinary policies before you can go out 
and save the lapse as it is to know all 
of these matters before you can go out 
and sell the business.” 

Mr. Allen says in part: “Conservation 
of ordinary business means more to an 
assistant than we are inclined to think it 
does. A lot of hard work with your 
staff in general can be wasted through 
the neglect of collecting of ordinary 
premium. 

“Each morning we check our thirty- 
day list for the week and take up with 
each Agent as to when he was there, 
when he is to call back, and what the 
pclicyholder had to say in general as to 
the payment of the premium due. This 
receipt is, at the end of twenty-five days, 
returned to me, and I in turn make a 
personal call upon the insured. Some- 
times it is necessary to change the 
premium, to reduce the policy, to sug- 
gest policy loan, but best of all is to sell 
the policy over again if necessary and 
explain more in detail as to what the 
policy means to the insured, also the 
beneficiary. In a good many cases I 
have found that they did not know the 
contents of their policy as they should 
in order that they might have the proper 
interest in what they had bought.” 








APPOINTED SUPERINTENDENT 





Henry Waldheim, Ass’t. in John Han- 
cock L. I. City Office, To Head 
Baltimore No. 2 District 
Henry Waldheim, formerly an assist- 
ant in the L. LI. City Agency of the 
John Hancock Mutual Life, has been ap- 
pointed superintendent of the Baltimore 
No. 2 District and will assume his new 

duties on July 16. 

Mr. Waldheim is one of the outstand- 
ing producers of the company and has 
on occasion led the entire agency force 
in both ordinary and industrial. He has 
been in the employ of the John Han- 
cock for eighteen years and started his 
career in the insurance business in the 
office at L. I. City. This is the first 
change he has made during that time. 

At present he stands second on the 
list of producers throughout the country 
in weekly premium business. 





DR. DANIEL F. LINEHAN DIES 


Dr. Daniel F. Linehan, fifty-nine years 
old, died suddenly of a heart attack last 
week in his home, 2 West 83rd street, 
New York. For the past twenty-five 
years he was examining physician for 
the Equitable Society. 








back of every door bell. 


Independence Square 








THE HOME LIFE INSURANCE COMPANY OF AMERICA 
INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
Home Life Agents have a whole family of potential policyholders 
Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 
“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


Interested in Replies from Pennsylvania and Delaware. 


Philadelphia, Penna. 














EQUITABLE COAST GROUP 

The Los Angeles City Employees’ As- 
sociation has adopted an Equitable group 
life insurance program which provides 
each subscribing member with about 
$2,500 of life and total permanent dis- 
ability protection. More than 3,000 em- 
ployees have subscribed for a total of 
$6,355,500 of insurance. The department 
of Water and Power of Los Angeles is 
also covered by an Equitable group pro- 
gram taken by its employees last year, 
so that this second policy completes 
Equitable group coverage for all Los 
Angeles city employees except temporary 
workers and members of the police and 
fire departments. 





AGENCY CHANGES 


It has been announced by the Life 
Insurance Company of Virginia, that J. 
L. Harrison, former agent for the com- 
pany, has been made an assistant, suc- 
ceeding the late E. E. Parish, at the 
home office. Other changes include the 
appointment of S. Bluman, as district 
manager of the Cincinnati No. 2 office, 
taking the place of N. Cinotti. Mr. Blu- 
man was formerly traveling inspector. 
Former Agent G. Horner is now as- 
sistant in the Cleveland district No. 2, 
succeeding R. L. McConahey, resigned. 





ANOTHER EQUITABLE GROUP 


A large group contract recently en- 
tered into by the Equitable Life of New 
York with the White Star Refining Com- 
pany, Lansing, Mich., largest independent 
petroleum company, has brought applica- 
tions for insurance totaling some $1,365,- 
000, according to a recent announcement. 
About 90% of the concern’s employees 
are said to have taken advantage of the 
group coverage to date. 


GREAT-WEST LIFE MEET 
The members of the one hundred 
thousand club of the Great-West Life 
of Canada will hold a convention at 


Mackinac Island, Canada, on September 
3, 4 and 5. 








H. L. Main, W. W. Dorrill and H. R. 
Reeves have joined the agency force of 
B. M. Talbot & Co., of the Volunteer 
Life at Troy, Ala. 





and 








THE EUREKA-MARYLAND ASSURANCE CORPORATION 


BALTIMORE, MARYLAND 
Incorporated 1882 


Issues all modern forms of Life a including Industrial, Ordinary 
roup 


J. N. WARFIELD, President 
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George T. Smith, Vice-Prenidost 
Chas. F. Nettleship, 2nd by 


The Colonial Life Insurance Company of America 


Insurance in Force 
ONE HUNDRED MILLION DOLLARS 
1927 Showed Greatest Gains in History of Company 


Wide Variety of Ordinary and Industrial Policies 
Give Agents Unusual Money Making Opportunities. 


OFFI 
J. Pn og President 


Home Office—Jersey City, N. J. 













E. C. Wise, Treasurer 
S. R. Brown, Secretary 


H. F. OVERLEY PROMOTED 


Harry F. Overley, for several years 
connected with the Louisville office of 
the Mutual Life of New York, has been 
promoted to the management of the di- 
vision, succeeding Perrin H. Lowrey, 
who has been made manager of the Bal- 
timore office. Mr. Lowrey came to 
Louisville about a year and a half ago 
and succeeded Amos P. Ballou, who was 
transferred to the Detroit office, Lowrey 
coming here from Memphis. Overley 
had been agency cashier for some years. 


Read! 


AGENTS EARNINGS 


By M. A. LINTON 











A new i which | 
tells about General 
| Agent’searningsand 
how to make a 


General Agency 





yield substantial re- 
turns. 





Especially useful to 
all who are already 
engaged in or con- 
templating General 
eens work. 


NAPs Maat aNet mE NH NSE MAEM GIN 


Price $2.50 


(Postpaid) 
May be ordered through 


THE EASTERN UNDERWRITER 


110 Fulton Street 
New York City 
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THE EASTERN 
UNDER WRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, ogice and place of business 110 
Fulton Street, The Eastern Underwriter 
Building, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; Wal- 
lace L. Clapp, Associate Editor. The ad- 
dress of the officers is the office of this 
newspaper. Telephone number, Beekman 
2076. 





Subscription Price $3.00 a year. Single 
copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 





THE COST OF DISABILITY 
BENEFITS 

One of the most important develop- 
ments in the life insurance field at the 
present time is the gradual adjustment 
which is being effected in the rates of 
premium charged for disability benefits. 
Scarcely a month passes during which 
there is not announced at least one such 
revision of rates, and the revision is al- 
ways in an upward direction. Usually 
the increase in rates is accompanied by 
changes in the benefits, which are nom- 
inally the reason for the increased cost, 
but it is evident that the experience of 
the companies, taken as a whole, has 
been unfavorable and that rates formerly 
charged have been in many cases inade- 
quate. 

There are several reasons for this. 
When disability benefits were first in- 
troduced widely some fifteen years ago, 
available which 
formed a real guide to the true cost. 
The casualty companies had not insured 
against the contingency of total and per- 
manent disablement exclusively, while the 
fraternals which had transacted such in- 
surance were operating largely among a 
different class of people and under con- 
ditions totally different from those ap- 
plicable to the regular companies. If, 
however, there had not been the radical 
change in the nature of the benefits and 
in the conditions under which they are 
payable, which commenced about ten 
years ago and which is still taking place, 
it is possible that premium rates based 
on Hunters’ Table might still be suffi- 
cient. The effect of enlarging the ben- 
efits by adding an income feature to the 
original waiver of premium only, and 
still more the adoption of the “ninety 
day clause,” have greatly increased the 
claim rate. It is a peculiar psychological 
fact that the greater the benefit is made, 
the greater will be the rate of the claim. 
The more worth while it is to make a 
claim, the more people will claim it. Add 
to these considerations the difficulties 
which are encountered in the attempt to 
contest improper claims, including the 


no experience was 


attitude of juries in regard to claims 
against corporations, and even the atti- 
tude of the courts themselves in some 
instances, and it can easily be seen that 
the problem of adequate rates is a com- 
plicated one. 

It will probably be some time before a 
proper standard for disability rates be- 
comes available. To secure such a stand- 
ard it will be necessary to have an ade- 
quate experience not only as to the in- 
cidence of claims under present policy 
provisions, but also experience as to the 
death and recovery rate among those 
who are “disabled,” as defined in the pol- 
icies now being issued. Since the defini- 
tions of total and permanent disability 
have been under constant revision, it is 
clear that the necessary volume of ex- 
perience is not yet available and probably 
will not be for several years to come. 

In the meantime, the companies are 
quite alive to the situation and most of 
them are meeting it by conservative pre- 
mium revisions and in their reserve cal- 
culations. There seems to be no reason 
for anxiety as to the future, and it may, 
in fact, well prove to be the case that 
the large reserves which some of the 
companies are setting aside may prove 
to be more than adequate and that some 
part of the technical “losses” of the 
present may thus be turned into gains. 





SELECT BUTTON AS CHAIRMAN 


Commissioner Joseph Button of Vir- 
ginia has been designated by the state 
corporation commission to act as_ its 
representative on the governing commit- 
tee of the workmen’s compensation in- 
spection rating bureau with power to 
cast the deciding vote in case of a tie. 
Constitution of the bureau provides that 
he shall also be chairman of the com- 
mittee. For the time being the bureau 
will function just as it did before the 
new law giving the commission control 
over compensation rates went into effect. 
All schedules of rates filed with the com- 
mission have also been temporarily ap- 
proved, pending a general inquiry by the 
commission into this class of rates. 





BUYS INTEREST IN FIRE CO. 


It has been reported that interests of 
the Mountain States Life of Hollywood, 
Calif., have acquired 12,000 shares of 
stock of the Nevada Fire at a price said 
to be $20 per share. One-half of the 
amount will be applied to capital and the 
other surplus. This will increase the 
capital $400,000 and the surplus $285,- 
000. The authorized capital of the com- 
pany is $400,000. According to the offi- 
cials of the life company there will be 
no changes in the personnel of the man- 
agement of the Nevada Fire. 





FRAUD TRIAL JULY 9 


Monday, July 9, has now been set for 
the opening of the trial in the United 
States District Court in the City Hall 
Post Office Building in New York of the 
eleven men held for alleged attempts to 
use the mail to defraud more than fifty 
fire insurance companies. It was said 
that the case was to go to trial yester- 
day, but a postponement until next Mon- 
day was secured. 





LOUIS LAX LOSES LICENSE 


Louis Lax of Brooklyn has had his li- 
cense as an insurance broker revoked by 
the New York State Insurance Depart- 
ment because of his failure to account to 
the Columbia of Dayton for fire insur- 
ance premiums collected. 





Ernest D. Finch, manager of the 
Newark agency of the Missouri State 
Life, leaves today to attend the com- 
pany’s quarter million club convention in 
Quebec from July 9 to 11, 


The Human Side of Insurance 

















McNary’s Departure for Boston 


F. C. McNary, head of the McNary Co. of Cleveland, which represents the 
Massachusetts Bonding & Insurance Co., for casualty lines, made use of twen- 
tieth century transportation methods last week by flying from Cleveland to Bos- 
ton to be in time for the twentieth anniversary celebration of that company. 
Mr. McNary, accompanied by his associate, Mr. Sigler, left the Cleveland air- 
port at 10 A. M. Thursday morning and reached Boston’s airport shortly before 


4PM. 


held, in time for dinner. 


They then continued to Swampscott, Mass., where the convention was 
Mr. McNary is enthusiastic in regard to airplane trav- 
el both on account of comfort and time saving. 


His organization is an aggres- 


sive one which occupies a prominent place in the Cleveland insurance frater- 


nity. 











Harry Yarin, assistant superintendent 
of agencies of the Judea Life, New 
York, was married on June 28 to Miss 
Esther Lucks of Brooklyn, N. Y. The 
wedding celebration took place at Park 
Manor, Eastern Parkway, Brooklyn, 
and among the prominent guests who 
attended the celebration were all the of- 
ficials of the Judea Life, including Judge 
Jacob S. Strahl, president; Samuel Ma- 
son, vice-president; Jacob Ish-Kishor, 
secretary; Max Fanwick, treasurer, and 
Col. F. R. Stoddard, former superintend- 
ent of insurance of the state of New 
York, who is the general counsel of the 
Judea Life. Mr. Yarin was presented 
with a beautiful gift in appreciation of 
his efficient and faithful services to the 
Judea Life. 

e+ s. & 

John Fawcett Tyrrell, superintendent 
of the policy division of the Northwest- 
ern Mutual Life, is a handwriting ex- 
pert of national reputation. Aftér forty- 
five years of service with the company 
he has resigned to devote himself ex- 
clusively to his specialty and has opened 
an office in Milwaukee. Mr. Tyrrell was 
the third oldest active employe of the 
company having joined the company in 
its policy division in 1883, 

* * &* 

Anita and Albert Wiegand, children of 
William B. Wiegand, chief insurance ex- 
aminer of New Jersey, have gone to 
summer camp. Miss Anita is at Camp 
Osborn, Central Valley, which is con- 
ducted by girl scouts, and Albert is at 
Camp St. Johns, French Woods, N. Y., 
the latter camp being under the super- 
vision of St. John’s College of Brooklyn. 

* 


Miss Betty Connell, formerly in the 
branch office of the insurance depart- 
ment of New Jersey located in Newark, 
has resigned and is now in the probation 
office of Hudson county, in Jersey City. 

* ox 


Dr. M. S. Avidan, New Jersey state 
medical adviser and examiner of the 
Workmen’s Compensation Bureau, was 
married last Sunday to Miss Natalie 
Goldberg, in New York. 


Miss Nesta Jane Lewis, daughter of 
Hugh Lewis, general manager of the 
Liverpool & London & Globe, will be 
married on July 19 to Matthew Drys- 
dale at St. Martin’s-in-the-Field, Lon- 
don. The church ceremony will be fol- 
lowed by a reception at the Whitehall 
Roof of the Hotel Metropole. Many 
American insurance men who are friends 
of Mr. and Mrs. Lewis have received in- 
vitations to the wedding. 

cu & 


E. Clay Brock, general agent for the 
Aetna Life at Springfield, Mass., who 
was elected president of the Massachu- 
setts Life Underwriters’ Association re- 
cently retired as president of the Life 
Underwriters’ Association of western 
Massachusetts. His first connection with 
the Aetna organization was in 1924, when 
he joined the J. H. Baird General Agen- 
cy at Seattle. He was appointed gen- 
eral agent at Springfield on June 1, 1925. 

* * x 

J. L. Hines has been appointed gen- 
eral agent for the Franklin Life with 
headquarters at Tulsa. Other agency 
appointments for the company include 
F. P. Walston, Des Moines J. Erwin 
Dodson, Wichita, and George W. Car- 
mack, Cookeville. Tenn. 

+ * & 

Angus O. Swink, Virginia manager for 
the Atlantic Life, is going abroad with 
his family to spend a couple of months 
touring the British Isles and the Conti- 
nent. He plans to sail some time this 
month. 

ee oe 

Frank J. Bock, president of the Ajax 
and Essex Fire of Newark, is among 
those who have become founder mem- 
bers of the Casa Bianca Del Mar, the 
new residential beach club at Deal, N. J. 

- Se 

Dr. L. L. Davidson of Newark, accom- 
panied by his wife aml family, left on 
Saturday last for a crttise to the North 
Cape, in celebration wf their twenty- 
fifth wedding anniversary. Dr. David- 


son is a diyector of the Jefferson Fire of 
Newark. 
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Axman Attends Paris Luncheon 


I have a letter from the editor, Clar- 
ence Axman, from Paris, expressing the 
hope that this page may be kept at its 
usual height of interest. At the time 
of writing he was about to attend a 
luncheon given by Teddy Rousseau, of 
the Guaranty Trust Company to Frank 
Crowninshield, editor of “Vanity Fair.” 
Thus it is seen that the editor is indulg- 
ing in pastimes which keep him engross- 
ed in New York and throughout the 
states. 

— © 2 


Houston Fire Chief Messenger Boy for 
the N. E. A 


I understand that the fire underwriters 
last week were watching their Houston, 
Texas, risks with great care during the 
time the Democratic national convention 
was in session. This attitude of watch- 
fulness was created when it was broad- 
cast over the radio that the chief of the 
fire department of Houston had sur- 
rendered the dignities and responsibili- 
ties of his regular job and was acting as 
messenger boy for the Newspaper En- 
terprise Association in order to expedite 
the transmission of photographs taken at 
the convention hall to points in all parts 
of the country. 

President Fred Ferguson of the N. 
E. A. last week told the radio audience 
of the country how it was that photo- 
graphs of the convention proceedings in 
Houston could appear in daily news- 
papers on the Atlantic and Pacific coast 
within less than twenty-four hours. He 
said that as the photos were taken they 
were rushed by messenger boys with the 
photographers to the big red automobile 
of the Houston fire chief which was 
waiting just outside the convention build- 
ing. With the siren shrieking and all 
traffic stopped the chief would speed his 
car for about a mile through the city to 
a developing plant. 

From that point the finished photo- 
graphs were again rushed by auto to a 
nearby aviation field whence they were 
transported by plane to St. Louis, the 
nearest city housing instruments of the 
American Telephone & Telegraph Co. 
used for the transmission of pictures by 
wire. Traveling by train the best time 
that can be made between St. Louis and 
Houston is twenty-four hours, Mr. Fer- 
guson stated. The planes last week cov- 
ered this distance in between six and 
seven hours on each trip depending upon 
whether the weather was clear or stormy. 

When the photographs were placed 
upon the transmitting machine they ap- 
peared simultaneously in New York, Bos- 
ton, Atlanta, Chicago, San Francisco and 
several other large cities. It is then only 
a matter of catching the next edition of 
the daily newspapers before the pictures 
were in the hands of the public. The 
above is a little inside picture of the 
service of the newspaper craft of which 
we are ourselves proud. The business of 
journalism utilizes to the full extent 
every available modern facility for speed 
and service, whether it be airplane, a 





fire chief’s fast motor car, or the elec- 
trical energy of the telephone and tele- 
graph wires. 
* x 
Berry Wall Once Sold Insurance 

To the present generation of insurance 
men the name Berry Wall means noth- 
ing, but that dean of American epicu- 
reans in Paris once sold life insurance 
in New York. George Rector, writing 
in the “Saturday Evening Post,” quotes 
him as saying: 

“By the way, I wish you would cor- 
rect an impression Americans seem to 
have about me. I am supposed to be a 
dilettant, a man who never worked in 
his life. I admit that I am now living 
on a moderate income in Paris, but if 
you will recall, I opened the first up- 
town brokerage office in New York City. 
Furthermore, I sold $500,000 of insur- 
ance in the 80’s, when $5,000 was a big 
insurance policy.” 

“Berry is close to the chilly side of 
seventy, but hasn’t changed much,” says 
Rector. “His mustaches droop with their 
old-time vigor and his famous collar is 
as well starched as ever. It is the old, 
familiar stand-up collar, about four 
inches high, with the sharp points reach- 
ing almost to his mouth. It is a com- 
fortable collar, designed to support the 
whole face and also to hide the wattles 
that come with time. Berry doesn’t look 
a meal older than fifty and he is just 
as good a dancing man as ever; his 
waist is slim, his legs are slender and 
his instep still shows an arch. That's 
pretty good for a man of near seventy 
and I asked him how he did it. 

“‘Good, plain food, my boy,’ said 
Berry, ‘and good, plain cooking Every 
meal should be simple. Start with a 
consomme with a good body. A plain 
roast with one fresh vegetable, a salad, 
and wind up with tea or coffee.’ 

“T knew that was the bunk,” says Rec- 
tor, “for Berry has swallowed enough 
fancy food in his life to give the gout 
to the standing armies of the world. 
I will say one thing for him, as I re- 
member him in the old Rector’s, and that 
is that he never gorged himself at the 
table, nor did he ever sit down to a 
twelve-course banquet. But he was the 
most finicky eater I ever saw and always 
insisted on mixing his own salads.” 

“ = * 


Prayers Before Democratic National 
Convention 

Having printed the prayers on this 
page delivered before the several ses- 
sions of the Republican National Con- 
vention at Kansas City because of their 
unquestioned human interest and as a 
beacon for religious liberty and tolera- 
tion I append prayers made _ before 
the Democratic National Convention at 
Houston for the same reason. 

These prayers were delivered by Rev. 
S. R. Hay, bishop of the Methodist 
Episcopal Church South; the Right 
Rev. Monsignor G. T. Walsh of the 
Church of the Enunciation, Houston; 
Rev. George Gilmour, pastor First Uni- 


tarian Church, Denver, and Rev. J. M.R. 
Score, of St. Paul’s Methodist Episcopal 
Church, Houston. 


Bishop Hay 


“We thank Thee, our gracious Heaven- 
ly Father, for that good Providence that 
has kept us as a nation and as _ indi- 
viduals to this hour. 

“Thou who art the Giver of all Good, 
Author of eternal life, send Thy bless- 
ings upon these Thy servants—men and 
women gathered here from all parts of 
our great country to perform a duty of 
patriotism; a duty of justice and right 
for the welfare of all our people. 

“We bow before Thee with unre- 
served gratitude and acknowledge Thy 
supremacy and dominion over us. 

“We believe that Thou art the Creator 
of all things. 

“We believe with unshaken faith that 
Thou didst give Thine only son, Jesus 
Christ, to save us from sin and lead us 
into high and holy living. 

“We ask that Divine wisdom may di- 
rect the deliberations of this national 
convention. We ask unbounded mercy 
for all citizens throughout the United 
States, that they may be preserved in 
union and in that peace which is Thine. 

“And now, O Christ, we would pray 
together the prayer Thou didst teach 
Thy disciples to pray: 

“Our Father, who art in Heaven, Hal- 
lowed be Thy name. Thy kingdom come. 
Thy will be done in earth, as it is in 
Heaven. Give us this day our daily 
bread. And forgive us our trespasses, 
as we forgive those who trespass against 
us. And lead us not into temptation, 
but deliver us from evil: For Thine is the 
kingdom, and the power, and the glory, 
forever and ever. 

“Amen.” 


* * x 
Dr. Gilmour 


“Bowing in the presence of the Infinite 
Spirit, we reaffirm our belief in a re- 
public of righteousness, in loyalty to 
truth, to justice and the daily needs of 
our fellow beings. 

“From this convention with its great 
possibilities for America and the world 
may there resound through the nation 
an incorruptible integrity, a more sacred 
regard for right. That most democratic 
of all men, the Man of Nazareth, es- 
teemed His fellows in proportion as they 
had the courage to act their convictions, 
if they were connected with the promo- 
tion of a more abundant life for the 
great multitude of mankind. 

“He judged issues by their soundness. 
With Him prosperity was a fuller life 
for all. It was a greater good, not to 
swell the temporal fortunes of the few, 
but like the rain that falls on the just 
and the unjust, to give the blessings of 
good to all His creatures. 

“Reconstruction of the political ideals 
of our beloved country is the great need 
of our day. May that divinest of all 
thoughts glow in our minds and hearts: 
that we are linked together by the laws 
of existence, by contact and interdepen- 
dence in order that no part of humanity 
might go on and leave a large part of 
the rank and file apart from the divine 
rivers that irrigate life. 

“May this democratic spirit of hu- 
manity be flowing in our veins—hatred 
of all sacrifice of human welfare on any 
account whatever. May we realize that 
we do not enter into the sphere of the 
democracy of our greatest leaders until 
there is a passionate horror of all sel- 
fishness and greed and a passionate love 
of all that promotes human happiness; 
concentration of all powers in living for 
a nobler humanization of man and his 
world. 

“As we gaze at the sacred light of our 
Democratic ideals, we think of the bright 
holy life to which we are called. In this 
sacred light we would remember con- 
tinuously and considerately that life also 
has a wintry aspect for thousands. By 
letting our light shine in and after this 
convention, with sublime moral qualities 
glowing in our political conduct, living, 
moving and having our being in them, 


we can bring the springtime of hope to 
countless numbers of our fellow country- 
men, 

“May we go forth from this conven- 
tion in the hardy spirit of our fore- 
fathers—that we may further establish 
and complete their work—in which gov- 
ernment shall be of the people, wisely 
directed by the people and in the inter- 
est of the numerous families of Amer- 
ica, to secure the blessings of freedom to 
ourselves and our posterity. 

“So may the prayer of our hearts be 
acceptable unto Thee and come out in 
our daily life as the lilies and as lasting 
as the stars.” 

* £ *£ 
Dr. Score 


“O God, Who art, Who was and is to 
come, before whose eyes generations and 
nations rise and pass away, age after 
age seeks Thee and finds Thee true. We 
give Thee thanks that our fathers walked 
by Thy guidance, and that we, their chil- 
dren, still behold Thy leading fire by 
night and cloud by day. ‘ 

“We thank Thee for true men who 
have sought to spread abroad in our 
land Thy truth. Forbid that we should 
be unworthy sons of worthy sires, and 
grant, we pray Thee, we may be imbued 
with spiritual stre neth and vision, so that 
our earthly citizenship may be heavenly 
in character. 

“We pray for our country. May Thy 
guiding hand be seen in our daily life 
as a nation. May we do justly, love 
mercy and walk humbly before our God. 
Give to our rulers and leaders wisdom 
that cometh only from Thyself, and to 
us who follow give, we beseech Thee, 
the courage to render honest service to 
our state and nation. 

“And now we invoke Thy blessing upon 
this great convention and upon this ses- 
sion of the convention, in Christ’s name. 
Amen.” 

e  & 4 
Monsignor Walsh 

“O God, we are assembled tonight in 
Thy name; we want to be the upholders 
of those democratic principles which are 
near and dear to the hearts of the 
masses. 

“We beg Thee give us the wisdom 
to see Thy gracious purpose in the work- 
ings and deliberations of this convention. 

“Bless us, that we may have the light 
to choose what is right, and best for all 
concerned. 

“May our deliberations tend to the 
preservation of peace, the removing of 
the burdens weighing on the poor and 
the promotion of national happiness.” 





W. L. BARNHART VISITS DENVER 





National Surety Executive Kept Busy 
Addressing Local Organizations on 
“Crime Psychology” 

Judging from all reports W. L. Barn- 
hart, resident vice-president of the Na- 
tional Surety, made a big hit on his 
speech-making trip to Denver recently. 
From the time he arrived until his de- 
parture he was kept busy addressing the 
Colorado State Bankers Association, the 
Denver Chamber of Commerce and some 

of the prominent local clubs. 

Mr. Barnhart timed his visit to Den- 
ver so as to address the state bankers on 
the subject of “Crime Psychology.” In 
his talk he featured the point that crime 
does not pay because criminals get 
caught sooner or later. Referring to the 
forging of checks, he emphasized: 
“There is no check made that cannot 
be raised or duplicated.” And as evi- 
dence of this statement Mr. Barnhart 
exhibited many of the works of “art” 
from the hands of forgers, checks that 
secured the money via the forgery route. 





NOE AGENCY MOVES 

A. L. Noe, operating the A. L. Noe 
Agency, general agents for the Columbia 
National Life, of Boston, and members 
of the Louisville Board of Fire Under- 
writers, has moved its life, fire and gen- 
eral agency from the Starks building to 
the Heyburn building in Louisville. 
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H. N. Kelsey Returning 
To Fire Insurance 


NEW COMPANY BEING FORMED 





Former London & Scottish Manager An 
Incorporator of the American Com- 
merce Fire of N. Y. 





Horatio N. Kelsey, former United 


States manager of the London & Scot- 
tish, and an especially capable and ex- 
perienced fire insurance executive, is one 
of the incorporators of the American 
Fire Co. of New 
York which is now being organized un- 
der the laws of New York State to write 
fire, marine and the allied lines. No- 
tice of incorporation was published late 
last week and in addition to Mr. Kelsey 
other names on the list of incorporators 
follows: Major W. I. Lincoln Adams, 
Charles B. Alling, Louis Annin Ames, 
A. Ingram Bicknell, Lewis B. Curtis, 
Richard E. Dwight, Robert H. Hunter, 
George, P. Kennedy, William E. Marcus, 
Jr., Charles F. Robbins, Harold Swain 
and John A. Warner. 

Mr. Kelsey became United States man- 
ager of the London & Scottish in 1919 
and in 1925, through the affiliations of 
his company with the Northern of Lon- 
don, became deputy manager of the lat- 
ter company also. When he retired last 
October R. P. Barbour, United States 
manager of the Northern, was chosen 
manager of the London & Scottish. 

Friends of Mr. Kelsey are delighted 
to know that he is returning to active 
participation in fire insurance. In the 
prime of his business career it was not 
thought possible last Fall that he was 
retiring for good. His leadership in the 
organization of this new company, the 
size of which as respects capital and 
surplus is not yet known, insures man- 
agement and underwriting quality of the 
first class. He possesses a large ac- 
quaintance with insurance men_ in all 
parts of the country, and is particularly 
well known in New York circles through 
his active work for several years in ef- 
forts to reduce fire hazards while chair- 
man of the bureau of surveys of the 
New York Board of Fire Underwriters. 

Mr. Kelsey was educated at Butler 
University, Indiana, and began his in- 
surance career as a clerk in a local agen- 
cy. Later he was appointed a special 
agent of the London Assurance for Iowa, 
Nebraska, Missouri and Kansas. From 
1290 until 1901 he was state agent for 
the Norwich Union for Indiana and Illi- 
nois. In the latter years he was ap- 
pointed assistant manager of the West- 
ern department of the Sun and in 1904 
became manager. In April, 1913, Mr. 
Kelsey was appointed United States 
manager of the Hamburg-Bremen and 
on August 15, 1919, became United 
States manager of the London & Scot- 
tish. 


Commerce Insurance 





MULDAUR ON TOUR 

George B. Muldaur, general agent in 
New York of the Underwriters Labora- 
tories, is now on an extended speaking 
tour of the Far West. Last week he 
gave talks at Portland, Ore., Seattle and 
Vancouver, B. C. This week he will be 
speaking at Spokane and Salt Lake City. 





J. B. DILLON DIES 
Samuel C. Madden, seventy-five, audi- 
tor for the Mountain States Inspection 
Bureau, Denver, Colo., died June 19. He 
was a native of Philadelphia, coming to 
Colorado in 1893. His widow and three 
daughters survive him. 


FIRE INSURANCE 





W. O. Robb A Brilliant 
Character In Business 


RETIREMENT MUCH REGRETTED 





For Eighteen Years He Has Skillfully 
Handled the Difficult Task of Fire 
Rating in New York 





Willis O. Robb, who is resigning his 
post as manager of the New York Fire 
Insurance Exchange on July 31 after 
eighteen years of distinguished service 
there, is one of the finest characters in 
the fire insurance business. Although he 
will now retire to private life his use- 
fulness will not be lost altogether to the 
Exchange for he undoubtedly plans to 
act for awhile in an advisory capacity. 
The news of Mr. Robb’s resignation does 
not come as a surprise for it was predict- 
ed in these columns last September that 





WILLIS O. ROBB 


he might retire soon, but the regret that 
accompanies the current decision of Mr. 
Robb is as keen and outspoken as though 
the news were wholly new. 

Of unusual personality and intellect, 
brilliant in repartee and a thorough stu- 
dent of the fire insurance rating busi- 
ness, Mr. Robb has honored his position 
with a rare combination of capable fac- 
ulties. 

In his early career Mr. Robb was a 
university professor, teaching foreign 
languages. He became special agent of 
the Liverpool & London & Globe in the 
middle west and finally was made gen- 
eral adjuster of the company. In July, 
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1910, the companies picked him out of 
the many possibilities for the position of 
manager of the New York Fire Insur- 
ance Exchange which made the rates for 
Greater New York, exclusive of the sub- 
urban sections. It was a position requir- 
ing splendid talents in variegated chan- 
nels as it embraced contact with the New 
York Insurance Department as well as 
with the general public. 
Clever Letter Writer 

During his incumbency in office he has 
written thousands of letters and there is 
no better letter writer in the insurance 
business than Mr. Robb. The logic in 
some of those letters was extraordinary, 
the reasoning remarkably lucid and ef- 
fective. He is also a master of irony. 
He has faced dozens of delegations rep- 
resenting property owners who wanted 
rate reductions or other concessions. 

He was on the witness stand before 
the Lockwood Investigation Committee 
of the New York legislature when 
Samuel Untermyer conducted the ex- 
amination. Sparks flew as these intel- 
lects clashed. They did clash about the 
Exchange’s licensing of brokers. Unter- 
myer insisted upon yes and no answers. 
Robb insisted upon more leeway in mak- 
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ing explanations. At one point, when 
Mr. Untermyer demanded a “Yes” or 
“No,” Mr. Robb said: “It that right, 
Mr. Chairman? Must I answer a ques- 
tion with nobody to lead me?” To 
which Mr. Undermyer retorted: “It is 
not a question of leading the witness, he 
leads himself pretty well.” 

When Untermyer said that a certain 
insurance company not a member of the 
Exchange was driven out of business in 
New York City because of Exchange op- 
position, Mr. Robb answered: “It was 
doing business here last week.” 

When Mr. Untermyer asked him a 
very impertinent question with the com- 
ment, “Don’t you think you are quib- 
bling with me a little?” Mr. Robb an- 
swered, “No, you don’t understand the 
case at all.” At another point Mr. Un- 
termyer said, “I am not here to learn 
the fire insurance business,” whereupon 
Mr. Robb said, “No, that would be hope- 
less.” 


Extracts From Some of Robb’s Writings 
In an article written a few years ago 
for “The Credit Monthly,” Mr. Robb 
told why he thought the fire insurance 
business was unique. He said then: 
“The fire insurance business is, I think, 
unique in that, 


“(1) There is no such thing as free 
and unrestricted competition in rate- 
making anywhere in the United States; 

“(2) The lowest average rates are al- 
ways found where the joint or company 
control of rate-making is closest; 


“(3) This joint control develops a pow- 
erful internal competition, both of new 
companies and of new methods, in the 
improvement of risks and of rate-making 
machinery alike, so as to bring about a 
steady lowering of rates; 


“(4) Favoritism, or unfair discrimina- 
tion between large and small customers, 
men with and men without pull, is re- 
duced to a minimum; and 

“(5) The most rapidly growing factor 
in the expense ratio (except, of course, 
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taxes), is that of the preventive work 
that tends to reduce final cost by re- 
ducing hazard. 


Fire Prevention a Part of the Service 


“This last feature especially should be 
borne in mind by those who criticize the 
high expense account of the fire insur- 
ance companies. Fire prevention work is 
as much a part of the service they render 
as is the payment of losses, and the fact 
that its cost must be charged to ex- 
penses should not blind the public to 
that fact. High expenses are not neces- 
sarily a reproach. Most of the premium 
income of the steam boiler and passenger 
elevator insurance companies goes to in- 
spection and prevention work, not to loss 
payments. Edward Atkinson, the great 
founder of the New England Factory 
Mutual insurance system, used to say 
his ideal was a hundred per cent expense 
ratio and a zero loss ratio. More and 
more the tendency is in that direction in 
the conduct of the fire insurance busi- 
ness, even of the stock companies. 

“Fire insurance rating bureaus per- 
form a public service which, while by no 
means appreciated by the public at 
large, is fully conceded by all the expert 
investigators who have ever gone into 
the subject, and is increasingly availed of 
by achitects, engineers and business de- 
velopers of all kinds.” 


Object of Rate-Making 


Mr. Robb explained the objects of the 
Fire Insurance Exchange in fixing rates 
of premiums to be charged for risks or 
classes in the New York area in an 
article he wrote for the insurance work- 
ers’ educational edition of The Eastern 
Underwriter. He said in part: 

“1. To provide such a premium income 
from the aggregate of fire underwriting 
operations in the Metropolitan District 
as will in average years be sufficient to 
pay the losses incurred in that district, 
plus the specific expense and a pro rata 
share of the general expense of doing 
the business, and yet leave margin 
enough both to pay a fair profit on the 
capital and surplus invested and to pro- 
vide for the accumulation of a reserve 
against extraordinary or conflagration 
losses not occurring in average years and 
not to be treated as exclusively a Metro- 
politan District contingency. 

“2. So to apportion this levy, or insur- 
ance tax, among the various classes of 
risks as to make each class come as near 
as possible to the payment of its own 
losses and the contribution of its proper 
proportion toward the expense, profit 
and reserve accounts. 

“3. So to distinguish between indi- 
vidual risks of the same class, that: 

“(a) proper credit will be given or 
proper charge made for all variations 
above or below the standard of the av- 
erage risks of the class, according to 
the best judgment of underwriters and 
fire protection experts: 

“(b) every’ property owner can be 
made to see just what it is that oper- 
ates, and how far it operates, to make 
his insurance cost more or less than his 
neighbor’s in the same business, so that 
the suspicions as well a the actual prac- 
tice of unfair dicrimination may be re- 
moved; and 

“(c) every proper kind of pressure and 
inducement mav be brought to bear in 
the direction of the improvement of the 
fire hazard and the reduction of the fire 
waste.” 





WALTER C. LEACH PRESIDENT 


Walter C. Leach has been elected pres- 
ident of the Minneapolis Fire & Marine 
to succeed the late Fred C. Van Dusen. 
Mr. Leach has been with the company 
since 1917, when he joined as secretary- 
treasurer, and before that he had been 
president of the Northwestern Fire & 
Marine until that company was absorbed 
by the Hartford Fire. 





FIRE CHIEFS MEETING 


The first annual convention of the 
southeastern division of the Internation- 
al Association of Fire Chiefs is being 
held this week in Atlanta, Ga. 


TO START WRITING IN AUGUST 





Fire Insurance Corporation of Hoboken 
Arranging Agency Plans; To Con- 
fine Operations To Jersey 
The Fire Assurance Corporation of 
Hoboken, the first fire insurance com- 
pany ever organized in that city, which 
had planned to start writing business 
about July 1, will not start until the lat- 
ter part of August, according to officials 

of the company. 

Many of the members of the board of 
directors are absent from the city at 
the present time and will be for a num- 
ber of weeks, which will prevent certain 
matters from being discussed and ar- 
ranged. In the meantime, La Four, pres- 
ident of the company, which is capital- 
ized at $300,000, is arranging for the ap- 
pointments of a number of agents 
throughout the state. The company will 
confine its writings to New Jersey but 
may make application to other states in 
the near future. The office of the com- 
pany is located at 68 Hudson street, Ho- 
boken. 





PHILA. AGENTS TAKE ACTION 


Will Not Sign E. U. A. Commission 
Agreement But Will Abide by Terms 
for Next Six Months 
The Association of Fire Insurance 
Agents of Philadelphia last Thursday 
agreed to use the commission scale of 
the Eastern Underwriters’ Association 
from July 1, 1928, to January 1, 1929, 
with the further stipulation that if the 
reforms the agents seek are adjusted 
satisfactorily meanwhile the association 
will adhere to these commissions per- 
manently. However, the association re- 
solved unanimously not to sign at this 
time the agency agreement with the 
E. U. A. The companies had hoped for 
a signature, but the agents, while they 
agreed to live up to the provisions, said 
that such adherence was only temporary 
if they failed to get some of the objects 

they seek. 

The following pledge was signed by the 
members of the Philadelphia Association: 

“We, the undersigned, do hereby bind 
our offices that we will not sign the pro- 
posed agreement with the Eastern Un- 
derwriters’ Association, but that we will 
agree that on all business after the first 
of July we will accept the commissions 
provided for in that agreement, that is 
20, 25 and 30% and 7%% contingent, 
such contingent to be calculated accord- 
ing to the formula set out in the Eastern 
Underwriters’ Association agreement. If, 
by the first of January, 1929, it is shown 
to the satisfaction of the committee of 
seven that the companies forming the 
Eastern Underwriters’ Association have 
done everything they could to secure the 
reforms requested in the printed letter 
sent by the Philadelphia Agents’ Asso- 
ciation to the various companies dated 
June 12, 1928, further consideration will 
be given.” 





S. E. PARKER GETS TITLE 


It has been recommended by the offi- 
cers of the American of Newark, that 
Stephen E. Parker, who has been act- 
ing superintendent of the improved risk 
department of the company since Feb- 
ruary, 1927, be given the permanent title 
of superintendent. The recommendation 
will be taken up at the annual meeting 
of the board of directors. Mr. Parker 
has also been made a member of the 
wall opening committee of the National 
Fire Protective Association. 


FIRE COURSE IN SCHOOLS 

Plans for placing a course of work on 
fire prevention methods in the grade 
schools and high schools of Oklahoma, 
started by the state fire marshal’s office 
during the winter, is being augmented 
throughout the summer, by presenting 
an outline of the course to teachers at- 
tending summer sessions of the different 
state colleges. The course is being pre- 
sented by Mrs. Martha Mae Henson, as- 
sistant fire marshal, who spends at least 
a week at each of the summer schools. 
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Jersey City Fire 
Losses 6 Months 1928 


MUCH SMALLER THAN IN 1926 





Over a Million Less Than For Same 
Period Last Year; Fire Lectures 
Bearing Fruit 





While the fire losses for the first six 
months in Jersey City are a trifle higher 
than for the same period of 1926, they 
are over one million less than for the 
first six months of 1927, according to the 
figures given out this week by the fire 
department officials, 

The great drop is partly due to the 
fire prevention campaign which is being 
conducted yearly by the Fire Prevention 
Bureau throughout the city and the 
weekly lectures on the dangers of fire 
which are held in all of the schools. 

That the lectures in the schools are 
bearing fruit was demonstrated recently 
by a twelve-year-old girl, who while 
looking out the window of her parents’ 
apartment smelled smoke. She glanced 
around and found that the bedroom was 
afire. She quickly closed all the win- 
dows and the doors as she rushed to the 
rear of the apartment and then called 
for help. The firemen confined the fire 
to the bedroom with small loss. When 
she was asked why she had closed the 
doors she replied that “one of the fire- 
men who had lectured in school told her 
that in case of fire one of the first 
things to do was to close all the doors 
to prevent a draft. She was commended 
by Fire Chief O’Boyle of the depart- 
ment, who said that her action had prob- 
ably prevented the spreading of a fire 
that might have resulted disastrously in- 
asmuch as the fire was on the top floor 
of a frame flat house in which there 
were eight families living. 


Not To Get Fire Boat 

\l! hopes that Jersey City would have 
a fire boat for its river front fires have 
faded, for the reason that the railroads 
were asked to contribute to its support 
and which they refuse to do, claiming 
that there are more than fifty railroad 
tugs which are equipped with fire-fight- 
ing apparatus. which is more than suffi- 
cient to combat any water conflagration. 
The losses for the first six months of 


1928, 1927 and 1926 are shown in the 
following tables: 
1928 
{COL er eee $18,850 
February .............00eeeeee 15,240 
Cs ee 38,250 
MEL secmacaaieechanevinnxdiexhan 79,800 
BEB. cod:tb ssid sosin pes nmenowwion< 31,650 
TORO: cnicccncnsasesenseeeuasces 10,000 
Total ........ccccescceeees $193,940 
1927 
POMMREY: ounccivinncdessorenncaw $12,900 
ee Cg 10,400 
ee 1,048,950 
PRE itsceusiees a 40 2. 006 8900 xo wi8re 34,400 
BABY oo bcikod 5. s00e 00 06%eeeurs be 14,550 
PRE icwreedsccksraweivusnsens 131,200 
DML. osesananmoeasians tees $1,252,400 
1926 
DMRET -n.crcstasannenvcases'sa< $11,700 
ees 29,000 
ee a 20,200 
PED faiiok cas sre aw aensanekexwr 11,700 
ON Re Pee re ere 29,600 
obs can nernaPeuaas oe eacu 15,830 
EO kaise aes fadax<enrdecs $118,030 





USE THE TELEPHONE 





Wm. G. Hurtzig of Morristown, N. J., 
Uses Advertising Featuring Phone 
Number of Agency 
Use of the telephone as a means for 
securing fire insurance business is ad- 
vocated by “News From Home,” the 
monthly publication of the Home of New 
York, in the July issue. The argument 
is built around the experience of the 
Wm. G. Hurtzig, Inc., agency of Mor- 
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ristown, N. J., and follows herewith: 

“One of your best friends sits along 
side of your elbow all day long. He is 
there and eager to be of service, yet 
he is neglected and often used only 
through necessity. We think the tele- 
phone a convenience, a necessity, and so 
we only use it when it is necessary. But 
in addition it should be looked upon as 
part of your equipment for new business. 
Also, it should be emphasized and ad- 
vertised. 

“But, you say, everyone knows we have 
a telephone, what kind of an agency 
would we be without a telephone? But, 
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does everyone know your telephone num- 
ber? Of course, all the advertising in the 
world probably would not make every- 
one remember your number and have it 
on the tip of his tongue to automatically 
call when he needs insurance. However, 
it is an extremely important point to 
tell the people of your community about. 

“Wm. G. Hurtzig, Inc., Morristown, 
N. J., believes in letting people know 
they have a telephone and an easily re- 
membered number, also that insurance 
can be transacted over the telephone and 
binders issued until a policy can be writ- 
ten. Why not try the same?” 









JULY— 
the 4th Included 





Independence is a grand, glorious thing. It makes 
you feel high and mighty. But how independent 


is man after all? 
* * 


* * 


You have clients and prospective clients who 
probably feel as independent as any of us. Ask 
them what defense they have against the aggres- 


sion of fire. 


Can they defy nature when itis a 


matter of windstorms? Can they stop the light- 
nings? Even their fellow man—that small but 


effective minority, 


the auto thief—frequently 


laughs at the independent chap. 


* * 


* * 


Old stuff? Yes, but ever notice that it’s the old 
hand at the dangerous job that frequently gets 
hurt? So, too, it’s this “old stuff” that is too often 


overlooked. 
* * 


* * 


And there’s another point that grows stronger 
with age. Carolina representatives have the back- 
ing of a reputable Company and thereby can 
assure safe, sound insurance protection. 


* * 


* * 


If there is no representative of this Company in 
your locality remember that dependable [agents 
are invited to apply for representation. 





WILMINGTON 
NORTH CAROLINA 
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Newark Board Adopts 
Brokerage Commissions 

10, 12% AND 20% RATES FIXED 

Efforts Will Be Made To Have These 


Rates Adopted For Balance of 
State of New Jersey 











At a special meeting of the Newark 
Board of Fire Underwriters, held June 
29, the following resolutions on broker- 
age commissions were adopted: 

“Resolved, That all members of the 
Newark Board of Fire Underwriters ad- 
here strictly to the following rates of 
brokerages: 

“10% on all risks on which the agent’s 
commission is 15%. 

“121%4% on all risks on which the 
agent’s commission is 20%. 

“20% on all risks on which the agent’s 
commission is 30%. 

“The classification of risks as above 
is according to the scale now in effect 
by the Eastern Underwriters Association 
for the State of New Jersey. 

“Be it furthermore resolved, That the 
brokerage commission is the recognized 
brokerage pending its approval or dis- 
approval by the Eastern Underwriters 
Association, and provided further that 
the same shall receive the support and 
practice of the majority of the local 
companies, branch office companies and 
agencies that are not members of this 
board. 

“It is the intent of this resolution to 
maintain and preserve the brokerage 
business to those offices now controlling 
it and to enable our members to do so 
without loss. 

“When and if it becomes apparent 
that the above scale of brokerage can- 
not be maintained the officers are in- 
structed to convene this board so that 
appropriate action can then be taken. 

“And be it also further resolved, That 
the officers and members of this board 
use their best efforts to have the above 
scale adopted by the agents in the bal- 
ance of the State of New Jersey and 
by the Eastern Underwriters’ Associaton 
and by all non-affiliated companies. 

“Note——These rules of brokerage ap- 
ply to the territory of the Newark Board 
of Fire Underwriters.” 





KENTUCKY ASS’N OFFICERS 


Officers elected by the Kentucky As- 
sociation of Insurance Agents last week 
at Louisville were as follows: President, 
Harry B. Wilson of Irvine; first vice- 
president, W. O. Harber of Richmond; 
second vice-president, Len Shaw, May- 
field; third vice-president, Norman I. 
Taylor, Burnside; fourth vice-president, 
Mrs. N. K. Tunis, Danville, and secre- 
tary-treasurer, Jos. H. Gausepohl, Cov- 
ington. 

The organization voted in favor of ac- 
cepting an invitation of the Kentucky 
State Fair Association to co-operate in 
arranging an Insurance _Day, for Wed- 
nesday, September 12, in Louisville, in 
connection with the State Fair. 





FLORIDA AGENCY CHANGE 


H. C. Hare & Co. of Jacksonville, Fla., 
general and local agents, have sold their 
local agency business to Thomas C. Ime- 
son, also of Jacksonville, who is a prom- 
inent local agent. The Hare general 
agency has been in business for over 
thirty years and it is the desire of the 
officers that it confine its efforts to this 
business. 





PUBLIC FIRE GENERAL AGENT 


The Public Underwriters of the Public 
Fire has appointed Thomas B. Hum- 


phreys of Los Angeles, Calif., as general. 


agent for California, Oregon and Wash- 
ington. He will have his headquarters 
in Los Angeles. At present Mr. Hum- 
phreys is manager of the Los Angeles 
branch office of the Pacific Coast depart- 
ment of the Pacific Fire of New York. 























July 6, 1928 















































LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 


NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice- President 


JANUARY 1ST, 1928, STATEMENTS 








ORGANIZED 1855 
FIREMEN’S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 


ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$40,000, 136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 





ORGANIZED 1853 
THE GIRARD F. & M. INSURANCE COMPANY 


OF PHILADELPHIA, P 
$6,000,966.28 $2,930,594.84 $1,000,000.00 -" 070,371.44 $3,070,371.44 





ORGANIZED 1854 
MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 
$4,828,245.29 $2,820,808.68 $600,000.00 $1,407,436.61 .$2,007,436.61 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 
$4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 $2,350,505.03 





ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO. 
OF PITTSBURGH, PA. 
$4,835,369.35 $2,520,317.56 $1,000,000.00 $1,315,051.79 $2,315,051.79 





ORGANIZED 1870 
CONCORDIA FIRE INSURANCE CO. 


F MILWAUKEE, WIS 
$5,250,424.26 $2,567,447.92 $1,000,000. 00 $1,682,976.34 $2,682,976.34 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE Co. 
OF CONCORD, N. 








$760,298.04 $375.00 $300,000.00 $459,923.04 $759,923.04 
TOTAL PREMIUM RESERVE i TOTAL NET PREMIUMS 
$27,594,166.15 cami —— $25,684,495.78 
Newark, New J 
WE Sea ne pers mcr PACIFIC DEPARTMENT 
Pasion Ilinscis CANADIAN DEPARTMENT ee Qin 
’ 461-467 y Street ° e e 
H. A. CLARK, Manager Toronto, Canada pe ap a 
hk i ce MASSIE & RENWICK, Limited, os - POTTER, 
JAMES SMITH __ JOHN R. COONEY Managers Managers 
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Local Agents Must 
Qualify or Pass Out 


KEEN COMPETITION THE TEST 





Fireman’s Fund Executive Says Demands 
of Business Serve as Adequate 
Qualifications’ Tests 





Charles C. Hannah, manager at Boston 
of the Eastern department of the Fire- 
man’s Fund, and regarded as a progres- 
sive insurance man, expresses his views 
on agents’ qualifications in an articie i 
the June issue of the company’s publica- 
lion, the “Fireman’s Fund Record.” He ts 
not so keen on agents’ qualifications law 
but says that the increasing demands for 
competence on the part of agents witli in 
itself remove thousands of those unfit to 
stand the strain. As he expresses it, ihe 
agent must “qualify or die.” As the sub- 
ject of qualifications ts one of those now 
uppermost in the minds of the insurance 
men, Mr. Hannah's article is reproduced 
in part: 

The term “agency qualifications” is al- 
most inseparably associated in our minds 
with that growing tendency on the part 
of state insurance departments to ex- 
tend governmental supervision beyond 
review of the strength, solvency and 
methods of companies themselves and 
assurance of their compliance with law, 
to a determination of the fitness of indi- 
viduals to act as agents of those com- 
panies. 

State requirements for agency licenses, 
involving questionnaires, examinations, 
character reports and recommendations, 
constitute the major part of this pro- 
gram and, in some instances, they are 
burdensome to the point of being op- 
pressive and obstructive of the right of 
reasonable business development. In 
practical application, however, usually 
companies are not seriously hampered by 
the requirements and restrictions, and 
while we may disagree as to the right or 
responsibility of the state to extend its 
authority over what is essentially a pri- 
vate matter between employer and em- 
ploye, perhaps agents are better qualified 
for their important duties by the prep- 
aration necessary to pass a state exam- 
ination. 

Regardless of the attitude of the state, 
however, it is, after all, the company 
which must decide whether an individual 
possesses the necessary qualifications to 
warrant vesting him with the large au- 
thority and responsibility which accom- 
panies the privilege of acting as its 
agent. 

Necessary Qualifications 





It is not the purpose of this article, 
therefore, to discuss the merits and 
faults of state regulation, but rather to 
consider the necessary and desirable 
qualifications of an agent beyond the 
mere ability to pass a written examina- 
tion. There are two kinds: those which 
he should possess to merit his original 
appointment, by the company, and, ad- 
ditionally, those which he must have in 
some degree if he is to succeed in his 
chosen profession. 

The first may be listed somewhat as 
follows: 

(a) Good character and reputation. 

(b) Intelligence and education (how- 
ever acquired). 

(c) Initiative. 

Doubtless others might be enumerated, 
but the endowment or acquisition of 
those noted above is most essential. 
They guarantee in their order: 

(1) Honest handling of the company’s 
funds and the preservation of its good 
reputation in the community. To para- 
phrase—‘a company is known by the 
agents it keeps.” 

(2) Capacity for understanding com- 
pany instructions and properly carrying 
out its policies. 

(3) Effort and interest in the develop- 
ment of its business. 

Given these prerequisites in proper 





manner, the company assumes no great 
risk in extending the large measure of 
authority with which an agent is vested. 

Much more is required, however, un- 
less the agent is content to be a mere 
vendor of policies. To successfully pro- 
mote his own interests and those of the 
company he represents, he must own or 
secure a thorough knowledge of his bus- 
iness and be equipped to render that 
service which is today expected as a 
matter of course by the insuring public. 
Perhaps a quick glance into the past will 
give us a better perspective of the pres- 
ent and future and enable us more 
clearly to define what is required of 
him, 

“Qualify or Die” 

So today the new agent finds himself 
in a competitive world, where he must 
qualify or die. His immediate need is 
to become familiar with all lines of cov- 








stocks underly them. 


welfare of their dependents. 


hand when most needed. 
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CAMDEN FIRE 


'” INSURANCE ASSOCIATION 
CAMDEN, NEW JERSEY 

SURPLUS TO POLICY HOLDERS $5,548,708 

ASSETS OVER $12,200,000 


A PERSONAL, HELPFUL AGENCY COMPANY 
NS OF AGE AND FAIR DEALING 





INSURANSHARES ; 
Trust Certificates 


Inspire Confidence 


ie principal reason for the high regard in 
which investors hold INSURANSHARES TRUST 
CERTIFICATES is the great confidence which people 
have in the strong Insurance Companies whose 


To Life Insurance Companies, people entrust not only large 
sums of money but in many cases the future happiness and 
To Fire Insurance Companies, 


j they look for reimbursement should they become victims of 
0 a conflagration; they look to Casualty Insurance Com- 
¢ panies for financial assistance when accidents occur. 9 
y Premiums are paid to Surety and Marine Insurance Com- 


panies because policy holders have the utmost confidence 
that they will meet their obligations and extend a helping 


E It is inevitable therefore that INSURANSHARES 
- TRUST CERTIFICA‘’ES, which represent a pro 
rata beneficial interest_in shares of a diversi- 
fied list of leading Insurance Companies, should 


enjoy the same confidence and prestige as the y 
underlying securities, which are rooted deep 

‘ into the country’s business and social life. 

A Send for circular B-28 giving complete informa- 

y. tion about this safe and profitable investment. y 


INSURANSHARES CORPORATION ] 


:: Tel. Whitehall 9082 







erage which include not only the straight 
fire forms, but U. & O., rents, profits, 
leasehold, interest and the allied lines of 


sprinkler leakage, tornado, explosion, 
riot and civil commotion and earth- 
quake. If he is to survive and flourish 


he must combine in himself many of the 
qualifications of a lawyer, merchant, en- 
gineer, builder, manufacturer, account- 
ant, banker and business executive. To 
illustrate: 

He must know the contracts which he 
issues and be able to interpret them, to 
adapt them to given circumstances and 
conditions and properly cover almost any 
contingency ; 

His knowledge of values and the busi- 
ness prospects in given locations, neces- 
sary to enable him to advise as to 
amounts of insurance and to safeguard 
the interests of his companies by deter- 
mining the possibility of moral hazard, 



































must be on a par almost with that of the 
merchant ; 

Knowledge of construction methods 
and costs, fire protective devices and in- 
Stallations (all having a bearing on in- 
surance rates) must be part of his equip- 
ment; 

Manufacturing and other processes 
and their hazards he must know, in or- 
der to advise as to their arrangement so 
as to least imperil their surroundings; 

Fixed expenses, profits and losses he 
must also be able to calculate, requiring 
a familiarity with the operations of al- 
most any and every kind of business; 

To properly protect himself and his 
companies he must know when to extend 
credit and for how long; 

To convince the reluctant or unwilling 

of their insurance needs, he must have 
the persuasiveness of a preacher and the 
eloquence of a statesman at his ready 
command. 
_ Coupled with all of the others and act- 
ing as an inspiration and balance wheel, 
ke must be imbued with a loyalty to the 
ideals of his profession, have a profound 
belief in the integrity of his principals 
and a faith that his profession (for pro- 
fession it is) is rendering a high and 
necessary service to the community at 
large. 

Rather a formidable list of require- 
ments to set before the applicant for 
an agency, but a glorious opportunity 
for those who can and will equip them- 
selves. 

While not all of the qualifications list- 
ed are possessed in full measure by every 
agent, it is astonishing the extent to 
which company representatives, even in 
small towns and villages, are prepared 
to meet the exacting demands made on 
them. _The insuring public is a large 
beneficiary of these qualifications, which 
find expression in clearer contracts, bet- 
ter structures, controlled physical and 
reduced moral hazards, increased insur- 
ance protection and lowered costs. 





LONDON INSTITUTE OF AGE 





Twenty-first Anniversary Celebrated in 
London With Banquet Attended 
By 500 Persons 
Nearly 500 members and guests of the 
Insurance Institute of London were 
present at a dinner recently held at the 
Guildhall there on the occasion of the 
twenty-first anniversary of the founda- 
tion of the Insurance Institute of Lon- 
don and of the conference of the Char- 
tered Insurance Institute. Charles Hen- 
dry, fresident of the London Institute 
was in the chair : 
Sir Percy G Mackinnon, chairman of 
Lloyd’s, proposing the toast of “The 
Corporation of the City of London.” 
stated that during the past year the in- 
stitute had become more closely asso- 
ciated with Lloyd’s, and those connected 
with Lloyd’s would in future have full 
admission to the privilege of member- 

ship of the institute. 

The lord mayor replied. 

F. W. Pascoe Rutter proposed the 
toast of his Majesty’s ministers. Sir 
Philip Cunliffe-Lister, president of the 
Board of Trade, in reply, said that that 
institute not only ensured a high stand- 
ard of technical efficiency, but also an 


equally high standard of honor and in- 
tegrity. 





TO ANNOUNCE WINNERS 


The Hartford Accident & Indemnity 
will next week announce the winners of 
the three awards offered by the com- 
pany last January for the best “news- 
paper interviews” submitted by any li- 
censed agent or broker in the United 
States. The winning papers as well as 
a number of those receiving honorable 
mention will be published by the com- 
pany in pamphlet form. 





NORTH CAROLINA LOSSES 
Fire losses in North Carolina for the 
first five months of this year totaled $2,- 
322,914, compared with $2,775,580 in 1927. 
May losses for 1928 were $379,140 against 
$384,220 in the same month last year, 
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Let “X” stand for “Explosion” and it still 
remains an unknown quantity. How many 
residents of Pittsburgh knew that a terrific 
gas tank explosion would occur, destroying 
in its vicinity property values into the 
hundreds of thousands? And how many 
of the resultant sufferers carried Explosion 
Insurance? 


Far too few! But perhaps it wasn’t their 
fault; perhaps they had never been told 
that their fire insurance did not cover the 
explosion hazard. 


Happily, against the unknown we can 
match the known quantity—Explosion 
Insurance. How many of your clients need 
it to complete their insurance protection. 


FIRST AMERICAN 
FIRE INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. Y. 


CRNEST STURM, Cotman oF mt Bene, 
PAUL LMAIO, Passroenr 


‘CASH CAPITAL — ONE MILLION DOLLARS 


NEW YORK CHICAGO MONTREAL DALLAS SAN FRANCISCO. 
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Louisville Banker 
Talks To Agents 


HOSTILE TO BANK AGENCIES 








George Ewald Says Agents Can Hit 
Back at Offending Banks by 
Withdrawing Deposits 





One of the interesting features of the 
convention last week at Louisville, Ky., 
of the Kentucky Association of Insur- 
ance Agents was a talk given to the 
agents by a bank president on the sub- 
jects of banks and insurance. George 
Ewald, president of the Union Central 
Bank of Louisville, a financial institution 
less than a year old, has been opposed 
to banks operating insurance agencies, 
and has co-operated with the local in- 
surance agents of his home city. 

Mr. Ewald announced that he was go- 
ing to discuss the question from the 
viewpoint of the banker. First, he 
traced the history of banks, from the 
early days of individual bankers, or 
money lenders, private banks, and es- 
tablishment of deposit accepting depart- 
ments; later corporations with stock- 
holders; and by steady progression the 
safety vault for safe keeping of cus- 
tomers’ property; trust departments for 
handling their estates; real estate de- 
partments for handling the banks’ realty 
and that of customers and estates; mort- 
gage loan departments; insurance de- 
partments to handle coverage on prop- 
erties controlled; and next general in- 
surance departments, even to life in- 
surance departments in some instances. 

Mr. Ewald commented on a statement 
of the head of the Bank of Italy, to the 
effect that the bank had developed into 
a financial department store. 

Upholds Bank Agencies in Small Towns 


He contended that the argument on 
banks doing an insurance business did 
not apply to the small town bank, where 
both banking and insurance business was 
so small that the bankers had to have 
more than one business to make a living. 
He contended that the situation in. the 
large city was different and that Louis- 
ville had proven a hot bed for the bank- 
ing insurance argument. He stated that 
he did not believe that there was much 
possibility, or at least immediate possibil- 
ity of Louisville banks buying and op- 
erating insurance companies, as had 
been undertaken by the West Coast or- 
ganization, but contended that there was 
no reason why really large banks with 
great assets could not purchase and con- 
trol insurance companies as needed. 

He discussed methods of banks in 
some instances of forcing customers to 
insure through them if they desire loans. 
He contended that in such cases the 
bankers’ “We want your - insurance,” 
means “We must have your insurance.” 
He argued against unfair methods of 
bankers in taking insurance business 
away from agents for their own selfish 
gain, and touched upon taking of ex- 
piration dates from policies entrusted in 
their care with loans. 

He asked how the gradual encroach- 
ment of the banks could be blocked, con- 
tending that no one objected to fair com- 
petition, but to unfair methods, such as 
dictating to the customer how he must 
place his insurance. 

Withdrawing Deposits Agents’ Weapon 

Mr. Ewald contended that the banks 
were absolutely dependent upon their 
deposits, which represented their life’s 
blood, and nerves. If you hit the bank 
in its deposits you hit a solar plexus 
blow, was the inference he made. He 
contended that he was not favoring 
black-jack methods, but did not believe 
that insurance men should support finan- 
cial institutions which are opposing the 
insurance men. He held that the banks 
do not wish to lose insurance deposits 
or good will, as good will means a lot 
to a bank. 

Mr. Ewald stated that he knew that in 
Louisville some of the banks had estab- 
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lished insurance departments because 
they knew that other banks that had 
taken such action had not noticed that 
it had had any adverse effect on their 
business. Some of them were slow in 
taking any action regarding establish- 
ment of insurance departments. 

Mr. Ewald contended that he hap- 
pened to know that some of the life in- 
surance companies carry nice daily bal- 
ances with local banks, and that deposits 
of all insurance men, of all branches of 
insurance, including agents, company, in- 
dividual and other accounts, represent- 
ing fire, casualty, life and other lines, 
meant a great deal to the banks. 

He contended that the banks and the 
insurance interests were too big to fight 
each other, and that he felt that it would 
be better if each industry confined its 
activities to its own field. He stated 
that if the insurance organization of a 
bank was as active in developing the 
bank’s business as it is in development 
of a side line—or insurance—the bank’s 
natural business would be greater. 

Mr. Ewald was asked if his stand on 
the banking question had helped his 
bank to any extent. He replied that it 
had not, due to the fact that his was a 
bank only eight months old, and while 
it had shown rapid growth, depositors as 


a rule wished to wait a little while to see 
how a bank progresses. 

Edward J. Miller, one of Louisville’s 
largest local agents, took the floor, and 
stated that he had given Ewald’s bank 
a nice private account, but that the bank 
was not large enough as yet to give him 
the borrowing accommodation that he 
needed in June and December, and that 
he imagined that this was probably one 
reason why the agents had not sup- 
ported the bank as they should, as they 
can not always deal with the bank which 
they would like to deal with. Others 
contended that it was up to the agents 
to deal with banks that co-operated with 
them, not those who are opposing them. 





HEADS VIRGINIA BUREAU 





E. Wright Spencer, Manager of New 
Insurance Rating Bureau; W. C. 
Wood, Assistant Manager 
E. Wright Spencer has been elected 
manager of the new Virginia Insurance 
Rating Bureau. He was elevated to this 
post at a special meeting of the gov- 
erning committee of the bureau held in 
Richmond, June 29. He was manager 
of the old Virginia inspection and rat- 
ing bureau for nearly twenty years. 
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When this bureau was legislated out of 
existence, it was generally conceded 
that he would be retained to manage the 
new one established in place of it. Wyatt 
C. Wood, assistant manager of the old 
bureau, was also chosen to be assistant 
manager of the new bureau. Manager 


Spencer is clothed with authority, as 


previously, to select the personnel of the 
remainder of the office force. 


The governing committee made the 
necessary financial arrangements to in- 
sure operation of the bureau until as- 
sessments for its maintenance can be 
levied against the company members. 
A. R. Phillips, vice-president of the 
Great American, who was elected chair- 
man of the committee at its organization 
meeting June 22, retired from this posi- 
tion. Frederick E. Nolting, president of 
the Virginia Fire & Marine, was chosen 
to succeed him. Samuel W. Zimmer, 


president of the Petersburg Fire, is vice- 
chairman. 





’Quake Forecasts 


(Continued from Page 1) 


certain parts of the United States. Tides 
and currents for periods of years are 
foretold to this and other foreign coun- 
tries. And so as the years go by. and 
scientific investigation proceeds there 
may be some measure of earthquake pre- 
diction possible within extended areas 
and time periods. 

“We have made great progress in re- 
cent years by the discovery that the 
earthquakes occur near the surface of 
the earth. They originate at a depth 
not greater than about sixty miles below 
sea level. That distance is the limit to 
which crustal material of the earth ex- 
tends. Below that depth, the rock is 
weak and moves without breaking, al- 
though it is solid to stresses which act 
only for a short time, 


“Every large part of the surface of the 
earth has had earthquakes in the past. 
Probably all of the North American con- 
tinent once was covered by the sea 
though now much of it is high above sea 
level. There has been an uplift of strata 
evidenced generally. There could not 
have been any fracturing of this material 
without earthquakes. 


Basis For Making Forecasts 


“Looking back to the sedimentary age, 
we know today that mountain systems 
are due to sedimentation. Carried by 
rivers and other waterways, sedimentary 
material has been deposited along the 
ocean margins, say 150 or 200 miles from 
land. The earth’s crust has sagged 
under these enormous beds of sediment. 
The crust under the areas from which 
the sedimentary material came were 
made lighter by erosion and the sub- 
crustal material pushed up the crust to 
restore the isostatic balance. 

“Thus we have sinking of crust be- 
neath the sediments and the rising of the 
crust under erosion as cause of earth- 
quakes. The big Charleston, S. C, 
earthquake of 1886 and the one that oc- 
curred over a century ago at New Ma- 
drid, Mo., unquestionably are attribut- 
able to the overload of sediments snap- 
ping the rocks below as the crust of the 
earth tended to restore the isostatic 
equilibrium. The Montana earthquakes 
three years ago probably were due to 
erosion, for where there is rapid ero- 
sion, rocks break as the crust is thrust 
upward to restore the balance. 

“The earthquake problem has many 
angles, all of which never may be solved, 
but we may learn many things not avail- 
able to the investigators today. We can- 
not prevent earthquakes, just as we can- 
not prevent storms or the sweep of the 
tides or the menacing icebergs in the 
paths of the transatlantic liners. But 


we are able to make probably accurate 
guesses as to real causes of earthquakes 
and we may be able in some future pe- 
riod to develop information of real value 
as to frequency of occurrence within ex- 
tended prescribed areas.” 
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The first electric street railway 
opened at Baltimore Sept. 1, 1885 


HICKENS, horses and cows found this first 

electric railway an exposed and rather shocking 
affair, for when they crossed the tracks they very 
often had a rude jolt and were shot into the air ruth- 
lessly. All because the third rail was bare. Humor- 
ous and crude as this may have been, it was the 
forerunner of the present vast electric rail systems 
that have augmented our modes of communication 
and transportation. 

It was three decades before this first utilization of 
electrical power for travel that the Home started the 
flow of its resources to the world in the form of in- 
surance protection. 
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How Some Companies Feel Upon 


Brokerage Rates On N. J. Risks 





Fire, Marine & Liability Brokers’ Association Bul- 
letin Setting Forth Companies That Will Pay 
Higher Rates; Statements From Executives 


The Fire, Marine & Liability Brokers’ 
Association of the City of New York, 
Inc., last week distributed to its members 
a bulletin, signed by the Committee on 
Operating Costs, including Charles S. Ros- 
ensweig, chairman, Floyd R. DuBois and 
W. Douglas Owens, president of the As- 
sociation, setting forth the names of the 
fire insurance companies willing to pay 
what the brokers ask upon New Jersey 
business and also quoting from letters 
from these companies in which they give 
their reasons for paying the higher brok- 
erage rates. It will be recalled that the 
Hudson and Essex and other New Jer- 
sey county agents for the Eastern Un- 
derwriters’ Association companies say that 
they will not pay the 15% brokerage asked 
by the brokers upon 20% commission 
business. Some agents are willing to 
compromise upon a 12%4% brokerage, leav- 
ing a 7%4% overhead for the agents, but 
this the agents have absolutely refused 
“to accept. : 

The bulletin issued by the brokers ts 
of general value insofar as it e xplains the 
attitude of many company executives with 
reference to the compensation paid to 
brokers. The whole subject of proper 
commissions and brokerages is one that 
is being discussed all through the East. 
Its eventful settlement here will have a 
far-reaching effect. For that reason The 
Eastern Underwriter publishes in full the 
statement issued by the Fire, Marine & 
Liability Brokers’ Association : 

The following is a list of fire insur- 
ance companies who have agreed to pay 
15% and 20% brokerage on New Jersey 
fire risks or slight modifications of these 
rates: 


Companies Paying 15-20% Brokerage 
American Equitable. 

Bankers & Shippers. 

Brooklyn Fire 

Importers & Exporters. 

Knickerbocker. 

Merchants & Manufacturers. 

Metropolitan Fire. 

Mohawk Fire. 

National Guaranty 

New Jersey. 

New York Fire. 

Pacific Fire. 

Republic Fire. 

Standard of New York. 

Sylvania. 

The Tokio Marine & Fire. 

Globe of Pennsylvania. 

Companies Paying 15-20-25% Brokerage 
Northwestern National. 

Atlantic City Fire. (This company con- 
fines its writing on Atlantic City prop- 
erty.) 

Companies Paying 10-15-20% Brokerage 
Independence Fire of Philadelphia. 
The classifications to which these rates 

apply follow generally the list promul- 

gated by the Eastern Underwriters’ As- 
sociation except where otherwise indi- 

cated. j 
In addition to the above, certain non- 

affiliated companies and some members 
of the Eastern Underwriters’ Association 
have expressed to us in confidence their 
readiness to pay 15% and 20% brokerage 
on business submitted to them. We do 
not feel privileged to publish their names 
at present, but as soon as we secure 
their définite written agreements or the 
agreements of other companies with 
whom we are in communication we will 
bulletin the information to you. 

We have received numerous responses 
from insurance companies to our request 
for the establishment of 15% and 20% 
brokerage as proper compensation for 
the service rendered by highly organized 


Fire. 


brokerage houses. In general these re- 
sponses are sympathetic. The following 
are excerpts from some of the com- 
panies’ letters received by us: 

Excerpts From Letters Received 

From the Atlantic City Fire. Letter 
of Hugh Riddle: 

“Should you have any lines to place in 
Atlantic City, we will be glad to allow 
you 20% commission on all _ business 
placed with us.” 

From the Chicago Fire & Marine. 
Letter of Harold M. O’Brien, president: 

“In reply to your circular letter of 
June 15, regarding brokers’ commissions 
on business in the State of New Jersey, 
you can rest assured that the Chicago 
Fire & Marine and the Presidential Fire 
& Marine Co. will vote, when called 
upon, in line with your letter of June 11 
to President Bissell. 

“T fully realize that the commissions 
as discussed in that letter are not only 
necessary but justified, and you can 
count on our two votes to support that 
measure when the time comes.” 

From the Independence Fire. 
ot A. B. Roome, vice-president : 

“Now that an agreement has been 
reached among the companies as to the 
commissions which are to be paid agents, 
we have pleasure in advising you that 
our company is agreeable to paying the 
following scale of brokerage: 10% on 
classes eligible to 15% agent’s commis- 
sion; 15% on classes eligible to 20% 
agent’s commission; 20% on classes el- 
gible to 30% agent’s commission.’ 

Liverpool & London & Globe 

From the Liverpool & London & 
Globe. Letter of C. A. Nottingham, 
manager; dated May 25, 1928: 

“While this new scale is only a tempo- 
rary one, adopted to comply with the 
amendment to the Ramsay Act, and op- 
erative until October 31, we have no 
doubt that when a permanent commis- 
sion scale is adopted after consultation 
with the agents and brokers, it will be 
one which is reasonable and satisfactory 
to all concerned. You may certainly 
rely upon our not losing sight of the 
important interests of the members of 
your association, and that we will sup- 
port any reasonable plan.” 

From Corroon & Reynolds, Inc.: 

“This organization and its various af- 
filiations have been very much interested 
in the preblems of the brokers in re- 
spect to operating costs and compensa- 
tion allowances, and fully recognize the 
very important service rendered to the 
insuring public which reacts so greatly 
in a beneficial way to the companies 
themselves. 


Letter 


“It is very apparent to us that we can 


no longer disregard the fact that the 
brokerage fraternity are entitled to re- 
ceive a fair and equitable return for the 
highly technical service which they are 
rendering to the insuring public in our 
interests, and so that you may definitely 
know how our organization stands in 
respects to the matter of compensation 
in the State of New Jersey in so far 
as brokerage commissions are concerned, 
we advise you officially, on behalf of-the 
various companies listed, that we will 
very willingly agree to the payment of a 
commission in line with the range sug- 
gested by you—15% on ordinary business 
and 20% on preferred business. 

“Please be further assured that this 
organization stands ready to lend itself 
to complete co- operation with your or- 
ganization at all times and cannot help 
but again repeat we fully recognize the 
importance of the service rendered by 
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brokers to the insuring public, which, 
after all, is to our mutual interests.” 


Second Corroon & Reynolds Letter 


Also from Corroon & Reynolds, Inc.: 

“So as to relieve any cause for doubt 
as far as the attitude of our organiza- 
tion, our agreement with your associa- 
tion has not in any way been changed 
by our agreement to observe, in so far 
as agency compensation is concerned, 
the E. U. A. classification and scale, nor 
will the attempts of the Hudson County 
Agents’ Association to limit brokerage 
in any way affect our decision. 


“We again repeat our willingness to 
recognize the claims of your association 
for brokerage compensation of at least 
15% on general business and 20% on so- 
called preferred. 


“ a 

We observe from the paper accounts 
that at last the E. U. A. agency com- 
mittee on New Jersey compensation have 
agreed to a conference with members of 
your association, and we sincerely trust 
that the efforts that you are trying to 
bring about will be successful. 


“Perhaps this agreement on our part 
might be of some service to you in that 
direction. You are at liberty to use it 
if you so desire.” 

From the Importers & Exporters and 
the Mohawk Fire. .Letter of M. 
Heide, vice-president: 

“We realize quite well that the brokers 
of New York had nothing to do with the 
passage of the law in question. We 
feel that the brokerage which has here- 
tofore obtained on New Jersey business, 
15% on ordinary business and 20% on 
preferred business, was adopted after 
due consideration of conditions involved 
in securing and handling the business. 
Our companies have always felt that 
this brokerage is reasonable and we can 
see no good cause for changing it at 
this time. Irrespective of whatever dif- 
ferential may be established by other 
companies, acting individually or in 
group, we intend to maintain and con- 
tinue this brokerage allowance. 

“T have always been favorably dis- 
posed toward the idea of a conference 
when any radical change is contemplated 
affecting the interest of two parties. 
Your request for the privilege of having 
the committee of your association meet 
with the companies operating in New 
Jersey seems rational and may lead to 
a satisfactory solution of your part of 
the problem. As you probably know, 
we are not members of the Eastern 
Underwriters’ Association and, there- 
fore, would hardly care to make any sug- 
gestion to that organization in further- 
ance of your request for a conference. 
On the other hand, you may feel free to 
use my services in procuring such a 
meeting with officials of companies out- 
side of the association.” Z 


Pacific Fire Statement 


From the Pacific Fire, Bankers & Ship- 
pers and New Jersey. Letter of C. V. 
Meserole, president: 

“As we understand the New Jersey 
commission law we believe that we are 
free to pay whatever brokerage commis- 
sion we wish, and under existing condi- 
tions we believe that brokers on New 
Jersey business are entitled to 15 and 
20% commission provided they have the 
right grade of business, and our com- 
panies are very glad at this time to pay 
those commissions to brokers whose ac- 
counts we consider desirable.” 

From the Tokio Marine & Fire. Let- 
ter of Geo. Z. Day, assistant general 
agent: 

“Please accept this letter as a matter 
of record in connection with commis- 
sions, that this company is willing to 
pay a brokerage commission of 20% on 
preferred business and 15% on all other 
business coming from brokers.” 

From National Guaranty. Letter of 
J. J. Shields, secretary: 

_ “In reply to your letter of May 21, 

wish to advise that the scale of commis- 
sions you propose on brokerage business, 
i.e, 15% on ordinary business and 20% 
on preferred business, is acceptable to 
us, and we would be very glad to receive 
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NVISIBLE shadows hover over every vacation 

trip. It’s joys can be clouded at any moment by the 
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able, as well as one of the most essential forms of in- 
surance obtainable. 





Agents are invited to write for Selling Points 
and Outline of the Personal Effects Policy. 


“[IVERPOOL, 
wo [LONDON 
GLOBE, 


Insurance Co ep 

Executive Offices: 1 Pershing Square 
80th Park Ave. at 42nd St., New York, N. Y. 
Year in the Western Dept. Pacific Coast Dept. 
United States CHICAGO SAN FRANCISCO 


THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 









































offerings from your members at the 
above scale of commissions.” 

From the Travelers Fire. Letter of 
Robt. H. Williams, vice-president: 

“The scale of commission subscribed 
to by our company for the state of New 
Jersey is on the basis of 15-20-30%, the 
15% class being largely confined to farm 
risks or other unprotected business of 
doubtful desirability. On such classes 
where we only pay 15% very naturally 
the brokerage could hardly be expected 
to exceed 10%. 

“We are in full sympathy with your 
principle of adequately reimbursing the 
producer who secures the business.” 

From the Westchester. Letter of Sec- 
retary Gaillard: 

“We are fully in accord with your 
views that brokers should have the posi- 
tion to which they are entitled by reason 
of their production and consequent im- 
portance in the business. We shall be 
glad to participate in any meeting which 
may be called to discuss this matter more 
fully, and we hope that the relative im- 
portance of the broker and the agent 
may be more clearly defined, and some 
basis arrived at for a division of commis- 
sions in proportion to the cost of pro- 
duction.” 

We might quote like friendly expres- 
sions from many more letters in our 
possession. It is pleasing to observe that 
companies’ executives appreciate the 
proper status of competent brokers and 
that they are in sympathy with our re- 
quest for fair brokerage rates. With 
our operating expenses averaging more 
than 12%, the present brokers’ commis- 
sions obviously are inadequate. 





BAN ON ONE-DAY POLICIES 





Reasons Why English ‘Auto Insurance 
Carriers Won’t Cover Actors Or 
Bookmakers; Hazard Great 
Most of the automobile insurance com- 
panies in England are putting the soft 
pedal on one-day policies, the demand 
for which has been very great of late. 
The Sunday “Express” has been active 
in securing the opinion of a number of 
the most interested companies hitherto 
writing this class of risk. In part, the 

paper says: 

Insurance brokers have notified garage 
proprietors in all parts of the country 
that the companies are not now prepared, 
except in special circumstances, to grant 
one-day motor-car insurance policies to 
members of the theatrical profession and 
bookmakers. Racing motorists and air- 
men have been barred for some years. 

The effect of this decision will be that, 
unless the owner is prepared to take the 
risk or a company waives the rule, per- 
sons in these three categories will be 
unable to hire a motor car for a day and 
drive it themselves. 

One broker sizes up the situation as 
follows: “The whole point is that acci- 
dents under these classes are much high- 
er than in any other. Bookmakers, of 
course, mix in large crowds, with con- 
siderable damage to the car. 

“It has been our experience that mem- 
bers of the theatrical profession hire cars 
simply for joy-rides, leave them outside 
hotels for long periods and fail to exer- 
cise a reasonable amount of care.” 





HONOR J. E. KINSLEY 


Tendered Luncheon; Presented With 
Watch For Efforts in Reducing Bronx 
Fire Insurance Rates 

Assemblyman Joseph E. Kinsley, New 
York, was the guest of honor at a 
luncheon given by a group of Bronx 
property owners and builders last week 
at the Concourse Plaza, Bronx. The 
event was given in appreciation of Kins- 
ley’s successful effort to reduce fire in- 
surance rates in certain sections of the 
Bronx. 

John Stratton O’Leary acted as toast- 
master and presented Mr. Kinsley with 
a gold wrist watch, a token of esteem 
from the group of men responsible for 
the luncheon. There were about 100 
guests present. 
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Contends Trade Paper 
Isn’t A Trade Bible 


AN OPEN FORUM FOR _ IDEAS 
Young E. Allison, Jr., Says It Is a 
Place For Fighters and Thinkers 
To State Their Views 


Young E. Allison, Jr., vice-president of 
the “Insurance Field” of Louisville, Ky., 
and a clever and capable wielder of the 
insurance journalistic pen, spoke last 
Thursday before the convention of the 
Kentucky Association of Insurance Agents 
on the subject of “Is the Trade Paper a 
Bible?” He says it ts not. Rather the 
function of the insurance trade press is 
to present ideas for the readers to talk 
and think about. Instead of telling in- 
surance people what to do, Mr. Allison 
contends the trade paper ought to pub- 
lish news accurately and promptly, with 
editorial discussion of current events and 
then let the readers themselves decide 
what ts the right course to follow. Mr. 
Allison’s talk follows: 

Is the trade paper a trade bible? 
_The _ question might be answered 
simply yes, or no, and allowed to rest 
there, but I think the idea is to have 
it not so much answered as discussed. 
So let’s say it is maybe a trade bible, 
for the sake of the discussion. The 
Bible was written mostly by prophets 
and saints, and it would be a brave edi- 
tor who would claim to be either one— 
much less both. 

The trade paper might rather be com- 
pared with the minister than with the 
Bible itself. The minister preaches a 
living religion, interpreting the inspired 
classic in words of today, dwelling upon 
the old principles that are still new be- 
cause they never change. Which is ex- 
actly what the trade paper editor does 
concerning his line of endeavor. He 
keeps hammering at old _ principles 
through the medium of new ideas and 
today’s developments. To follow the re- 
ligious color of the subject one step fur- 
ther, it might be said that the editor’s 
task is to present fundamentalist views 
in modernist dress. 


Papers Not Trade Bibles 


It would be possible to go along end- 
lessly in pointing out similarities be- 
tween the trade paper and the Bible. 
But, similarity is not identity, and the 
trade paper is not the trade bible, nor 
should it be. The trade paper is no 
trade bible unless the men following that 
trade are the sort who make a religion 
of their business. They ought, of course, 
to bring enough religion into business 
to serve as a guide—because, after all, 
religion and business both rest upon 
good faith. But Lord deliver us from 
the man whose business is his religion. 
He is even worse off than the man who 
makes a business of religion—who turns 
reformer and wants to make the rest of 
the world do as he says he does. The 
man who makes business his religion 
makes work for the one who makes his 
religion a business, and thus encourages 
the breed of reformers. If insurance 
were religion, its trade bible would be 
written by the underwriting profits and 
the commission saints—and a fine pagan 
volume it would be. 

The trade paper should have no re- 
ligion except in the sense that it should 
seek to publish the truth—to present its 
news accurately as well as promptly. In 
the main that is what trade papers do. 
But none of them should pretend to be 
trade bibles, unless they find pleasure in 
kidding themselves, and in that case no- 
body should take them seriously. 

What the trade paper should do is 
not to tell the people in the business 
how to behave. There are laws and 
commissioners and authorities enough 
for that. Rather it should give the peo- 
ple in the business something to think 
about—to keep brains in motion. To do 
that it is necessary for the paper to have 
on its staff a few people who can think 
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for themselves—sometimes, at least — 
and can recognize an idea when they 
meet one, and who will keep in close 
touch with people in the business who 
also think. 

New Life In Old Ideas 

Not every thought is new, but as dif- 
ferent men take hold of old thoughts 
they dress them up differently. New 
brains put new life in old ideas, and 
something results that is as good as new 
because it is different from what has 
gone before. If everybody waited to 
talk till he could think of something 
never before said or even approached, 
the human race would have been dumb 
for thousands of years. 

It is the new aspects of old things— 
the old primal principles in modernistic 
clothes—that the trade paper must search 
out and put in its columns. That is what 
makes people think, and when people 
think they are doing for themselves 


what nobody else can do for them suc- 
cessfully. 

It follows naturally that every reader 
is not going to agree, always, with what 
is published. And that is exactly what 
the reader ought to welcome. Disagree- 
ment, provided it is friendly, provokes 
thought. Nobody who was entirely con- 
tent with things as he finds them ever 
yet got anywhere. Progress comes 
through wanting to make something dif- 
ferent, through discovering that others 
disagree with one’s desire, and through 
convincing the others that a different 
way is better than the old way. Or, per- 
haps, in getting convinced that the dif- 
ferent way is not so good, after all, 
which may lead to the discovery of still 
another way that is still better. 

It is the trade paper editor’s job to 
present these new ideas and views and 
encourage a quicker job of disagree- 
ment and convincing. That is his part 
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in aiding progress. It is a fact that a 
good idea is never spoiled, except per- 
haps temporarily, by printing the news 
about it, and no better way of alleviat- 
ing evils has yet been found than to get 
them into the limelight and start peo- 
ple thinking. 
Editors Welco Di i 

If you read something you don’t agree 
with, tell the paper about it. By that I 
don’t mean to point out the obvious in- 
accuracies and minor typographical er- 
rors that will creep in, no matter how 
many people try to keep them out. The 
editor saw all those about two minutes 
too late to do anything about them. But 
on matters of fact, on questions of prin- 
ciple, on points of opinion, give your 
side and your reasons for disagreement. 
Then you help bring the discussion to a 
*head and either educate others to your 
view or let others convince you of 
theirs—and some progress is made. 

Fresh views from fresh people always 
bring joy to an editor’s desk. When you 
express your opinion on a subject of im- 
portance, you help yourself, you help 
others and you help make some editor 
happy. 

But you don’t help make his trade paper 
a trade bible, because that is exactly 
what a trade paper has no business try- 
ing to be. It is an open forum—where 
the fighters and thinkers can do their 
stuff and get somewhere. A _ business 
man without his trade paper is like that 
horned frog shut up for thirty years in 
a Texas church cornerstone. He was 
just alive and mostly asleep. 








2,07 NEW BROKERS 





That Number of Licenses Issued in Year 
to Persons Entering Insurance 
in New York 
Beginning July 1, 1927, under a spe- 
cial ruling of Superintendent of Insur- 
ance James A. Beha, the names and ad- 
dresses of newly licensed insurance 


brokers in New York state were made 
public for news purposes. During the 
year ended June 30, 1928, a total of 
2,207 newly licensed brokers have been 
added to the roll of New York state in- 
surance brokers. 

Under a recent ruling of the Superin- 
tendent of Insurance the applications of 
all persons who applied for a broker’s 
license after June 15 are being held 
pending a written examination as to the 
candidate’s fitness, to take place under 
the provisions of the new law which 
goes into effect July 1. There are more 
than 100 applications for broker’s li- 
cense now pending. 

By month the newly licensed brokers 
since July, 1927, were as follows: 

July, 1927, 185; August, 115; Septem- 
ber, 135; October, 130; November, 103; 
December, 40; January, 322; February, 
181; March, 284; April, 258; May, 226; 
June, 228; total, 2,207. 

The above figures are for licenses is- 
sued to persons who are entering the 
insurance profession as brokers and does 
not include renewal licenses. 





LAUGHTON BACK IN FOLD 


Frank W. Laughton, agent at Rich- 
mond, Va., for the Phoenix of London, 
who resigned his membership in the In- 
surance Exchange of that city last year 
in protest against the adoption of a 
dual agency rule affecting South Rich- 
mond, has come back into the fold. Mr. 
Laughton is a former treasurer of the 
organization. Under the dual agency 
rule, companies with agencies in Rich- 
mond proper were permitted to plant an 
additional agency in South Richmond. 





SPAIN INSURES ALL TRAVELERS 

All travelers in Spain by boat or rail- 
road will be insured against accident in 
the future, the Associated Press states. 
The premium will be added to the cost 
of the tickets. Proceeds will be devoted 
to an agency encouraging tours in 
Spain. oe 
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American, Newark, To 
Build New Home Office 


WILL FACE WASHINGTON PARK 





Plans Not Known; Close Proximity of 
Commercial Casualty, Globe Indem- 
nity, N. J. Fire Buildings 





Aside from a few details that must be 
ironed out, it has been definitely decided 
that the new home of the American of 
Newark will be located on Washington 
street, adjoining the public library and 
directly opposite Washington Park. 

With the erection of the building it 
will be the fourth insurance structure 
facing the park, the others being the 
Globe Indemnity, Commercial Casualty 
and the New Jersey Fire. Several plans 
have been submitted, one calling for a 
seven-story structure while another was 
that for a twenty-story building. No 
definite plans, however, have been de- 
cided upon as yet. 

Company 82 Years Old 

The company, which is in its eighty- 
third year, was organized and incor- 
porated in February, 1846, and started to 
transact business on April 1, of the same 
year, on the second floor of the Daily 
Advertiser, now part of the Kinney 
building. 

In 1849, the business of the company 
had expanded to such an extent that 
larger quarters were necessary and they 
took more commodious quarters in the 
Life Insurance Company building at 153 
Market street, in 1849, where they re- 
mained for about thirteen years. On 
April 1, 1862, the company moved into 
its own home office building, located at 
748 Broad street, a four-story brown 
stone structure, which was_ considered 
one of the finest structures of its kind 
in Newark. 

Here the company remained for forty- 
two years when they were again forced 
to seek larger quarters, and in February, 
1904, moved into their present quarters 
at 70 Park place, which was recently sold 
to the Public Service Corporation, who 
will build an extension to their present 
building which adjoins the American 
building. 

The architecture of the present build- 
ing is of a strictly classical style and 
was at one time considered one of the 
finest insurance home office buildings in 
Newark and which was constructed un- 
der the supervision of Cass Gilbert. 

The property acquired from the insur- 
ance company covers the largest consid- 
eration ever paid for any real estate in 
Newark in one parcel that was unat- 
tached from a commercial institution 
and from a purely real estate transaction 
is the largest amount involved in any 
realty deal in the center of the city. 

With the addition of the American 
building in its new locality, it will open 
a new insurance district, particularly if 
the company decides to erect a sky- 
scraper, as an attempt will be made to 
induce agents and brokers to locate 
there. It will be near the new Union 
station of the Pennsylvania Railroad and 
Hudson tubes, and but a short walk from 
other railroads entering the city. 





MEYBORG SUCCEEDS GIMBER 

Milton J. Gimbr, who has been super- 
intendent of burglary lines for the Na- 
tional Surety in New Jersey, has re- 
signed. His successor is J. Harry Mey- 
borg. 


Outlines Powers Of 
Virginia Commissioner 


MUST VIEW ALL FIRE FORMS 





Commissioner Has Right to Say Whether 
Applicants for Licenses Are 
Entitled to Same 





The State Corporation Commission of 
Virginia, in a general order relating to 
the Division of Banking and Insurance, 
has outlined the duties of the Commis- 
sioner of Banking and Insurance. Some 
of the features of this order are as fol- 
lows: 

The Commissioner is authorized and 
required to perform all purely adminis- 
trative duties to all kinds of insurance 
within the jurisdiction of the State Cor- 
poration Commission and_ shall have 
under his immediate control and super- 
vision the personnel employed in the di- 
vision, and shall perform such other du- 
ties as he may from time to time be 
directed to perform by the commission. 
Discretionary and judicial duties will be 
handled primarily by the Commissioner 
and by him referred, with recommenda- 
tions, to the commission for action. 

There will be kept an insurance order 
book, separate from other order books, 
and in addition the Commissioner must 
keep a minute book which will contain 
a daily record of his official acts. 

Fees and assessments will be paid to 
the Commissioner as the agent of the 
commission and will each day be de- 
posited by him in the State Treasury. 

The Commissioner will each year pre- 
pare and submit in the form of an order 
the assessment which in his judgment 
should be made against the insurance 
companies. 

All papers relating to insurance will 
be filed by the Commissioner. 

The Commissioner is required to exam- 
ine each form of fire insurance policy. If 
it conforms to the standard of Virginia 
it will pe filed. Otherwise it will be sub- 
mitted to the commission. 

The Commissioner is required to pre- 
pare all necessary forms for the use of 
the insurance and banking business, the 
same to be subject to the approval of 
the commission. 

Where any application for a license is 
made by an insurance company, agent, 
solicitor or broker the Commissioner 
shall issue such license if he finds that 
the applicant is clearly entitled to the 
same, but if there is a reasonable ques- 
tion as to the issuance of the license the 
matter shall be referred by him to the 
member of the commission in charge of 
the general administration of the insur- 
ance laws for action thereon by the 
commission. 





NOT TO JOIN ASSOCIATION 





President Kennedy of Buffalo Says Im- 
proving of Conditions Here Should 
Be Left to Resident 


The Buffalo Insurance Co. believes 
that the improvement of conditions in 
New York City should be left to resident 
citizens and corporations and not to any 
corporations and not to any degree to 
outside fire companies. For that reason 
President Sidney R. Kennedy of the 
Buffalo, in a letter to a prominent fire 
insurance executive in New York, de- 


clines the offer to join the Merchants 
Association of New York. Mr. Kennedy 
says: 

“The improvement of existing condi- 
tions in New York City should be in my 
opinion properly left to its citizens and 
to resident corporations and not in any 
degree to non-resident fire insurance 
companies, Were the Buffalo Insurance 
Company to join merchants associations 
and similar bodies for the purpose of im- 
proving conditions in every city in which 
we operated, I can only dimly visual'ze 
the effect upon our expense ratio. 

“Ir is consequently clear to me that 
we would not be justified in joining the 
Merchants Association of New York, 
and should we do so, I believe we would 
derive no commensurate benefit from our 
contribution.” 





535 CARS STOLEN 
Five hundred and thirty-five automo- 
biles, valued at $382,114, were stulen dur- 
ing April in New York State, Charles A. 
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Harnett, Commissioner of Motor 
hicles, reported recently. 
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Special Urges Agents 
To “Adjust” Claims 


“SETTLE” 
National Union Man Says Companies 
Are Spending Too Much in Desire 
To Satisfy the Claimants 


NOT MERELY LOSSES 





Agency loss adjustments compared 
with agency loss settlements is the title 
Edwin R. Pond, special agent in New 
York State for the National Union of 
Pittsburgh, uses for an article he has 
written for the “National Union Insur- 
ance News” in which he takes up that 
troublesome question of the settlement 
of claims. Mr. Pond, writing with the 
experience of one who travels a large 
and important territory of 30,000 square 
miles in the thickly populated state of 
New York, states the undisputed fact 
that too many local fire agents, clothed 
with a certain amount of authority as 
adjusters, are settling their losses with 
the best interest of their assureds in 
mind rather than insisting upon an ad- 
justment air to both parties. 

Special Agent Pond exorts agents to 
aid in this general effort being made to 
stem the flood of funds being paid out on 
losses which are settled for more than the 
companies should be liable. His article 
is particularly pertinent at this time be- 
cause of the move being taken by many 
company members of the National Board 
of Fire Underwriters to centralize adjust- 
ments under the close supervision of the 
companies. . 

Here are some of the points made by 
Mr. Pond: 

“For years the great fire insurance 
companies have been regarded by a large 
share of the public as great financial 
institutions with inexhaustible assets due 
to the fabulous sums quoted in their an- 
nual statements. It was not until the 
last few years that the public at large 
has come to realize what a large por- 
tion of the working capital is paid out 
in losses. At least those connected with 
the insurance business in the capacity 
of employes and agents and other busi- 
ness men who are prone to make anal- 
ysis of results have come to realize that 
the fire insurance companies are not 
making the profit on underwriting which 
their efforts and capital warrant. In 
short, it is now a recognized fact that 
losses are entirely out of proportion to 
the premium income and operating ex- 
penses of the business. 


Companies Eager To Be Fair 


“We all know that if there were no 
losses we would do no business. The com- 
panies are ready and willing to pay all 
legitimate losses and to pay the assured 
fully for what he has lost. However, 
it is also a well known fact that the 
companies more often overpay a loss 
than they pay what the assured actually 
has lost. When a policyholder suffers 
a loss due to a fire we are in business 
to reimburse him for his loss, but we 
are not in business to make it possible 
for him to actually gain by fire damage. 
The companies are endeavoring to cor- 
rect this great leak in the business and 
company field men, adjustment bureaus 
and independent adjusters have realized 
for some time that loss adjustments must 
be brought down to an equitable basis 
and have been working diligently along 
these lines. 

“The purpose of this message is to 
emphasize upon our local agents the im- 
portance of exercising care in the ad- 
justment of small losses which are re- 
ferred to them for adjustment. Many 
companies have already discontinued the 
practice of referring small losses to 
agents, for they are very conscious of 
the fact that the privilege has been 
abused by some agents. 

“In this day of general equalized com- 
missions and uniform rates, one company 


has little more to offer than another, ex- 
cept the much abused word ‘service.’ In 
turn local agents are anxious to render 
prompt service to their clientele in the 
way of prompt loss adjustments. For this 
reason, to the mind of the writer, it is 
practical for trustworthy agents to adjust 
their small losses. Many agents appre- 
ciate this privilege, not only for the 
prompt service they are able to render 
their cilentele, but because it brings 
them in closer contact with them and 
creates a feeling that the agent is vir- 
tually the company; for, the insuring 
public depend on their local agents with 
whom they are acquainted, rather than 
on the company that issues the policy, 
whose headquarters may be many miles 
away. 

“The territory under the writer’s su- 
pervision consists of thirty-one counties, 
comprising over 30,000 square miles. 
may be in one point off my field when 
a loss might happen at another point 
which would be 300 miles from where 
I am at the time. It is obvious that 
if prompt attention is to be given to the 
adjustment of these losses that the 
practical thing to do is for the company 
to refer the adjustment to the agent or 
go to the expense of referring it to an 
independent adjuster or the Adjustment 
Bureau in the vicinity, wh may not get 
to the loss any sooner than the field 
man could travel the distance. 

“Now, in order that this practice may 
be economically exercised, it is imperative 
that the local agent be of a type who 
would adjust the loss as carefully and 
thoroughly as would an experienced ad- 
juster, investigating the cause of the 
origin, determining whether or not the 
cause of the damage is one which the 
policy contract covers and has satisfied 
himself that the loss was legitimate in 
every way, and will then proceed with 
the adjustment arriving at a figure which 
represents the actual l6ss to the assured 
after making proper application of de- 
preciation and obsolescence. Of this 
type of agent I am grateful to say there 
are many and to them belongs the por- 
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Co-operation 


One of the principles 
laid down by our foun- 
ders was that of square 
dealing, fairness and 
complete co-operation 
with our agents. We 
are constantly striving 
to live up to this heri- 
tage in all our trans- 
actions. 








of Waster Te 





tion of the title ‘Agency Loss Adjust- 
ments,’ 


Leaves Assured To Fix Own Claims 


“Unfortunately there are a number of 
agents who come under the heading of 
‘Agency Loss Settlements.’ Too many 
times the field man has discovered that 
there is a type of agent who will take 
a notice of loss over the telephone, ask 
the assured then and there what his 


(Continued on Page 32) 
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Fire & Marine Golf 
Meet At Elizabeth 


CONGDON JR. GETS REID CUP 


Present Officers Will Permanently Head 
This Well Known Pleasure 
Organization 





The New York Fire & Marine Insur- 
ance Golf Association returned to the 
Suburban Golf Club, Elizabeth, N. J., 
for the annual spring tournament of the 
association last week. Warm weather 
with light showers greeted the members 
and their guests as they contested for 
the several trophies offered. The Subur- 
ban course was in the best condition in 
its history and the ancient and honorable 
Scotch pastime was enjoyed by the sev- 
enty-five participants in the tournament. 

It is an old story to tell that “Eddie” 
Gallagher, Harry Barley, “Bill” Glenney 
and Leon Lewis, officers of the associa- 
tion covered themselves with glory by 
handling the day’s activities in a highly 
capable manner, but such was the case. 
Some time in the future, the members 
of this organization will come to the 
realization that for many years four real 
bricks have been handling the bulk of 
the work in connection with their annu- 
al golf parties and show some apprecia- 
tion through ordinary co-operation. 

Gets Championship Cup 

The Championship Cup, known as the 
“Wallace Reid Trophy,” has at last found 
a permanent owner, for E. W. Congdon, 
Jr., grabbed a third leg on the trophy 
last week with a gross score of 79, and 
becomes its permanent owner thereby. 

This cup was donated in 1917 by Wal- 
lace Reid. That year it was won by 
Gardiner White. There was no tourna- 
ment in #1918. In 1919 it was won by 
William T. Glenney; 1920, by Hugh R. 
Loudon; 1921, by E. W. Congdon, Jr.; 
1922, by E. W. Congdon, Jr.; 1923, by 
Arthur C. Willis; 1924, by Wm. T. Glen- 
ney; 1925, E. M. Wild; 1926, by E. M. 
Wild, and 1927, by A. P. Wade. 

Winners of Other Events 

_In the morning medal play handicap, 
eighteen holes, the winner in class A 
was D. A. Morrison, 86-18-68; second 
prize, E. Leon Lewis, Jr., 88-16-72; class 
B, first prize, E. Stanley Jarvis, 89-20- 
69; second prize E. W. Congdon, Sr., 
91-20-71. 

Afternoon Events 

In the four ball medal play handicap, 
first prize was won by R. J. Newhouse 
and G. Creede, 81-16-65; second prize, 
Wilfred Garretson and W. F. Barton, 
83-17-66. 

Guest Prize 

It is always a pleasure to record the 
playing of this event in the association 
tournament for it typifies the real spirit 
of the organization whereby the chief 
prize 1s given to a guest, a man not iden- 
tified with the insurance business, who 
accompanies one of the members of the 
association to the tournament. Last week 
the winner was George St. John, Jr., 
with a score of 87-20-67. He was a guest 
of Edward Gallagher. 

Good-Fellowship Cup 

Another fine feature of the association 
tournament was the presentation of the 
Good-fellowship Cup. This is presented 
to some one man outside of competition 
in recognition of his interest in the or- 
ganization activities. This year it was 
presented to A. Duncan Reid, president 
of the Globe Indemnity. There is, per- 
haps, no more generally well-known or 
more popular casualty executive through- 
out the entire United States. Mr. Reid 
played a foursome, made up of John S. 
Turn, vice-president of the Aetna Life, 
in charge of casualty insurance in New 
York; T. F. Handy, member of the firm 
of Benedict and Benedict, and Paul 


E. L. Lewis, Jr. 
Vice-President 


H. W. Barley 
President 


Rutherford, vice-president in New York 
of the Hartford Accident and Indemnity. 
Banquet 

Following the day’s play, as is the 
custom, a banquet was held in the even- 
ing in the club house of the Suburban 
Golf Club, at which the various trophies 
were presented to the winners. 

At the opening of the dinner before 
service started, President Barley asked 
that all in attendance stand for a mo- 
ment in silent prayer, a tribute to the 
memory of Frederick C. Smith and Hen- 
ry W. Ives, both of whom have died 
since the last tournament, in fact, re- 
cently. 

During the dinner there were several 
short speeches. Among those who talked 
were Frank B. Heller, prominent agent 
of Newark, and vice-president of the 
Suburban Golf Club, and a member of 
the New York Fire and Marine Insur- 
ance Golf Association; A. Duncan Reid, 
president of the Globe Indemnity; Har- 
ry W. Barley, president of. the associa- 
tion; .William T. Glenney, and Edward 








Edward Gallagher 


Treasurer 


W. T. Glenney 
Secretary 


Gallagher (who was in a very serious 
mood). 

An interesting incident was the pres- 
entation of the championship cup to its 
permanent owner by Wiliam T. Glenney. 
With two legs on the trophy himself, 
he expressed genuine regret at seeing 
it pass from the association to a per- 
manent owner, his regret coming from 
the fact that the name of Wallace Reid 
had meant and still means so much to 
the association, that he did not want to 
see its influence pass, as Mr. Reid typi- 
fied the true spirit of good-fellowship 
and fair play, which the association has 
always tried to maintain. 

Notwithstanding, he said to Mr. Cong- 
don in presenting the cup, that he was 
sure he voiced the sentiment of not 
only himself, but of all those who had 
won a leg in the cup, that there was no 
one whom he would rather see become 
its permanent owner than Mr. Congdon. 

At the dinner another item of interest 
came about in the permanent election as 
officers of the association, sponsored by 


Frank B. Heller when President Barley 
tendered his annual resignation, of its 
present officers. 

The association has been invited to 
return to the Suburban Golf Club for a 
Fall tournament. This is deeply appre- 
ciated and the thanks of the association 








G. Creede 


R. J. Newhouse 


is tendered to the officers and governing 
committees of the Surburban Club for 
the courtesies and fine treatment accord- 
ed the members and guests at the tourn- 
ament last week. 

New Championship Cup 

It will be interesting to members of 
the New York Fire and Marine Insur- 
ance Golf Association, who were not in 
attendance at the Suburban Golf Club 
meet last week, to learn that a new cup 
to take the place of the “Wallace Reid 
Trophy” has been presented to the asso- 
ciation by President Harry W. Barley. 

The cup is to be a permanent trophy, 
to remain with the association regardless 
of who wins it, and the number of times 
they win, but the winner’s name is to 
be engrossed on the cup. 

In addition to the cup, as has been 
the case in the past, a gold medal will 
be presented to the winner each year 
emblematic of the championship. 

It will be further interesting to know 
that A. Duncan Reid, president of the 
Globe Indemnity Company, has present- 
ed to the association a cup to be com- 
peted for each year by members of the 
association fifty years of age and over. 
The same rules will govern competition 
for this trophy as governs the champion- 
ship cup. Competition for the A. Dun- 
can Reid trophy does not preclude com- 
petition for the championship cup. 
(Note—Additional pictures on page 32) 








Some Of The Association Trophy Winners 





E. W. Congdon, Jr. D. A. 


Morrison 





E S. Jarvis 


Wilfred Garretson 





E. W. Congdon, Sr. 
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A Very Popular Foursome At Elizabeth 


A Duncan Reid 


T. F. Handy 





Adj usting Claims 


(Continued from Page 30) 


damage is and prepare a proof on the 
assured’s say-so. kortunately most peo- 
ple are honest, but when it comes to a 
Gamage to their property on which they 
hoid a policy, they have an exaggerated 
idea of their damage. The assured may 
call up his agent and advise him that a 
couch cover has been damaged (prob- 
ably a cigarette burned a hole in it). 
This type of agent asks his client at 
‘how much he valued’ the couch cover 
and the assured replies that he does not 
recall exactly how much he paid for it, 
but he thinks he can get a new one for 
about $25. 

“If the agent would be as honest about 
settling this claim as he would be were 
he dispensing his own money, he would 
go to the scene and there he would 
probably find that while the assured ac- 
tually had a damage, it was very trifling. 
He would also probably find that a new 
cover of this type could be purchased 
for $10. Not a word has been said of 
the fact that the assured has probably 
had five or six years use out of this 
cover and has not actually lost a $10 
cover (assuming that to be a reasonable 
price for the replacement of a new one 
of the same type tnd quality). Further- 
more, the cover in its present condition 
is not more than 50% damaged, due to 
the hole burned in it. 

“I merely make this ordinary case as 
an example. To the agent who reads 
this and comes to the conclusion that the 
author is pecuniary, I ask him to con- 
sider that this, which has hurriedly been 
taken proof for in the amount of $25, 
should have been settled for $5 and set- 
tlement in that amount would have been 
fair to all concerned. One might think 
that a difference of $15 or $20 is too 
small, but I invite your attention to the 
fact that if this were the only loss it 
would not be necessary to be so care- 
ful, but when it is considered that hun- 
dreds of these losses from various parts 
of the country are reported day in and 
day out throughout the year, the sav- 
ing of a properly adjusted loss over that 
of a carelessly settled one amounts to 
an appalling figure. I repeat that the 
company does not wish a represeritative 
to be ‘small’ in any such matter, but 
they want the assured paid for what he 





John S. Turn Paul Rutherford 


actually lost and they do not want him 
overpaid. 
Payments On Small Losses 

“I discovered an instance a few years 
ago which developed that an agent was 
actually soliciting business through en- 
couraging his clientele to report small 
losses which he in turn reported to his 
companies in exaggerated terms and set- 
tled the loss on that basis. In that in- 
stance we were interested on an apart- 
ment house together with four other 
companies. Our proportion of the loss 
was reported as $75 and following our 
usual practice the company referred the 
adjustment to the agent. The loss was 
reported in the amount of $300 and four 
companies being on the risk for equal 
amounts made each company’s loss $75, 
which they in turn referred to the agent 
for adjustment. 

“In reporting the damage the agent 
stated that it was caused by smoke. He 
further stated that the $300 represented 
the redecorating throughout one of the 
partments of this building. On my next 
visit to that city I visited that building 
and inquired in which apartment the 
damage took place and asked the privi- 
lege to inspect the apartment. Upon 
asking the tenant where the damage was 
I wes informed that they had no fire 
and that my inquiry was probably due 
to their complaining to the owner that 
their apartment needed redecorating due 
to the kitchen stovepipe frequently be- 
coming disengaged from the chimney 
flue. 

“However, the apartment had never 
been redecorated, although the owner 
had been paid for a damage which was 
not covered under his policy, due to the 

carelessness of our agent’s ‘settlement,’ 
wich was nothing short of a violation 
of trust which had been placed in him 
by his companies. This led to a further 
investig?tion of losses which had been 
referred to this agent and revealed that 
he had done this frequently. Needless 
to say our relations with that agent were 
promptly terminated. 

“An agent who ‘adjusts’ his loss rath- 
er than ‘settles’ his loss is adding an- 
other virtue to his ability as a desir- 
able agent which convinces the home 
office and the field man that he is a 
desirable part of our institution. Con- 
sequently he profits by other considera- 
tions which the company and field man 
will extend to him.” 


RAPID INCREASES IN ASSETS 





Leading Fire Companies Have Grown 
More Rapidly Than Resources of 
Many National Banks 
Assets of leading fire insurance com- 
panies have increased more rapidly than 
the resources of national banks and trust 
companies or deposits in savings banks, 
according to a statistical study just com- 
pleted by the National Liberty. The 
assets of fifty leading fire insurance 
companies rose from $947,518,628 to $1,- 
264,888,003 or. 33.4% from December 31, 
1924, to the close’ of 1927, while the re- 
sources of the national banks increased 
from $22,565,919,000 to $26,581,943,000 or 
178% and those of trust companies from 
$16,025,502,275 to $20,481,182,738 or 27.8%. 
During this same period deposits in na- 
tional banks rose $3,427,286,000 or 187% 
while savings banks added $1,299,047.000 
or 15.4% to their 1824 depoits of $8,439,- 

855,000. 

Pointing out that the National Liberty 
group of fire insurance companies in- 
creased its assets 106% for the fifty lead- 
ing companies in the field for the same 
time, George U. Tompers, its president, 
says: “This phenomenal increase in fire 
insurance company assets, which has 
been more rapid than that experienced 
by banking institutions, reflects a growth 
in the strength of these concerns as a 
group which is not yet fully appreciated 
by the public. The fire insurance con- 
cerns have been solidifying their already 
strong position and have grown with the 
commercial and industrial life of the na- 
tion so that they are well qualified to 
serve the expanding needs of the com- 
munity.” 





AMERICA FORE PROMOTIONS 





J. T. Horan an Agency Superintendent 
In New York and New England; 
R. F. Rieder Also Advanced 


John T. Horan has been appointed 
agency superintendent to assist Secre- 
tary Wm. F. Dooley of the America 
Fore group of ccmpanies in the man- 
agement of the New England and New 
York department, 

Mr. Horan has been with the or- 
ganization for nearly eight years, having 
been appointed special agent for Con- 
necticut and western Massachusetts in 
1920. Later he confined his field work 
entirely to Connecticut. Mr. Horan re- 
ceived his first fire insurance experience 
with the London & Lancashire with 
which company he was connected for 
fourteen years, becoming special agent 
for New England after filling various 
departmental positions. Afterwards he 
acted as special agent for the Liverpool 
& London & Globe for eastern Massa- 
chusetts during a period of about a year. 

Raymond F. Rieder has been appoint- 
ed agencysuperintendent to assist Sec- 
retary John G. Derby in the manage- 
ment of the Middle Department. Mr. 
Rieder has been with the America Fore 
companies since 1898. After gaining ex- 
perience in different capacities in the 
home office, he was appointed special 
agent of the Continental in 1911 for Néw 
Jersey, and in 1927 was made state agent 
for New Jersey for the entire America 
Fore group, including the Continental, 
Fidelity-Phenix, American Eagle and 
First American. 





G. P. PECK CHANGES ADDRESS 
The many friends of George P. Peck 
will be interested in knowing that his 
address in California has been changed 
from Berkeley to the Terry Apartments, 
425 E. Ocean boulevard, Long Beach, 
Cal. George and Mrs. Peck moved 
there on July 1. He reports having a 
good time and says he and Mrs. Peck 
like it in California very much. 





BANKS CANNOT BE BROKERS 

The attorney-general of Missouri has 
ruled that banks cannot be licensed as 
brokers in that state. Two Kansas City 
banks applied for licenses and the at- 
torney-general in his ruling said that 
banks cannot engage in the insurance 
business or act as insurance brokers, 


JOHN G. WICKSER DEAD 





Chairman of Board of Buffalo and 
Former President Passes Away; 
Was Seventy Years Old 
One of Buffalo’s pioneer and outstand- 
ing insurance men, John G. Wickser, 
died Sunday, July 1, in his home in that 
city after a short illness, at the age of 
70 years. Born in Buffalo, Mr. Wickser 
attended public and high schools there, 
joining the staff of the old Buffalo Ger- 
man Insurance Co. shortly after grad- 
uation. For a time he conducted a 
saddlery business in Buffalo but in 1907 
he was elected president of the insur- 
ance company, which subsequently be- 

came the Buffalo Insurance Co. 

Holding the office of president of the 
ccmpany for eighteen years, Mr. Wick- 
ser became chairman of the board of 
directors in 1925 and continued in that 
capacity until the time of his death. In 
1902 he was elected New York state 
treasurer, serving as such for two years. 
At the end of that period he was asked 
to become a Republican candidate for 
governor but refused. He also saw fit 
:o decline several offers of Republican 
nomination for mayor of Buffalo. 

Mr. Wickser was a member of the 
National Board of Fire Underwriters 
and had numerous Buffalo interests. He 
was twice married, his first wife having 
died years ago. A son, Philip J., sur- 
vives. In 1918 Mr. Wickser was mar- 
ried a second time, his widow, Mrs 
Josephine W. H. Wickser, surviving. 





EXPECT TAGGART TO STAY 

Despite reports current prior to his 
sauing tor France in May with the 
Pennsylvania War Memorial Commis- 
sion that he*would resign his post, a 
statement emanating from the insurance 
department declares that Insurance 
Commissioner ‘Laggart will remain in 
ottice. 

Col. Taggart has now been back for 
several weeks. 
ment regarding his plans nor dp his as- 
sistants in the department know what 
he contemplates doing. All that they 
know is that “it looks like a light Sum- 
mer, 





TO APPEAL ERIE CASE 
Pennsylvania courts will be asked to 
rule on ihe question of boards of edu- 
cation or other municipal corporations 


placing insurance with mutual com- 
panies. Members of the Erie, Pa, 
board of education, although served 


with a permanent injunction prohibiting 
them trom placing any coverage on 
school property with mutuals, have de- 
cided to appeal from the injunction and 
will carry the case to the Pennsylvania 
supreme ccurt. Decision to conduct the 
test case was reached at a recent meet- 
ing of the Erie board, with one member 
dissenting. 





DAUGHTER FOR W. W. DARROW 


Miss Polly Ann Darrow arrived on 
Monday morning to stay at the home of 
Mr. and Mrs. W. W. Darrow in West 
Englewood, N. J. Mr. Darrow is head 
of the advertising and publicity depart- 
ment of the Home Insurance Co., and 
Miss Polly is the third youngster of the 
family. The two other children are 
“Jim,” age 9, and Dorothy, age 1% years. 





NON-POLICY RULING 

The writing of policies, furnishing of 
stenographic service or desk room or 
giving anything of value to one agent 
of a fire insurance company in New 
Jersey which is not given to all the 
agents of the company in that state 
is a violation of the amendment to the 
Ramsay Act, in the opinion of Deputy 
Attorney General Backes, as expressed 
at the hearing held in Trenton on Mon- 
day. From this it follows that a com- 
pany must pay a lower commission to 
non-policy-writing agents than to regu- 
lar recording agents, the reduction in 
commission *being setoff against the 


value of the service performed by the 
company. 


He has made no state- - 
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American Bureau Of 
Aircraft Organized 





TO CLASSIFY y PLANES HERE 
Will Be Associated With American 


Bureau of Shipping; Alexander 
Klemin Consulting Engineer 





Strides of aviation in the United States 
in the past few years have brought to 
the fore the necessity for additional fa- 
cilities for aircraft insurance. Under- 
writers interested in entering this field 
have requested the American Bureau of 
Shipping to extend its existing operations 
to cover aeronautics as a neutral service 
to connect the operators with the in- 
surance companies. In this respect, the 
Bureau, fully realizing that aeronautical 
engineering and operation is an entirely 
separate and different field from any of 
its present day efforts, has organized, as 
directed at the last meeting of its board 
of managers, a new and separate depart- 
ment, the American Bureau of Aircraft, 
to be composed of experienced aero- 
nautical personnel. 

The American Bureau of Shipping is 
an established organization of sound fi- 
nancial standing, tounded in 1862. It is 
incorporated under the laws of the State 
of New York with no stock and is not 
operated for profit to any individual or 
corporation. Its income is derived from 
classification and inspection and all ac- 
crued profits are, by its charter, devoted 
to the maintenance of the Bureau and 
the advancement of the art which it rep- 
resents. The American Bureau of Air- 
craft, the new aeronautical department, 
will receive its income from its aero- 
nautical activities and all such funds, 
after proper charges for expenses, will 
be used solely for advancing the pur- 
pose of this new art, at the discretion 
of its own committee. A general advis- 
ory committee is in the process of for- 
mation at the present time and will be 
composed of representative persons in 
the aeronautical industry. 

Alexander Klemin, professor of aero- 
nautics at New York University, is re- 
tained by the American Bureau of Air- 
craft as consulting aeronautical engineer 
and his broad knowledge and experience 
in this field will be an invaluable asset. 

This Society is a signatory member of 
the Aeronautical International Register 
(A. I. R.) and represents therein the 
United States. The A. I. R. is composed 
of the following representative societies, 
in addition to th American Bureau: 

The British Corporation Register of 
Shipping and Aircraft for Great Britain. 

Bureau Veritas for France. 

Imperial Japanese Marine Corporation 
for Japan. 

Registro Italiano for Italy. 

Norske Veritas for Norway. 

Germanischer Lloyd for Germany. 

There is a position between the air- 
plane builder, owner or operator and the 
underwriter, which a Society of this na- 
ture can fill. Its function is to better 
coordinate the relations between them 
and to bring about a clearer knowledge 
of the condition of the aircraft involved, 
their operation, the country over which 
they fly and general maintenance that 
will establish a better basis for the com- 
putation of the premium for the risk in- 
volved. 

In addition to a complete initial sur- 
vey, a system of monthly and tri-month- 
ly inspections and check-ups has been 
devised. This service is designed to ben- 
efit the owner or operator not only as a 
safety factor but as an aid from the un- 
derwriting standpoint. 


Clean Bills Of Lading 
Discussed In London 


A RESOLUTION IS ADOPTED 





International Shipping Conference Com- 
mends Committee to Seek Bills 
on Indemnity Letters 





The International Shipping Conference, 
which met recently in London, was of 
more than usual interest to underwriters 
owing to the discussion on clean bills of 
lading. The subject was brought up in 
the form of a resolution which stated, 
in wording clear and unmistakable, the 
views so often expressed of the marine 
insurance market. The text of resolu- 
tion No. 3 was as follows: 

That this conference: 


(a) Welcomes the action of the Inter- 
national Chamber of Commerce in ap- 
pointing a committee representative of 
merchants, bankers, underwriters and 
shipowners to examine the question of 
issuing clean bills of lading against let- 
ters of indemnity, and, while of the opin- 
ion that shipowners are taking all steps 
in their power, is ready to co-operate 
with merchants and bankers in finding a 
solution. 

(b) Expresses its conviction, born of 
close study of the matter during several 
years, that the difficulties principally arise 
from lack of agreement between buver 
and seller, as to the nature of qualifi- 
cations of contract descriptions that may 
appear in bills of lading, without pre- 
cluding their acceptance as clean bills 
of lading. 


Claims on Underwriters 


(c) Follbwing its resolutions adopted 
in 1924 and 1926, urging that “shipown- 
ers and their agents should set their 
faces strongly against forcing shipmas- 
ters to sign bills of lading which con- 
tain an unqualified description of the 
condition or quantity of cargo when car- 
go is not as described in the bill of lad- 
ing,” and that “if there be a bona fide 
and substantial question as to the con- 
dition or quantity which is not noted on 
the bill of lading,” and a shippers’ in- 
demnity has to be taken, it should “in- 
corporate a stipulation that if any claim 
on underwriters is made in respect of 
the matter in question the underwriters 
of the goods shall be informed of the 
indemnity.” 

This Conference recommends all ship- 
owners’ associations to advise their mem- 
bers: 

(1) That the acceptance of such let- 
ters of indemnity should be communicat- 
ed to the owners or their agents at the 
port of discharge. 

(2) That the shipowners should, on ap- 


plication by the underwriter concerned, 
disclose to them the existence of such 
letters of indemnity should a claim arise. 

.. C. Harris, supporting the resolution, 
recalled the earlier history of the con- 
troversy, and stated that when he raised 
the question some four years ago he 
found abundant support for his view that 
it was an evil which was growing fast, 
although he maintained, nevertheless, 
that the issue of the letters of indemnity 
might still be necessary though they were 
a serious source of danger. In certain 
circumstances it was impossible to get 
rid of them, but efforts were made to 
reduce the number and, as regards his 
own firm, had succeeded. Other com- 
panies had also reduced the number of 
letters issued, and in some ports had 
entirely done away with them. Ship- 
owners, he thought, had done as much 
as they were able to do, and it was now 
time for the other commercial parties 
to take similar steps. 

Alluding to the banking interest as 
trade obstructionists, Mr. Harris made 
two very useful suggestions, viz.: (1) 
That the insured value should be stated 
in the indemnity as a facility for bank- 
ers making charges against their clients 
and making entries in their books, but in 
no way as limiting the amount or the 
period of the indemnity. (2) In order 
to avoid giving the buyer an opportunity 
of refusing delivery he should come to 
an arrangement with his bank to accept 
as a “clean” one any bill of lading in 
which the goods were described as 
packed in “customary” bags or casks. 
The mate’s receipt could still be claused 
with remarks regarding the state of the 
packing, and, as under the Hague Rules 
the skipper is responsible for the de- 
scription of his goods, the difficulties 
with the bank would be largely dimin- 
ished. 

The discussion would appear to have 
shown that underwriters and shipowners 
were now in accord, and it now remains 
for merchants and bankers to come into 
line to do away with what is little less 
than a dishonest practice. 





AVIATION UNDERWRITERS 

United States Aviation Underwriters, 
Inc., New York City, has been chartered 
at Albany with capital of 250 shares pre- 
ferred stock $100 par value, 200 shares 
class A common and 200 shares class B 
common stock of $10 par value to deal in 
insurance. David C. Beebe, Englewood, 
N. J.; Reed M. Chambers, Kew Gar- 
dens, L. I.; George Mixter, Hewlett, 
L. I.; Donald Havens, New York City, 
are directors and subscribers. Haight, 
Smith, Griffen & Deming, Manhattan, 
are attorneys for the corporation. 





PRAISE CRUM & FORSTER 

The Michigan Association of Insur- 
ance Agents has complimented Crum & 
Forster for taking up the supplies of an 
agency which issued reciprocal automo- 
bile property damage and liability cov- 
ers in connection with stock company 
fire, theft and collision risks. Crum & 
Forster have refused to have anything 
further to do with this Michigan agency. 
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AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admited Assets, $6,034,982.98 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $9,771,118.88 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,363,929.39 
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Comm. Dunham Hits At 
“Bootleg” Insurance 


CONDEMNS MAIL ORDER RISKS 





Tells Agents to Warn Public Against 
Placing Insurance With Any Non- 
Admitted Companies 





A warning against the growing evil of 
“bootleg insurance” is sounded by In- 
surance Commissioner Howard P. 
ham, in a statement issued yesterday 
dealing with the dangers of doing busi- 
ness with unauthorized insurance com- 
panies. 

“We are asked by residents of Con- 
necticut to help them collect a damage 
or loss claim against an insurance com- 
pany not licensed to do business in Con- 
necticut, and we are obliged to inform 


them that we are powerless to assist 
them. 


There are many persons in Connecti- 
cut apparently who do not realize that 
the insurance department has no juris- 
diction over companies which cannot 
legally operate in Connecticut. In the 
event of failure to settle a claim, the 
unauthorized carriers cannot be sued in 
the Connecticut courts; they must be 
sued in the state in which they are dom- 
iciled. This is an expensive and diffi- 
cult process for average person. 

““Bottleg insurance’ business is chief- 
ly transacted through the mail. Pros- 
pects are circularized by unauthorized 
companies who hold out to them the 
attraction of a smaller premium than 
charged by the legitimate companies. 
How much business is thus transacted 
there is no way of estimating, but it is 
sufficiently large to cause concern. Be- 
fore a company is admitted to do busi- 
ness in Connecticut, its resources are 
carefully studied by the insurance de- 
partment. But in the case of companies 
who: have not received licenses to do 
business in this state the public has no 
assurance as to their capacity to meet 
claims, and the usual reason for theit 
failure to be licensed is their inability 
to meet the financial requirements re- 
quired by companies licensed in Con- 
necticut. 

“Insurance agents of Connecticut are 
not permitted to place business in un- 
authorized companies under heavy pen- 
alty of fine and imprisonment. Prior to 
July 1, 1927, an agent was permitted 
under the law to place some insurance 
in unauthorized companies in the event 
that adequate coverage could not be ob- 
tained in licensed companies, and pro- 
vided the insurance department consid- 
ered the unauthorized companies sound. 
The placing of insurance with an un- 
authorized company is no longer per- 
mitted under any circumstances. Cases 
in which adequate coverage in licensed 
companies cannot be obtained are ex- 
tremely rare.” 


Dun- 





PETERS SUCCEEDS MACKAY 

William Aeneas Mackay, general man- 
ager of the Northern Assurance, has 
resigned and has been succeeded by 
Kenneth Kieth Peters, who has been 
assistant manager. The latter has gain- 
ed many years of experience in Aus- 
tralia for the Northern and was recalled 
to England in 1920 to become assistant 
manager. Mr. Mackay was made man- 
ager of the London & Scottish in 1909 
and of the Northern in 1923. 





NATIONAL LIBERTY DIVIDENDS 


Directors of the National Liberty this 
week declared a regular semi-annual div- 
idend of 10% and an extra dividend of 
25%, compared with an extra dividend 
of 20% in January, making a total of 
65% so far this year. The Baltimore 
American declared a regular semi-annual 
dividend of 6% and 6% extra and the 
Peoples National declared a 5% regular 
and 5% extra. 
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CASUALTY And SURETY NEWS 








Gresham Guarantee Co. 
Affairs Being Settled 


DISCUSSED AT LONDON MEETING 
Parent Company Stunned at Suddenness 
of Canadian Failure, But Quick to 
Adopt Remedial Measures 





A dispatch from abroad refers at 
some length to how promptly the Gres- 
ham Fire & Accident Insurance Society 
handled the unexpected failure recently 
of the Guarantee & Casualty 
Co, of Canada. The officers of the Lon- 


don company were impressed because of 


Gresham 


the suddenness of this failure, coming 
almost without warning when everything 
seemed to be running smoothly, and it 
was their desire to do everything they 
could to remedy a bad situation. 

At the annual meeting of the Gresham 
Fire & Accident Society, held in June, 
Sir Reginald Macleod of Macleod, 
K.C.B., the chairman, undertook to ex- 
plain how the failure took place by giv- 
ing those present a summary of the 
chief factors in the situation. He first 
pointed out that although the Society 
held the shares in the defunct company, 
it had no further liability in respect to 
its obligations. These were handled as 
an entirely separate undertaking, the 
Canadian company having its own board 
of directors who appointed their own 
officials and staff. Needless to say, the 
trust which the directors of the Society 
reposed in the conduct of the Canadian 
company has met with the severest blow. 

Involved in Real Estate Mortgages 

The chairman then said: “At this time 
last year we had every reason to believe 
that the business of the Dominion Gres- 
ham Guarantee & Casualty Co. was 
progressing upon ordinary lines, as 
shown by the monthly statements of 
business transactions regularly for- 
warded to us. : 

“Early in the present year claims were 
made against the Canadian company 
which revealed to us for the first time 
that it had issued bonds guaranteeing 
mortgages in connection with a number 
of real estate ventures. It transpired 
that certain of these latter undertakings 
had been unable to meet their obliga- 
tions, and that the Canadian company 
hac been called upon under its bonds to 
finance large repayments of principal 
falling due on various dates in the pres- 
ent year. 

“Your board, viewing these disclosures 
with grave concern, dispatched officers 
of the Society to Canada to confer with 
the directors of the Gresham Guaran- 
tee, and the most strenuous efforts were 
made to fathom the difficulties into 
which that company had suddenly been 
plunged. The commitments to which I 
have referred, both as to their undesir- 
able character and their extent, were 
such as should never have been under- 
taken by any insurance company, and I 
need hardly say that the officer of the 
Canadian company who was responsible 
for the acceptance of these risks ceased 


to hold any position in the services of 
the company. 
Also Lost On Liquor Bonds 

“At this juncture writs were served 
upon the Gresham Guarantee by the 
Canadian Govérnment in respect of a 
number of surety bonds which had been 
issued from time to time by that com- 
pany guaranteeing the due delivery at 
certain foreign ports of liquor exported 
from bond. These surety bonds had 
indeed been previously discharged by the 
Canadian Customs authorities and can- 
celled, but nonfulfilment of the obliza- 
tions of the exporters of the liquor as to 
landing at stipulated ports was alleged 
and in consequence heavy penalties were 
demanded from the guarantors. 

“These actions have not yet been 
heard, but your board is informed that 
an appearance has been entered, and 
while the matters which form the sub- 
ject of this litigation are sub judice it 
would obviously be improper for me to 
express any opinion in regard to them. 
Suffice it to say that in all these circum- 
stances the directors of the Canadian 
company found that it was not possible 
to continue to carry on business, hav- 
ing regard to the interests of the policy- 
holders, and on May 30, 1928, they pre- 
sented a petition to the Canadian courts 
for the winding up of the company, 
which petition was granted. 

These events are too recent for any 
definite estimate to be formed of the 
final results of the liquidation of the 
Dominion company, but your directors, 
after careful consideration, came to the 
conclusion that it was incumbent on 
them to provide fully for the possible 
loss of the whole of the society’s invest- 
ment in that company. This investment 
consists of $200,000 in ordinary shares 
and $50,000 in preference shares of the 
Canadian company, all fully paid, and 
stands in the society’s balance-sheet at 
£64,007 19s. 5d. How were your directors 
to deal with this situation in the best 
interests of the policyholders and share- 
holders of the Society? Our position 
was very strong, our shares, 10s. paid, 
standing at a large premium. It was 
thus open to the Society to make a fur- 
ther issue of share capital upon terms 
which would be advantageous to all con- 
cerned, and this course your board de- 
cided to adopt. 

Full Provision for Investment Losses 

“A further issue of 50,000 management 
shares of £1 each have been subscribed 
and fully paid up, together with a pre- 
mium of 15s. per share, by the Gresham 
Life Assurance Society. A further issue 
of 50,000 ordinary shares of £1 each, 
fully paid at a similar premium, have 
also been taken up by the Gresham Life 
Assurance Society, Ltd., and _ placed 
temporarily in the names of groups of 
directors who hold them in trust until a 
later date, to be hereafter decided, when 
such shares will be offered to the ordi- 
nary shareholders at the same price and 
free of stamp duty and registration fee. 

“As you will have seen by the report, 
the premiums, namely, £75,000, on this 
issue of shares have not only enabled 
provision to be made for any loss in 
connection with the Society’s investment 
in the Canadian company, but the re- 
maining balance of the establishment of 
business account, amounting to £8,000, 
has been extinguished, and a residue of 
nearly £3,000 remains in hand.” 
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Says Small Plants Do power hoists, power trucks, and by 


Little In Safety Work 


ETHELBERT STEWARD’S OPINION 





U. S. Labor Statistician Praises Large 
Plants For Their Accident Preveu- 
tion Activity 





According to Ethelbert Steward, 
United States Commissioner of Labor 
Statistics, “a few establishments are re- 
ducing their accidents to a remarkable 
degree and making a tremendous noise 
about it,” but, Mr. Steward adds, “the 
great majority of plants—over 90%—are 
doing next to nothing for safety work 
and are showing a somewhat startling 
increase in accidents.” Mr. Steward made 
this statement recently in addressing the 
New York State Industrial Safety Con- 
ference. He spoke in part as follows: 

“The industrial accident - prevention 
problem, as well as the workmen’s com- 
pensation problem, that we are facing 
most seriously today is the problem of 
the small establishment. 

Increase Shown in Small Plants 


“The large concerns are not only able 
but find it profitable to spend the money 
that is required to equip their plants 
with safety devices and to install safety 
methods and schemes which reduce their 
accidents practically to a minimum. Cor- 
porations of this type are practically all 
self-insurers, and their employes are 
therefore thoroughly protected in case 
of accident. 

“The serious fact, however, is that over 
40% of the manufacturing establishments 
in the United States employ from one to 
five persons each, and practically 28% 
of the manufacturing establishments em- 
ploy from six to twenty wage earners 
each. 

“The average in the former group is 
2.7 wage earners per establishment; the 
average in the second group is 11.2 em- 
ployes per establishment. The total num- 
ber of employes in these two groups is 
practically 824,000 workers. It is in these 
small establishments that accidents are 
on the increase. 

“Tt is not the purpose here to go into 
the details of causes of increased acci- 
dents in smaller plants. As a general 
proposition it is due to the tendency to 
push production to the highest possible 
point by means of improved machinery, 


speeding up the workers, These new 
devices are not accompanied by the same 
safety equipment that the large corpora- 
tions provide when they install the same 
devices. There is seldom a safety or- 
ganization in the small plant. 

Large Plants Most Active 


“An enormous amount of money is be- 
ing spent on safety work, and it is hav- 
ing a tremendous effect in the way of 
accident prevention, but it is being spent 
in and by the large plants; and the 
large plants are comparatively few in 
number. Only 9/10 of 1% of the manu- 
facturing establishments employ 501 to 
1,000 wage earners each, and the aver- 
age of employes in this group per estab- 
lishment is 690. The next higher group, 
employing over 1,000, constitutes only 
Y% of 1% of the total number of estab- 
lishments; yet these employ more than 
24% of all employes and have an aver- 
age of 2,194 workers each. 

“We are therefore faced with a pe- 
culiar situation—a very few establish- 
ments doing an enormous amount of 
safety work and making an enormous 
amount of noise about it and really re- 
ducing their accident rates to a very 
wonderful degree; on the other hand the 
great majority of plants—over 90%—do- 
ing nothing or practically nothing in the 
way of safety work and saying nothing 
about it, and having a rather startling 
progressive increase in accidents. 

Many Employes Unprotected 

“Of course if the insurance companies 
can be compelled to carry these small 
and dangerous risks they will in the na- 
ture of things require that the smaller 
plants give more attention to safety work 
and take positive and intelligent steps 
toward reducing their number of acci- 
dents. In the meantime, however, we 
find that in some states in an entire in- 
dustry—namely, bituminous coal mining 
—the employes are not insured against 
the result of industrial accidents, not- 
withstanding the state law which is sup- 
posed to be in effect. 

“One of the most far-reaching sub- 
jects, therefore, in connection with this 
whole accident-prevention and accident- 
insurance question is what shall be done 
in cases of extra hazardous industries 
and small establishments which the in- 
surance companies sometimes refuse to 
insure and which are not able to qualify 
as self-insurers and which are too wide- 
ly scattered and too unorganized to form 
mutual insurance organizations” 
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Selling Those Big Accident Policies 


By CLARENCE T. HUBBARD, 





—— <= 


“No more of those $5,000 or $10,000 


policies for me. From now on I’m out 
for the big stuff. I placed a $100,000 
accident policy this month. That’s the 
pace.” 

Yes—he did place a $100,000 accident 
policy. His company wasn’t so elated 
about it either. In fact, the underwrit- 
ing officials were known to state: “We'd 
rather Jim had sold three or four $20,000 
policies instead of his one $100,000 pol- 
icy, but naturally we do mot want to 
discourage his efforts and so we accepted 
it with thanks.” ‘ : 

This was the sale of one big accident 
policy. As a matter of fact, the agent 
didn’t sell the insurance—he merely 
placed a policy. He didn’t take up the 
matter of a “living trust” at the bank 
with the policy holder, and how $100,000 
in accident insurance would fit in. He 
didn’t go into the matter of income with 
his prospect. He didn’t make certain 
that the $100,000 policy was the right 
kind of a policy by ascertaining the gen- 
eral obligations of the assured. He just 
talked in big figures and happened to 
strike a professional man who could 
stand the expense and the policy was 
really placed—it wasn’t sold as accident 
policies should be sold. 

Hold Sales Enthusiasm In Curb 

Large accident insurance policies are 
sold right along and agents are not to 
be discouraged from bolstering up the 
sales of these bigger lines. In fact, the 
general effort should be to try and sell 
larger accident policies, for in the past 
there has been too much neglect in being 
satisfied with smaller policies which were 
“out of step” with the incomes of the 
day. 
But agents should not allow sales en- 
thusiasm to run away from them after 
the first “taste of blood” in selling one 
of these big policies, for a real accident 
and health insurance agent will diversify 
his premiums so that they will be made 
up of both big and small policies. 

But about those big policies— 

There is a much envied agent in New 
England who has a rather good busi- 
ness in selling “big” policies of all kinds 
to so-called “big” men. Not so long ago 
he was approached by a brother insur- 
ance agent who asked him if he would 
not undertake to close some of this 
agent’s prospects for larger accident 
policies. In other words, handle these 
“big boys” for him. 
proached said he would gladly accept the 
proposition. The agent who approached 
him was an insurance man who more or 
less specialized in other forms of insur- 
ance such as fire and liability. When it 
came to talking on accident and health 
or life insurance in large sums he de- 
veloped feelings associated with the 
proverbial fish out of water and ap- 
proached this other agent who had the 
reputation for dealing with big men and 
actually turned over to him prospects 
for large accident policies and permitted 
him to handle such sales for him. 

Be a Big Man Yourself 

A conversation with the agent who 
took over these leads as to how he got 
away with these bigger policies brought 
forth this reply: “Well, if you are go- 
ing to play with a golf expert you have 
got to know something about golf itself. 
If you are going to sell big policies to 
so-called big men you have got to be in 
the swim, so to speak. You have got to 
know how big men think, what their 
mental reactions are, what likes and dis- 
likes. manifest themselves the quickest. 
To some degree it helps to be a member 
of some of their clubs, or at least promi- 
nent in the activities of the city, not 
necessarily social in every instance but 
at least civic, and you must have the 
reputation of being a man dealing more 
or less in big things if you are going to 
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attract and talk to these men in the 
terms which they are accustomed to 
deal in.” 

There is a great deal of solid truth in 
the foregoing statement. It is a selling 
admittance which must be analyzed, of 
course, and accepted with interpretations 
of your own, for many agents in the en- 
deavor to get big business and to be- 
come “big” men attempt an imitation 
which is not genuine or natural and 
which often acts directly against them. 
To be a “big man” does not mean that 
one needs to doll up in a $250 suit of 
clothes, wear a $50 Panama hat and 
sport the very latest in automobiles. This 
common interpretation of a “big man” 
is erroneous and often silly. Some of 
our very biggest men are of the most 
common type in dress and personal 
habits. A truly “big man” never shows 
off. He is generally modest, though per- 
sonalities differ of course. 

A “big man” is a personality who by 
reason of his capacity, or his environ- 
ment, or his luck, or his position, deals 
in matters on a large scale. He is a man 
who is generally pictured as having noth- 
ing to do with details. Most of these 
successfully big men are pretty familiar 
with the details of the thing in which 
they are interested but they have the 
capacity for assigning the running of the 
details to others. It is not that faculty 
alone which qualifies them as big men— 
but rather their personal capacity for 
assuming responsibility, for governing 
men, for handling propositions with dis- 
patch and accuracy—in short, applying 
their skill in a wholesale way. 

Cheap Advertising Won’t Help Sales 

Only some intimate association with 
these men through business contact on 


different committees teaches one to learn 
their reactions and their methods and 
how to approach them. These men can- 
not be interested with cheap advertising, 
trick methods, or crude salesmanship— 
they have to be approached with intelli- 
gence, dispatch, accuracy and a presen- 
tation which wins their confidence. 

Big men, as a rule, are too busy to go 
into the fine points of an accident con- 
tract or study insurance from all angles 
when they come to select a policy. Occa- 
sionally they have in their employ some 
expert to whom they turn over such 
matters to investigate—they cannot per- 
son:ily go into all the little “ifs and 
ands” of any kind of insurance. There- 
fore, their success in selecting proper 
accident insurance is comparable to their 
success as achieved in other matters. 
They select with an appraising eye the 
proper representative from whom to buy 
this insurance. They expect to rely on 
the facts presented in the conversation 
of the accident insurance salesman in 
one or tvo interviews instead of delving 
into the whole subject of accident insur- 
ance and digging out all these facts 
themselves. 

The accident policy holder who buys a 
small $25 a year accident policy will in- 
spect the contract very carefully and ask 
a great many questions, whereas the big 
man who buys a $100,000 contract, while 
he goes into it with his eyes open and 
is very analytical perhaps in his inter- 
views due to his experience in being 
analytical in all business ways, does not 
react as the smaller buyer who will in- 
vestigate to see whether a “whereas” is 
out of place. The big executive may 
turn the policy over to his legal depart- 
ment, or further he may be just the type 
of a man who may protest the attach- 
ment of a rider simply because he thinks 
it is a trivial matter. In his own busi- 
ness he probably would waive such riders 
but unaware of the fundamentals or 
experience of the accident insurance busi- 
ness he does not sense the importance 
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of “rider attachment” and is apt to treat 
it as a smal matter. Therefore, agents 
must know how to handle men of this 
mentality so that they can persuade them 
to submit In accepting essential riders 
and requirements of that sort. 


Size-up of a Good A. & H. Salesman 


An investment broker who bought a 
$100,000 accident policy was interviewed. 

“Yes, an agent sold me the policy,” he 
explained. “I never asked for the insur- 
ance and doubt whether I ever would 
have. I always carried a $15,000 accident 
policy. My agent called one day and 
explained to me that it wasn’t enough 
insurance for a man of my position, but 
before he recommended a policy he asked 
me what my approximate income was 
from all sources, knowing that I indulged 
ili a certain amount of speculating along 
with my regular commission income. So 
that led to the buying of the policy.” 

“Let us ask you then as a purchaser 
of a large accident policy what in your 
nuna are the qualifications an agent has 
to have to intcrest other men of your 
standing.” 

“First, I think that he should be busi- 
nesslike,” replied the broker. “Secondly, 
he should represent a company of stand- 
ing that is known; third, he should be 
trained in his business, for we must have 
full confidence in you men as we cannot 
take time to investigate everything you 
say but must accept your word. Fourth, 
it would seem to me that if you would 
talk more in terms of money rather than 
in terms of your policy it would help. 
At least that worked in the case of sell- 
ing the policy to me. Of course, I am 
an investment broker and my business 
is dealing in money and perhaps that is 
why I was more susceptible to an ap- 
proach from that angle. But the insur- 
ance man who sold me my policy talked 
money and not accident insurance. That 
was the real reason why I bought.” 


Fussy About Who Sold Him 


A special agent was sent to a nearby 
city to close a $75,000 accident policy 
with the local agent who couldn’t quite 
make the grade. The man who bought 
the policy in this instance wanted an 
expert from the home office, according 
to his appeal. The local agent kept in- 
sisting in his letter to the home office 
that the prospect wanted.a “high offi- 
cial.” Finally a special agent was sent 
who had a promising title and the policy 
was closed. The whole answer to this 
deal was that the man who bought it was 
not a man of great financial means but 
he thought that in buying a $75,000 acci- 
dent policy he was performing a great 
favor and one which an insurance com- 
pany should recognize in no small way 
and therefore he kept insisting that some 
real important official of the company ap- 
pear and visit him. 

The history of another big accident 
policy which was placed is traced to a 
letter which was sent out with no par- 
ticularly great hope. 

An agent read that a friend of his had 
procured a job in a travelling capacity 
with a well known house. He wrote to 
him along this line: 

Dear Friend: 


Congratulations on your appointment to field 
work. 


This will be a new experience for your 
family to have you away so much of the time 
but they will be the ones to benefit in the 


end for you are making yourself a bigger man 
and improving your income. 

I know it is important to you to do every- 
thing for the comfort of the home folks so 
that they may be contented in mind, leaving 
you free to devote your time and energy to 
the work which has been assigned to you in 
the field. One of the natural anxieties which 
will come to them is the matter of accidents 
which might occur to a man who is travelling. 

Why don’t you let me place a proper acci- 
dent policy for you naming your family as 
the beneficiaries so that they will have no 
apprehension in this direction? 

And by the way, if I can help you in any 
sales way which my past experience as a 
travelling salesman can offer, call on me. 

Very truly yours. 


The above letter started negotiations. 
Following up this original communication 
the agent wrote three or for other let- 
ters reminding this travelling man to 
take out a policy and finally he capitu- 
lated for a $25,000 contract. Later he 
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was unexpectedly made field manager 
and during a visit to his home town 
talked salesmanship with the agent and 
established a contact which led to his 
increasing his accident policy to $50,000. 
Today he possesses a $100,000 accident 
policy. The whole story in this instance 
was the original stressing of “the com- 
fort of the folks back home.” 


Newspaper Clipping Closed Sale 


A newspaper clipping closed another 
big accident policy. One of the “big 
men” of the town was in an automobile 
accident and an alert agent cut out the 
newspaper notice and sent it to the vic- 
tim along with a letter typed on a high 
grade bond paper and which read: 

Dear Sir: 

You are a business man well established in 
your city; running a modern plant. You have 
established a “life insurance trust,” as I under- 
stand it, which is the best way of handling 
your ins Trance protection. 

You “fdllow sound investment plans. You 
own your own home and have all of the 
latest devices. Your general scheme of life 
is not to put all of your eggs in one basket. 

In short, you have the reputation of being 
a modern man in every particular. 

What would folks think if they found out 
you didn’t have an accident policy? 

And so the letter went on stressing the 
point then that here was a business man 
modern in every respect, but without 
accident insurance! What—asked the 
letter—would be his friends’ reaction and 
the public’s thoughts if he was seriously 
injured and did not have accident insur- 
ance? On this basis he sold him a large 
policy. Such an appeal is not advisable 
for every prospect and must be applied 
with sense, of course. 

There is power in thought, and thought 
applied to the sale of large accident 
policies has its effect. Only recently in 
one of the largest general agencies in 
the country where an accident insurance 
drive was staged the heads of the organ- 
ization tried their very best to establish 
a record. In the final analysis it was 
found that the larger accident policies 
obtained during the contest were sold at 
noon time in the various important clubs 
where these men associated. During the 
lunch hour they informally approached 
and suggested to their friends that they 
needed more accident insurance and the 
policies were secured without a great 
deal of trouble. It was more or less the 
power of thought concentration, not in 
dominating their prospects but in adding 
power and bringing to life their own 
abilities for approaching big men in a 
big way and talking figures in their own 
language and doing it not as a matter of 
“life or death” but a business proposi- 
tion of ordinary character. 

Jumbo accident policies will be sold in 
the future as they always have and prob- 
ably more so, as their value is further 
recognized. As an agent it is up to you 
to decide whether you want to spend all 
of your time on “big” policies, or part 
of your time. It was not the intent of 
this article to treat the subject of “should 
or should not big accident policies be 
sold” but rather to show how some of 
the larger sales had been accomplished. 





WILL FORM NEW COMPANY 





Plan of Western & Southern Is To 
Liquidate American Liability and 
Get Charter For Surety Lines 
The latest development in connection 
with the American Liability of Cincin- 
nati, recently purchased by interests af- 
filiated with the Western & Southern 
Life, is to liquidate the company and or- 
ganize a new company to take over its 
business and agency plant. The new 
company will be known as the American 
Liability & Surety and will write both 

casualty and surety lines. 

This plan is in keeping with the ideas 
of C. F. Williams, vice-president of the 
Western & Southern, as that company 
pays out a considerable sum each year 
for fidelity bonds and also has a large 
premium expense on automobiles that it 
uses. 


Industrial Board Gives 
Decision Against F. & C. 


CASE OF UNUSUAL _ INTEREST 





W. Otis Badger Wins For Carpentry 
Concern After Ruling Had Been 


In Favor of Insurance Carrier 





A decision by Leonard W. Hatch, 
member of the Industrial Board of the 
N. Y. State Department of Labor, has 
just been rendered against the Fidelity 
& Casualty on a point of more than or- 
dinary interest. 

The Fidelity & Casualty refused to ac- 
cept liability upon the ground, princi- 
pally, that they had insured a contractor 
doing interior trim, whereas the accident 
occurred while masonry work was being 
done upon a scaffold outside the build- 
ing. The ruling of the Industrial Board 
is that the exterior work is incidental 
and, therefore, within the coverage in- 
tended by both parties when the policy 
was written. 

Briefly, the facts of the case are as 
follows: Wolfin & Son, Inc.. of 2398 Sec- 
ond avenue, New York City, conducts 
a business of carpentry work, principally 
interior alterations. About October 1, 
1926, through its broker, Sigfried Nassau 
of 116 Nassau street, New York, ob- 
tained a policy of compensation insur- 
ance from the Fidelity & Casualty which 
ran for a year. On August 22, 1927, 
Ambrose Warner employed by Wolfin & 
Son, Inc., fell from a scaffold outside the 
window of an apartment in which Wol- 
fin & Son, Inc.. were making alterations. 
There was conflict of testimonv as to the 
nature of the accident. The Fidelity & 
Casualty denied liability upon the ground 
that masonry was not covered under the 
form of policy. 


Decision Reversed On Appeal 

At a hearing before the Labor Board 
on October 11, 1927, Referee P. J. Mc- 
Guire of the Labor Department ruled 
that there was no insurance and that 
therefore the employer himself would be 
compelled to carry ‘the compensation for 
the accident involved. When appeal was 
taken from this decision and a new hear- 
inz ordered before Referee H. V. Lane 
of the Labor Department, the Referee 
again ruled “The Fidelity & Casualty is 
absolved. No coverage.” In other words, 
confirmed the decision rendered before. 

Again a further rehearing was held 
before Referee H. V. Lane on February 
28, 1928, and again the referee ruled 
“The ruling of the referee is—previous 
action is confirmed and case to go to 
final adjustment calendar.” An appeal 
was taken from this decision directly to 
the Appeal Department of the Industrial 
Board and before Leonard W. Hatch, a 
series of hearines were held. commenc- 
ing April 23, 1928 which resulted in the 
decision just rendered against the Fidel- 
ity & Casualty. 

A bill in accordance with a certificate 
of audit, made of the insured’s bonks 
after the accident, was forwarded to him 
including the masonry item on December 
1. Immediately thereafter the insured 
tendered a check in payment of this 
premium to the Fidelity and Casnaltv, 
which was refused and immediately 
thereafter a new bill was given to the 
insured eliminating the masonry item. 

The Employer’s Contention 

The employer contended that the 
claimant’s work on the scaffold which 
was pointing up brick work in connec- 
tion with the installation of wooden 
window casings was not strictly masonry 
work and was in any case onlv incidental 
to the interior trim work which the em- 
plove was doing. 

Counsel for the insured contended that 
the exterior work was merelv incidental 
to the main operation; that the company 
was estopped to deny coverage on ma- 
sonry items because a bill had been 
rendered including such an item; that it 
is always within the contemplation of 
both parties that all work incidental to 


“INSURANCE ALMANAC” READY 


Big Reference Edition of “Weekly Un- 
derwriter” Was Under Editorial 
Supervision of A. Irving Brewster 

A. Irving Brewster, associate editor 
of the “Weekly Underwriter and Insur- 
ance Press,” is now enjoying a breath- 
ing spell after putting in a tremendous 
amount of editorial and revision work 
on the sixteenth annual edition of the 
“Insurance Almanac and Encyclopedia” 
which came out last week, bigger than 
all previous volumes and crammed full 
of valuable information. 

Complete information about all classes 
of insurance companies is given as usual, 
including name, address, date of incor- 
poration or entry into the United States 
in the case of foreign insurance com- 
panies; officers, directors, kinds of in- 
surance written and territory where li- 
censed. As underwriters’ agencies or 
annexes of insurance companies are re- 
placed by new fire insurance companies 
the new companies are listed in the 
proper sectional group and the former 
underwriters’ agencies are dropped from 
their old listing to show the modern 
tendency to do away with what local 
agents regard as fictitious entities. 

There is a noticeable growth in the 
company sections of the “Insurance Al- 
manac,” due to the great expansion of 
the insurance business witnessed during 
the past year. This has also affected 
the groups of companies under the same 
management or control, which is a sep- 
arate feature of this insurance annual. 

New sections of the editicn treat of 
state supervision of all classes of insur- 
ance rates; resident agent laws of the 
United States, including the questions of 
who must countersign policies and when 
policies take effect; legislatures of the 
states, when convened, duration of ses- 
sions, effective dates of new laws; list 
of insurance companies retired from the 
United States, changes in names, merg- 
ers, etce.; and a directory of insurance 
lawyers. 





TO OPEN NEWARK BRANCH 

The Detroit Fidelity & Surety will 
open a branch office in the Military Park 
building, Newark, on July 15, with 
Frank J. Burns in charge. Mr. Burns 
was formerly surety department man- 
ager in the Newark branch of the Met- 
ropolitan Casualty and enjoys the repu- 








a main operation is included under a 
compensation cover, 

Counsel for the Fidelity & Casualty 
contended, on the other hand, this was 
an interior job and exterior operations 
were not within the cover; that the bill 
including the masonry item was for- 
warded by error and that such errors 
are frequent in the Fidelity and Cas- 
ualty; that some of the statements ob- 
tained from witnesses differed from the 
testimony which they gave upon _ the 
stand. 

William Otis Badger of 75 Fulton 
street, N. Y., represented Wolfin & Son, 
Inc., the employer, who succeeded in 
holding the Fidelity & Casualty respon- 
sible, and the Fidelity & Casualty were 
represented by H. J. Walsh and T. D. 


Kenney. 
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tation of being a surety underwriter of 
broad experience. 

It is expected that the opening of this 
office will add material strength to the 
company’s position in New Jersey. 
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How Travelers Keeps 
Compensation Records 


DESCRIBED BY A. N. MATTHEWS 





Tells Casualty Actuaries Plan Has Been 
Operative Almost Two Years and 
Has Proven Satisfactory 





One answer to the question, “How 
does a large company keep its individual 
estimates of outstanding compensation 
claims? was given recently by A. N. 
Matthews of the Travelers at_a meeting 
of the Casualty Actuarial Society in 
Philadelphia. The system used involves 
no new or exceptional principles, accord- 
ing to Mr. Matthews, as the outstanding 
losses are valued in the same manner as 
heretofore. It has been in effect almost 
two years and the results thus far have 
been eminently satisfactory. His de- 
scription of the method used, com- 
pared with earlier principles, follows in 
part: 

Early Systems Ineffective 


“In the early days of compensation re- 
serve records it was the practice, when- 
ever it was necessary to obtain outstand- 
ing losses, to obtain from the claim de- 
partment every open claim file and to 
list or punch on Hollerith cards the 
necessary information. This method did 
not produce satisfactory results. The 
work was necessarily done in a hurry in 
order not to interfere with the regular 
flow of work through the claim depart- 
ment any more than necessary. Natu- 
rally such a hastily prepared record in- 
volved more than a reasonable number 
of errors. There are also the further 
drawback that because of claim files be- 
ing out of file for various reasons there 
was no certain assurance that all open 
files were received. 

“The next system adopted consisted of 
the carrying of the reserve record cur- 
rently on Hollerith cards. Briefly, this 
plan was as follows: When notice of an 
incurred claim was received it. was for- 
warded to the actuarial department 
where a card was punched for the in- 
curred amount or amounts; when a 
change in estimate occurred another re- 
port was received and from this report 
the new incurred amount was punched 
as an addition to the reserve and a card 
for the previous amount was punched as 
a deduction from the reserve. The total 
of the paid drafts was deducted from the 
reserve. 

“The reserve at the end of any month 
would be determined by adding to the 
reserve at the end of the previous 
month the amount of the new incurred 
claims plus the amount of the revised 
estimates (gross) less the amount of 
previous estimates (gross) on revised 
cases and less the amount of drafts paid 
during the month. This system, while 
producing an accurate reserve in theory, 
did not prove satisfactory. There was 
no effective bookkeeping control. A 
Hollerith card record of individual claims 
is not a satisfactory unit record, particu- 
larly where a single claim is represented 
by several cards. Individual claims lost 
their identity and it was impossible to 
check the reserve with the claim depart- 
ment or with any other records. 


Why New Plan Was Devised 


“To overcome the defects of the two 
systems briefly described above, the pres- 
ent system was evolved. This system is, 
in effect, similar to the system first men- 
tioned in that the basic record is a unit 
statistical history of each outstanding 
claim. It is a fact that the work involv- 
ed in maintaining this record duplicates 
to a certain extent work being done in 
the claim department. This individual 
record used solely for reserve purposes 
has overcome the defects incident to the 
first described system in that it insures 
that every claim is used in the reserve 
record and it also overcomes the princi- 
pal defect in the second described rec- 
ord inasmuch as every step in the re- 
serve process is balanced and there is a 
proper control on the work.” 
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Contracts offered with Patent Protection. 





Patent hata who although not bloodthirsty in their methods of acquir- 
ing gold as the bold marauders of yore, reap great fortunes for their practice 
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ages to be gained by having this valuable protection offer. 
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AMERICAN PATENT PROTECTION CORPORATION 
Charles H. Remington, President 


Suites 1801-1805 and 1811-13, 551 Fifth Ave., New York, N. Y. 
Telephones: Vanderbilt 10381-10382-10383 








Mr. Matthews went on to say that the 
basic record of the present system is the 
“compensation loss reserve card,” which 
is divided into three sections, the first 
providing for registration and identifica- 
tion data; the second, for incurred costs 
and the third section for draft payments. 

New Claim Notices 

Speaking of notices of new claims, he 
said: “Notices of new claims are receiv- 
ed in the actuarial department on a form 
called a ‘pending claim report.’ Each 
such report contains all information 
necessary to complete the first section of 
the loss reserve card together with the 
estimated indemnity and medical cost of 
the case. To facilitate the work of 
entering the data the information to be 
registered in code is coded before the 
reports are sent to the reserve division. 
After the reports are coded thev are 
sorted to adjusting office and pre-listed. 
The pre-listing on this operation is the 
same as any two-column addition on a 
split adding machine. The indemnity in- 
curred is entered in the ‘claim’ column 
and the medical incurred in the ‘medical’ 
column. The _ pre-listing sheets, to- 
gether with the accompanying reports, 
are then turned over to the unit super- 
visors. 

Special Reports 

“Whenever any change in the status 
of a claim has taken place which ma- 
terially affects the estimated indemnity 
or medical cost, and at least every three 
months, a ‘special report’ is prepared bv 
the adjuster and sent to the home office 
claim department. This special report is 
similar to the pending claim report in 
that it contains or provides for all of 
the registration information contained or 
inserted on the pending claim report. 
This report is divided roughly into two 
parts—one part shows the revised esti- 
mates and the other part which is head- 
ed ‘For home office use only’ provides 
for inserting the last previous estimates 
of incurred claim and medical. The files 
are pulled in the claim department and 
the necessary coding and amounts of last 


previous estimates transferred to the 
special report. 

Mr. Matthews described in consider- 
able detail closed cases, draft payments 
and re-opened cases. When a file has 
been closed by the issuance of a draft in 
final payment of a case, a final report of 
the loss is filled out in the adjusting 
office and sent to the home office de- 
partment. The final incurred costs are 
entered on the claim file after checking 
with the final report and the claim file 
is then sent to the actuarial depart- 
ment. 

In the case of draft payments, when- 
ever a payment is made on a claim a 
draft stub or voucher is sent to the 
home office. These vouchers are receiv- 
ed in the actuarial department daily, to- 
gether with a_ bookkeeping control 
figure. 

According to Mr. Matthews, a_ sub- 
stantial number of cases are reopened 
for payment of additional medical fees 
or for other reasons. In such cases the 
actuarial department receives advice on 
a form sheet which shows the amounts 
paid at the time of closing the case and 
the estimated additional cost of pay- 
ments still to be made. 

In concluding his remarks, Mr. Mat- 
thews said: “The division employs ap- 
proximately twenty-eight clerks, and the 
equipment, in addition to desks and the 
usual filing equipment, consists. of nine 
special Burroughs bookkeeping machines 
and six regular adding machines. While 
the expense of putting the system into 
operation was material, it is felt that as 
experience is obtained the ultimate cost 
of mainiaining the system will not be 
disproportionate in view of the accurate 
results obtained and the value of such 
results, both from the standpoint of pre- 
paring annual statement and other filing 
data and the internal value from the 
company’s standpoint. The force car- 
rying on the work has been gradually 
reduced and it is believed that certain 
contemplated changes in handling the 
detail work will further reduce the per- 
sonnel required.” 
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Planning Fire Mate 
For National Surety 


ee 


AGENTS ADVISED OF PROPOSAL 





Company, As Yet Unnamed, Will Have. 
Capital of at Least $1,000,000 
and $2,000,000 Surplus 





Although its plans are still in an em- 
bryonic stage, the National Surety has 
definitely de ‘cided to organize a fire run- 
ning mate in the near future and is now 
sending out a letter to all of its agents 
under the signature of President E. A. 
St. John to get their reaction to the pro- 
posal. 

The new company is as yet unnamed, 
but it is understood that it will have an 
initial capital of not less than $1,000,000 
and a surplus of not less than $2,000,000. 

Following closely after the decision of 
the United States F. & G., to form a fire 
insurance company, the National’s pro- 
posal attracted attention this week in 
both fire and surety circles. It has a 
vast agency and branch office staff 
throughout the country at its disposal 
where it will not be difficult to install a 
fire running mate. 

Agents of the company have been 
asked by Mr. St. John to give their 
views on the formation of the new com- 
pany as it affects their representation of 
it. They are also being asked what vol- 
ume of business they could give it and 
what stock interest they would desire 
should the National Surety management 
decide to apportion a part of the capital 
for that purpose. 





VANDEVEER WITH NAT. SURETY 





Prominent P. C. Surety Producer Made 
Executive Vice-President On Coast; 
Resigns F. & D. Post 
_ An appointment of more than usual 
Importance was made last week when 
the National Surety named Harry D. 
Vandeveer as executive vice-president in 
charge of the company’s affairs on the 
Pacific Coast. For years Mr. Vande- 
veer has been vice-president of the Fi- 
delity & Deposit in Los Angeles and 
he has been recognized as one of the 
leading surety bond producers on the 
coast. In fact, the volume of business 
transacted by his office last vear in Cal- 
ifornia was between $1,000,000 and $1,- 
200,000 in surety premiums, makin it 
rank as one of the biggest surety offices 

in the United States. 

As to the influences which determined 
Mr. Vandeveer to make the change, it is 
believed that he has always had a warm 
spot for the National Surety due to his 
father’s prominence with the company 
in its early days. The late George A. 
Vandeveer was general counsel of the 
company for many years and was re- 
garded as one of the most brilliant sur- 
ety lawyers of his day. He was, in as- 
sociation with the late Charles A. Dean 
and Chairman William B. Joyce, a pillar 
in the affairs of the National Surety and 
his advice was sought and always re- 
spected, 





NEW AIR TRAVEL RIDER 

Under certain of its accident and dis- 
ability policy forms the Royal: Indemnity 
will pay indemnity, to the extent of 
the minimum amount provided in the 
policy, for loss which shall result from 
injuries caused by any of the hazards 
of aviation while the insured is rising 
as a passenger in a licensed passenger 
airplane or dirigible airship operated by 
a licensed pilot. The rider excludes in- 
juries sustained in any military or naval 
airplane nor does it cover injuries sus- 
tained while acting as a pilot or me- 
chanic. 





SCHROEDER WITH RELIANCE 

Carl Schroeder, who has been with the 
New York office of the Zurich for the 
past five years, in charge of its burglary 
and plate glass underwriting, has joined 
the Reliance Casualty of Newark in a 
similar capacity. 
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Interest Earnings As 
A Rate Making Factor 


ADVOCATED BY B. D. FLYNN 





Travelers Executive Throws Light On 
Much Debated Question Before Cas- 
ualty Actuaries; His Solution 





B. D. Flynn, secretary-treasurer of the 
Travelers, gave a thoughtful talk before 
the Casualty Actuarial Society in Phila- 
delphia recently on the subject, “Inter- 
est Earnings as a Factor in Casualty 
Insurance Rate Making.” Mr. Flynn 
pointed out that interest earnings in 
casualty insurance had not heretofore 
been regarded as highly important in its 
rate making procedure. He said that in 
this respect casualty insurance is unlike 
life insurance where interest earnings 
are decidedly an important factor in the 
making of rates. He declared, however, 
that this question has recently assumed 
a large importance in the eyes of cas- 
ualty underwriters. He spoke in part as 
follows: 

“There has been a noticeable tendency 
to magnify the importance of the fac- 
tor. The question has been raised as to 
what part of the financial earnings of a 
casualty company should be considered 
in the making of rates. Throughout the 
discussions there has been a considerable 
amount of vagueness and confusion — 
possibly due to wrong approach of the 
problem. It has usually been attacked 
by endeavoring to show what part of the 
total interest earnings of the company 
should be credited to policyholders in 
making their rates. : 

“In most discussions, interest earnings 
on reserves have been considered as be- 
longing to the policyholders—and it has 
even been implied that interest earnings 
on the company’s capital and surplus 
should be taken into consideration. That 
this is a confusing and debatable view- 
point from which to study the problem 
can, I believe be shown briefly. 

Unearned Premium Reserve 


“The unearned premium reserve car- 
ried by a casualty company in its annual 
statement is made up partly from the 
premiums paid by the policyholders and 
partly from the surplus of the company. 
A large part of the management ex- 
pense such as commissions, cost of in- 
spections, policy writing, etc, has been 
spent for the unearned portion of the 
premiums in force at date of statement 
but the full unearned portion of the 
gross premium must be reserved by law. 
The interest earned by the company on 
that part of the unearned premium re- 
serve which is borrowed from surplus 
and which constitutes the “equity” in 
the reserve belongs to the stockholder 
and not to the policyholder. Further, 
the annual statement of a casualty com- 
pany is upon a ‘written’ basis. It is clear, 
therefore, that, as interest can only be 
earned upon premiums after they have 
been paid, the part of the total reserves 
of the company in its annual statement 
based upon outstanding premiums, either 
unearned premium reserves or claim re- 
serves, can not be credited to the pol- 
icyholder and reflected in his rates. 

“It is hardly necessary to argue that 
interest earnings on the capital and sur- 
plus, funds which have either been paid 
in by stockholders or earned in past 
years of operation of the cempany, be- 
long to the stockholders and not to pol- 
icvholders and should not properly be 
taken into consideration in the making 
of rates. 

Consider Average Policyholder 

“A much clearer way of looking at the 
problem than this effort to-apportion to 
policyholders their share of the total 
interest earnings of a company is to con- 
sider the situation of the average indi- 
vidual policyholder and to credit him 
with interest on his premium at a guar- 
anteed rate, from the time it is received 
until it is disbursed by the company in 
the form of management expense or 
claims. This, as a matter of fact, is the 
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way the factor of interest is utilized in 
non-participating (stock) life insurance 
rate-making. In the calculation of a life 
one year term rate, interest is credited 
to the average policyholder upon his 
premium until date of payment of claim. 
If claim is paid in instalments, interest 
is allowed upon the unpaid part until 
total claim is liquidated. Certain theo- 
retical assumptions are necessary in life 
rate-making procedure which are not re- 
ferred to here but which have no bearing 
upon the general point made.” 


Studies Auto Forms 

Mr. Flynn approached the problem 
from this standpoint by using as an ex- 
ample what he termed a “comparatively 
simple form of insurance,” namely, auto- 
mobile insurance. He continued: “If a 
study were made of 10,000 policies of this 
form, it might develop that the premiums 
on some policies were paid on the ef- 
fective date of the coverage; the premi- 
ums on others paid within forty-five or 
sixty days and on some policies the dates 
of premium collection extended to a ma- 
terial length of time after the insurance 
became effective. Let us assume that 
on the average premiums were collected 
sixty days after the policies were written. 
Parts of the premiums for these poli- 
cies would be disbursed for certain man- 
agement expenses such as policy writ- 
ing, inspection, etc, on or about the 
date of issuance of the contracts. Other 
expenses such as commissions would be 
met as premiums were paid. Still later, 
taxes, claim expenses and the balance 
of administration expenses would be 
met.” 

Workmen’s Compensation Lines 


The speaker next entered upon a dis- 
cussion of workmen’s compensation as it 
relates itself to the question of interest 
earnings. He said: “Let us consider the 
problem in another line of casualty in- 
surance which cannot be handled so 





simply—workmen’s compensation. Here 
premiums are collected partly in the 
form of advance payments due at issu- 
ance of policies and partly as premium 
adjustments made as a result of payroll 
audit due at the end of the policy term. 
It is clear that in this line a longer delay 
will be experienced in the collection of 
total premiums. Further, claim  pay- 
ments are, on the average, extended over 
a long period of time after claims are 
incurred. 

“By studying the experience of a large 
number of policies, however, the average 
delay in receipt of premiums can be de- 
termined and also the time which will 
elapse before the premiums are dis- 
bursed as management expense and 
claims. The problem is somewhat more 
complicated than in the case of automo- 
bile collision, but the interest to be cred- 
ited to the average policyholder at the 
rate guaranteed by the company for the 
period that the premium was held by the 
company can be figured without much 
difficulty and the result expressed as a 
percentage of premium. 

“Utilizing a large volume of casualty 
experience, interest earnings expressed 
as a percentage of premiums have been 
worked out for various casualty lines at 
a guaranteed rate of 314% as follows: 


Astomopile “HOBUWNG x 6,s00sics dcsee ss 2.8% 
Automobile property damage.......... 1.4% 
Automobile CouiBion. ....0660c0ccssceee 1.0% 
Liability other than auto............. 2.4% 
Workmen’s compensation ............ 2.1% 
PADRE MMU: «5,5: 4-455 o10:8 eaeletne wales Csioecas 8% 
RMSE rcs As cs ose al ae ea emirate 9% 
Steam boiler and machinery.......... 8% 


(ai 

“As stated before, casualty underwrit- 
ers have always thought of interest earn- 
ings in casualty insurance as producing a 
small margin of safety in the premiums. 
The solution of the problem offered 
above will permit the underwriter to con- 
tinue to view the matter from this angle. 
Interest earnings in the various lines ex- 
pressed as a percentage of premium are 
shown to be comparatively small. 
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A. H. Wright Assigned 
To New England Field 


MANAGER FOR TWO COMPANIES 





To Develop This Territory For Nat’l. 
Casualty and Con’l. Casualty After 
Creditable Work On Coast 





The business of the National Casualty 
has developed so rapialy in New England 
territory in conjunction with its tieup 
with the Continental Casualty that Ar- 
thur H. Wright, who has been doing 
some creditable special agency develop- 
ment work for these companies on the 
Pacific Coast, has been promoted to be- 
come their New England manager, with 
headquarters at Hartford. 

Mr. Wright is thoroughly familiar with 
underwriting and agency conditions in 
the New England field, having handled 
development work both there and in the 
middle Atlantic states as executive spe- 
cial agent for the Continental Casualty 
prior to his Pacific Coast assignment. 

It is expected by the officials of both 
companies that he will be an important 
factor in the upbuilding of their busi- 
ness in that particular territory. 


A. H. POOLE JOINS F. & D. 








To Be Assistant Manager of Contract 
Departmeut At N. Y. Office; For- 
merly With Royal Indemnity 


Arthur H. Poole has been appointed 
by the New York office of the Fidelity 
& Deposit as assistant manager of its 
contract bond department. Mr. Poole 
comes to the company directly from the 
Royal Indemnity where for the past two 
and one-half years he has been assistant 
superintendent of its metropolitan sur- 
ety department. Prior to that Mr. Poole 
was connected with the Massachusetts 
Bonding. It was in this company that 
he grew up in the surety business, hav- 
ing started there as an office boy. 

Mr. Poole has had a good background 
of experience and employs the acquaint- 
anceship and good will of many brokers. 


CUTS DOWN ACCIDENT TOLL 


_As the result of the work of an effi- 
cient safety organization, the Midwest 
Refining Co., at its various operations 
and particularly in the Salt Creek, Wyo., 
oil field, has been able to show a defi- 
nite reduction in the number of accidents 
occurring among its employes, according 
to the United States Bureau of Mines. 
Lost-time accidents during the past year 
have been reduced to a small number as 
compared with previous years, and in- 
fection cases have been almost elimi- 
nated. It is estimated roughly that acci- 
dents in 1924 cost the company $200,000, 
in 1925, $150,000, in 1926, $82,000, and in 
1927 but $25,000. 








STATE FUND 14 YEARS OLD 


The New York State Workmen’s Com- 
pensation State Fund was fourteen years 
old on July 1. It now has over 22,500 
employers as policyholders; its assets 
are over $15,100,000 and its surplus more 
than $2,300,000. Since 1914, its written 
premiums have amounted to approxi- 
mately $51,700,000, while its expense ra- 
tio has averaged 14%; dividends to pol- 
icyholders have amounted to $15,800,000. 
The rates charged by the state fund are 
15% below the rates charged by stock 
and mutual companies. 


SECOND EDITION PREPARED 

The Hartford Accident & Indemnity 
has just issued a second edition of 
“Spray Coating—Its Hazards and Safe- 
guards.” Copies of this booklet are 
available for general distribution and 
will be mailed to any agent or broker 
interested in the subject. 


FORMING NEW CASUALTY CO. 

New York state is to have another 
casualty company called the Paramount 
Indemnity which is now being formed 
with a paid-in capital stock of $450,000. 
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Big 20th Anniversary 
Party of Mass. Bonding 


AGENTS AND MANAGERS ATTEND 





President T. J. Falvey Surprised and De- 
lighted by Presentation of Bronze 
Plaque of Himself 





Coming from all parts of the country, 
some 250 agents and branch managers 
of the Massachusetts Bonding & Insur- 
ance Co. met with home office executives 
last week at Swampscott, Mass., to ob- 
serve the twentieth anniversary of the 
company. ‘The affair was a gala one 
which will long linger in the memories 
of those present. 

The convention had as its high mark 
the banquet on Thursday night, at which 
the speakers were Wesley E. Monk, in- 
surance commissioner of Massachusetts ; 
Congressman Underhill, Mayor Nichols 
of Boston and others of prominence. T. 
J. Falvey, president and founder of the 
company, was toastmaster, and during 
the course of the evening he was com- 
pletely surprised when a bronze plaque 
of himself was presented to him by for- 
mer Congressman Joseph H. O’Neil, a 
director of the Massachusetts Bonding, 
in recognition of Mr. Falvey’s twenty 
years of loyal service to the company. 


Home Office Staff Parade 


An interesting arrival at the celebra- 
tion on Thursday was F. C. McNary, of 
the McNary Co., with his associate, Mr. 
Sigler, who came from Cleveland by air- 
plane. Mr. McNary took care of his 
morning business comfortably in Cleve- 
land, embarking at 10 a. m. and arriv- 
ing at the Boston airport shortly before 
4 p.m. He motored to Swampscott in 
plenty of time to view the surroundings, 
locate himself and dress for the dinner 
that evening. Mr. McNary declared him- 
‘self enthusiastic for airplane travel both 
for comfort and as a great time-saver. 

On Friday the home office staff, num- 
bering about 650, formed in parade with 
two bands and marched through the in- 
surance district of Boston to Rowe’s 
Wharf, where they boarded the steamer 
“Rose Standish,” which had been char- 
tered for the occasion. Dancing was en- 
joyed during the sail and a box lunch 
was served just before the party landed 
at Salem Willows, where a ball game 
between two home office teams was wit- 
nessed. 

The guests from Swampscott then ar- 
rived by motor and with the home office 
force boarded the steamer for a two- 
hour sail along the North Shore, event- 
ually returning to the New Ocean House 
at Swampscott, where competitive sports 
were enjoyed by the home office em- 
ployees with prizes for the winners. A 
shore dinner was served at 7:30 p. m. 
with about 800 participating, and danc- 
ing followed. : 

On Saturday opportunity was given to 
the visiting agents to travel to Boston 
by bus for a business session at the 
home office, returning to Swampscott in 
time for luncheon. In the meantime put- 
ting and approaching contests were held 
for both men and ladies on the short 
course attached to the hotel grounds with 
prizes for the winners. 

The whole affair was marked by a de- 
lightful spontaneity and was thoroughly 
enjoyed not only by the visitors but by 
the officers and home office force of the 
company as well. 





$25,000 QUARTERLY ASSESSMENT 


To meet anticipated expenses of ad- 
ministration for the quarter year next 
ensuing, the governing committee of the 
Compensation Rating & Inspection Bu- 
reau of New Jersey has levied an as- 
sessment of approximately $25,000 which 
will be apportioned among its present 
company membership at the rate of 
0.195% of the net written premiums re- 
ported by each company by annual state- 
ment to the Department of Banking and 
Insurance covering the calendar year 
1927. 


T. J. Falvey’s Record 
Praised at Convention 


32 YEARS IN THE BUSINESS 





Founded Massachusetts Bonding in 1907 
and Has Been Its President 
For 20 Years 





Thirty-two years of continuous par- 


ticipation in the casualty and surety bus- 
iness is the record of T. J. Falvey, presi- 
dent of the Massachusetts Bonding & 
Insurance Co., which company celebrated 
its twentieth anniversary last week at 
Swampscott, Mass. It was fitting that 
honors were heaped upon Mr. Falvey by 
the agents and branch office managers 
who attended some 250 strong, for he 
has given twenty years of faithful serv- 
ice in organizing and developing the 
Massachusetts Bonding to its present 
high position. 

Mr. Falvey’s career has included ex- 
perience in all phases of the business. 
Successively he has been a_ producer, 
agency director, field department man- 
ager, general agent and executive head. 
For ten years he handled the New Eng- 
land field for the United States F. & G,, 
gaining for himself a valuable back- 
ground for the next phase of his career 
which was to organize the Massachusetts 
Bonding. 

The company had a capital of $500,000 
and a surplus paid in of $250,000 when it 
started business in November, 1907. Un- 
der Mr. Falvey’s careful management, 
the capital has increased up to its pres- 
ent figure of $4,000,000 and the surplus 
to $5.150,376. Assets are now more than 
$18,000,000. It is interesting to note that 
in the latest examination of the com- 
pany by the Insurance Department of 
Massachusetts for the three year period 
ending December 31, 1926, comment was 
made on the substantial underwriting 
and investment profits that had been 
made during that time. 





H. C. BREARLEY ABROAD 

Harry C. Brearley, president of the 
Brearley Service, New York, which han- 
dles the advertising accounts of the In- 
dependence Companies and the Glens 
Falls Companies, is now enjoying a va- 
cation in Europe, accompanied by Mrs. 
Brearley. They have been abroad for 
about three weeks and are expected back 
shortly. The itinerary has included Hol- 
land, England, France and Germany. 


NORTHEASTERN’S PROGRESS 

The Northeastern Surety of New York, 
one of the newer surety companies, has 
written premiums amounting to $155066 
during the first five months of this year. 





Insurance Against 
Unemployment Spreads 


CLOTHING TRADE USING PLAN 





Idea Found Successful By Unions Of 
Clothing Workers In Chicago, Roches- 
ter and N. Y.; Workers Give 14% 


The daily press announcement re- 
cently that unemployment insurance is 
taking hold in the three largest centres 
of the United States for the manufac- 
ture of men’s clothing indicates that this 
form of workers’ relief, which has 
struggled long for recognition in this 
country, is on its way to becoming an 
accepted institution in industry. 

In Chicago, where the unemployment 
insurance plan of the Amalgamated 
Clothing Workers of America has been 
in effect for five years, the manufactur- 
ers have now agreed to double their 
weekly contribution to the fund, making 
it 3% of their total payroll, while the 
workers still contribute 144% of their 
wages. 

Recently the Rochester manufacturers, 
in renewing their collective bargaining 
covenant with the union, agreed to con- 
tribute 114% of their payroll to an un- 
employment fund, to which the employes 
will also pay 1%4% of their wages. 

The New York headquarters of the 
union announced last week that a similar 
provision for an unemployment fund has 
been negotiated with the clothing man- 
ufacturers of this city. The union will 
next try to induce the smaller centres 
of the clothing industry at Baltimore and 
Boston to adopt the plan. 


Mutual Contribution Plan 


The unemployment fund, as originally 
established in Chicago and as it is going 
into effect in May, 1929, in Rochester, 
is built up by equal contributions from 
employers and employes. Each week 
the jointly contributed sum of 3% of the 
total payroll is turned over to a board 
of trustees to administer. Three of the 
trustees are appointed by the manu- 
facturers and three by the workers’ or- 
ganization; the chairman of the cloth- 
ing trade in the city—a post occupied in 
New York by Jacob Billikopf—acts as 
chairman of the board. 

The benefit is distributed by the em- 
ployment exchange of the union. A 
worker who has been involuntarily un- 
employed for a full week may receive 
40% of his regular wage, up to the limit 
of $20, for five weeks of the year. The 
limitation of payment to $100 a year for 
each worker is based on a calculation 
of the possibilities of the fund, in which 
is kept a constant million dollar reserve. 
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APPLICATIONS FOR AGENCIES SOLICITED 








The term “involuntary unemployment” 
excludes from the benefit workers who 
are on strike, workers who leave their 
jobs or are discharged for cause, and 
workers who decline suitable jobs offer- 
ed to them by the union employment 
bureau. 

Under this plan more than $4,000,000 
was collected and $3,000,000 distributed 
in Chicago in the five years since 1923. 
With the Rochester market added, about 
38,000 workers will receive the benefit of 
the system, and its acceptance in New 
York now adds 40,000 more. Incidental 
to the operation of the plan the Amal- 
gamated has been collecting records of 
hours of work and wages, as a basis for 
study and estimate. 

The system takes account of suffering 
due to slack season partial unemploy- 
ment by conferring benefit after a work- 
er has missed forty-four hours of work, 
the equivalent of a full week of unem- 
ployment. It contains possibilities for 
mitigating the effects of new methods 
and new machines that may throw work- 
ers out of their jobs in large numbers. 
When a new system of cutting was in- 
stituted in the Hart, Schaffner & Marx 
factory in Chicago, several hundred cut- 
ters were eliminated thereby, but they 
were helped over the difficult period of 
adjustment to new kinds of work by a 
grant of $500 each from the unemploy- 
ment fund. 

Various other plans for unemployment 
insurance have been tried in this coun- 
try, some of them by agreement between 
labor organizations and employers. One 
of the first was effected by a_ small 
union in the wallpaper industry, embrac- 
ing about 400 workers. Sixty thousand 
Cleveland garment workers receive the 
benefit of an arrangement made with 
manufacturers in 1921 by the Interna- 
tional Ladies’ Garment Workers’ Union. 
This entire fund came from the employ- 
ers, who each laid aside a sum equal to 
744% of the payroll for unemployment 
relief, but if the manufacturer fulfilled 
a guarantee of forty weeks of work his 
share of the fund reverted to him. 


Reduces Labor Turnover 


Many individual employers — among 
them the Dennison Paper Manufacturing 
Company, Procter & Gamble and the 
Delaware & Hudson Railroad—have in- 
stituted unemployment funds on their 
own initiative to promote good-will and 
to reduce the expense of labor turnover. 

In all, these various schemes affect 
less than 1,000,000 American workers. 
By contrast, Britain has had since 1911 
a compulsory unemployment insurance 
law, amended this year, which embraces 
a working population of 12,000,000; and 
Germany is now putting into effect a 
more extensive system, enacted last 
July, under which 18,000,000 workers will 
benefit. France has also inaugurated a 
plan of unemployment insurance. 

But Europe has been familiar with 
unemployment insurance for more than 
thirty-five years, ever since the City of 
Berne in Switzerland began in 1891 to 
give a paternal dole to the workers. 
Besides England and Germany, Austria, 
Italy, Bulgaria and Russia have enacted 
unemployment laws. The more charac- 
teristically American development has 
taken place without legislative aid. 





SELECT MISS MARCASCO, 1928 


Miss Madalyn Davis was selected as 
Miss Marasco, 1928, at the annual ex- 
cursion of the Marcasco Alumni Asso- 
ciation of the Maryland Casualty, held 
at Tolchester, Md., June 26. Miss So- 
phia Morris and Miss Doris Penn were 
chosen as her ladies-in-waiting. 

Among the judges who made the selec- 
tions was Miss Irma A. Hoerr, an em- 
ploye of the Fidelity & Deposit, who 
was recently chosen as Miss F. & D. in 
a beauty contest among the employes of 
the latter company. 

Over 500 employes of the 
Casualty attended the outing. The Mar- 
casco Alumni Association is composed 
of graduates of the company’s training 
school. 


Maryland 
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Foster’s Warning On 
Unlicensed Insurance 


PARTICULARLY IN A. & H. FIELD 





Ontario Commissioner Refers to Radio 
and Mail Solicitation of Mis- 
souri Concern 





An important memorandum relative to 
unlicensed insurance has been sent out 
by R. Leighton Foster, superintendent 
of insurance for Ontario, in which par- 
ticular attention is called to the activi- 
ties of the National Protective Insurance 
Association of Missouri. Mr. Foster 
says: 

“Inquiries frequently reach this depart- 
ment as to the standing of American in- 
surance organizations soliciting accident 
and health insurance in Ontario through 
the mails. Recently a local radio station 
broadcast a five minutes’ sales talk for a 
Missouri concern. It seems desirable 
once again for this department to warn 
the public against unlicensed insurance 
of this character. 

“It should be understood that all in- 
surance organizations authorized to 
transact and solicit insurance in Ontario 
are required by law to be licensed by 
this department, and that an _ insurer 
which transacts business or solicits in- 
surance in Ontario without being so li- 
censed is not only contravening the law 
but is, in almost every case, a specula- 
tive fly-by-night organization operated 
for the benefit of get-rich-quick pro- 
moters. The responsible insurer will 
rarely be a party to the solicitation of 
insurance in a state or province in which 
it is not licensed. It should also be real- 
ized that ‘the provinces do not control 
and supervise the mails, which is a mat- 
ter of exclusive federal jurisdiction, and 
that no provincial authority can take ef- 


fective steps to curtail the solicitation 
of unlicensed insurance through the 
mails. 


Individual States Powerless to Act 


“The National Protective Insurance 
Association of Kansas City, Mo., has re- 
cently been very active in this business. 
The slogan of this organization is ‘One 
cent a day brings $100 a month.’ It sells 
an accident insurance policy paying a 
maximum benefit of $100 a month for 
twelve months, and $1,200 to $1,800 in 
case of accidental death, for the low 
cost of $3.65 a year, or one cent a day. 
This concern is an assessment accident 
and health association, organized in 1926 
under the laws of the state of Missouri. 
Its total admitted assets as reported in 
Bost’s Insurance Report are $25,266. This 
is a sample of the type of organization 
of which the Ontario public should be- 
ware. 

“The problem of the solicitation of un- 
licensed insurance through the mails is 
one of grave concern to government su- 
pervising officials throughout the United 
States as well as Canada and was re- 
cently discussed at the spring meeting 
of the National Convention of Insurance 
Commissioners at West Baden, Ind. Ap- 
parently the individual states are as 
powerless to act as the individual prov- 
inces in Canada. The use of the radio 
has given fresh impetus to the problem. 
These organizations are usually domi- 
ciled in states, the laws of which give 
no authority to the superintendent of 
insurance to restrain or regulate the op- 
erations of such companies in other 
states. A committee was appointed to 
lay the case before the United States 
postal authorities at Washington, D. C.” 





OPENS P. C. BRANCH 
The General Reinsurance Corporation 
installed a branch office on the Pacific 
Coast on July 2 in San Francisco. This 
office is in charge of Robert B. 
Crofton who has recently been appointed 
Pacific Coast manager. Mr. Crofton has 
been special representative for the Gen- 
eral, located in Los Angeles, and is an 

experienced reinsurance executive. 


HAS ARBITRATION ENDORSEMENT 





Now Effective On All Auto Liability 
Policies of Metropolitan Casualty ; 
Rowe’s Statement 
The Metropolitan Casualty has just is- 
sued, for attachment to all automobile 
liability policies, an arbitration endorse- 
ment which clearly and tersely sets forth 
the benefits to be derived from this form 
of settlement. This endorsement offi- 
cially binds thé company to arbitrate any 
automobile personal accident claims if 
the plaintiff wants to meet them half 
way. This is in keeping with the com- 
pany’s pledge to the American Arbitra- 

tion Association in April. 

The Metropolitan is considered the 
first and, so far, cnly insurance company 
to bind itself to the arbitration method 
in connection with this class of business, 
and its agents have been instructed not 
only to attach this endorsement to all 
new policies, but also to issue it for all 
outstanding automcbile policies. 

“Our business,” said J. Scofield Rowe, 
president of the company, in commenting 
upon the question, “consists, among other 
things, in buying other people’s automo- 
bile accidents. Many of these accidents 
result in obligation on the part of the 
assured—an obligation which we, under 
our policy and for a premium, have as- 
sumed.” 

Mr. Rowe then went on to explain 
that the company’s conception of the 
value of an automobile policy is that it 
fulfills its purpose effectively, only when, 
in addition to the monetary payment in- 
volved, it swiftly and equitably dis- 
charges its duty to an assured. The first 
benefit of the company’s pledge to the 
policyholder, he pointed out, is its recog- 
nition of the fact that slow justice is in- 
justice, and that speedy justice is vitally 
important in such cases. 





NEUGEBAUER A SPECIALIST 





Former Globe Indemnity Ad Man Now 
In Advertising Novelty Field; 
Seeking New Accounts 
Arthur Neugebauer, formerly superin- 
tendent of publicity for the Globe In- 
demnity, is now engaged in business for 
himself in the field of reminder adver- 
tising, advertising novelties and art cal- 
endars. He represents a direct-by-mail 
advertising house, a leather novelty com- 
pany, a metal novelty company and a 
calendar manufacturing concern, and by 
means of such representation is in a 
position to fill the needs of insurance 

advertising managers in these lines. 

Starting in with three substantial ac- 
counts, Mr. Neugebauer is encouraged 
by the step he has taken into the field 
of specialized service. His career in in- 
surance advertising included several 
years with the Home of New York, later 
in charge of the advertising department 
of the Standard Accident, and recently 
in charge of the Globe’s publicity. He is 
located at 160 Broadway, N. Y. 





LINING UP H. & A. PROGRAM 





Chicago Meeting to Feature Address On 
“Aviation” and “Adequacy of Health 
Insurance Rates” 

C. O. Pauley, chairman, program com- 
mittee, for the forthcoming Health & Ac- 
cident Underwriters Conference in Chi- 
cago on September 5 to 7, has announced 
that the general theme for the meeting 
will be “Underwriting” and all ’round 
table discussions will center around this 

tcpic. 

Aviation will be a featured topic on 
the program and an address is to be 
made by a nationally known aeronautical 
authority along the line of “Aviation and 
Its Relation to Personal Accident Insur- 
ance.” 

Another topic to be emphasized at this 
meeting is the question “Are Present 
Rates for Health Insurance Adequate,” 
a subject which is causing considerable 
discussion at the present time and which 
has resulted in some radical viewpoints. 


E. S. Lott’s Talk Well 
Received In Kentucky 

CALLS COMPULSORY LAW A DUD 

Another Good Speaker at the Conven- 


tion Was Stanley Maynard, Vice- 
Pres., N. Y. Indem. in Chicago 








One of the most enjoyable and well 
received talks at the annual convention 
of the Kentucky Association of Insur- 
ance Agents in Louisville last week was 
by Edson S. Lott, president o the United 
States Casualty. Taking Massachusetts 
compulsory automobile insurance as his 
subject, Mr. Lott branded it as a useless 
expense to the motoring public, one that 
does not stop accidents but increases 
them. He also held that the law has 
resulted in a great deal of “ambulance 
chasing” in Massachusetts. 

Not only have accidents greatly in- 
creased there, but lawsuits have been on 
the jump and have outnumbered all 
other kinds of suits for three months of 
this year in one county. In fact, Mr. 
Lott said that “ambulance chasers” were 
now making so much money in Boston 
that two of the biggest in New York 
had moved to that city. 

Maintains Law Will Not Work 

Mr. Lott contended that there was 
nothing superior in the wisdom of the 
Massachusetts legislators to those of 
other states, and that a number of 
states which have passed automobile laws 
have failed to follow the Massachusetts 
lead. He said that it was not a question 
of paying’ for automobile killing, but 
stoppage of the killing that was desired. 
He maintained that compulsory insur- 
ance would not work—any more than 
the Volstead law, adding that he would 
rather trust his life to the low-brow pol- 
itician than to the high-brow reformer. 

Mr. Lott argued for a law similar to 
that introduced in the Pennsylvania 
legislature, where it was vetoed by the 
governor, but expected to go over at the 
next session of the legislature. He 
touched on the law in Connecticut, New 
Hampshire, Maine, Rhode Island and 
sister states which failed to follow Mass- 
achusetts, but which have laws under 
which the motorists convicted of violat- 
ing the road statutes were ordered to in- 
sure or stay off the roads, unless per- 
sonally responsible, or bonded. 

He remarked that Tennessee was plan- 
ning a law similar to that offered in 
Pennsylvania, and that other states were 
considering enactment of laws similar to 
the Pennsylvania bill and laws now in 
use in New England, other than Mass- 
chusetts. The Massachusetts law, he 
felt, has no backing anywhere, as it has 
proven to be a dud. 

Maynard Talks On “Imagination” 


Another interesting speaker at the 
ccnvention was Stanley Maynard, vice- 
president and western manager of the 
New York Indemnity, who centered his 
talk on “Imagination in the Sale of Sur- 
ety Bonds.” Mr. Maynard said that the 
quality of imagination made it possible 
for agents to sell surety protection and 
for the buyer to purchase it. To illus- 
trate his point he said: “The banker 
reads of a holdup of a bank, theft of 
$190,000 and shooting of an officer. His 
imagination tells him that it can happen 
to his bank and he should be covered. 
With this state of mind it is not difficult 
for a good agent to sell him the needed 
coverage.” 

Mr. Maynard then discussed various 
forms of bonds, and sketched the opera- 
tion and use of each class, and separate 
bonds of a class; growth of casualty 
and surety business over a ten-year pe- 
riod; increase in types of bonds written 
and companies writing them. He con- 
tended that it was easy for the agent to 
sell himself to the attorneys, the bank- 
ers, merchants and others who have con- 
trol over placing of business. All the 
company needs is a little information re- 
garding the assured and the terms and 
conditions, 


Questionnaire Sent 
To Canada Companies 


COVERS SICKNESS AND ACCIDENT 





Commissioner Finlayson  Circularizes 
Casualty Executives Following Dis- 
cussion of Subject By House of 
mons 





A questionnaire has recently been sent 
out to the casualty companies of Canada 
by Insurance Commissioner G. D. Fin- 
layson, dealing with accident and sick- 
ness insurance. Its purpose was to ob- 
tain all the information available re- 
garding this problem, following a dis- 
cussion of it by the House of Commons 
during the present session of the Can- 
adian Parliament. The questions follow: 

1. Has your company at any time 
issued in Canada non-cancellable acci- 
dent and sickness policies? 

2. Are such policies being issued in 
Canada by the company at the present 
time ? 

3. Give approximately the figures 
showing premiums written and claims 
incurred year by year under such poli- 
cies for as long a period as_ possible 
(a) in Canada and (b) elsewhere. 

4. Give the scale of premium rates 

for typical benefits under such policies 
in Canada with corresponding premiums 
for cancellable policies with the same or 
similar benefits. 
5. What is the company’s ordinary 
rate of commission, (i) first year, and 
(ii) renewal, for local agents and for 
general agent for: 

(a) cancellable policies. 

(b) non-cancellable policies. 

lf any departure is made from these 
ordinary rates in any case give also the 
maximum commission payable at the 
present time for each class of agency 
and each class of business. 

6. As at December 31, 1927, give: (a) 
the non-cancellable premiums in force in 
Canada (1) annual; (2) quarterly; (3) 
monthly; (4) weekly. 

(b) the reserve maintained on such 
policies under which no claims are out- 
standing and the basis on which such 
reserve has been computed. 

7. What would be the practical ob- 
jection to providing, in the ordinary one- 
year cancellable policies, that the com- 
pany will not cancel, or refuse to renew, 
the policy for at least one year after 
the termination of a disability for which 
the insured has become entitled to in- 
demnity under the policy ? 


Non-Can Matters Featured 


8. If the suggestion in No. 7 is con- 
sidered impracticable, what would be the 
practical objection to providing in such 
policies that the company will refuse to 
renew the policy on any renewal date, 
or will on renewal eliminate a specified 
disease or diseases, only if notice to that 
effect shall have been given by the com- 
pany to the insured at least two weeks 
before the renewal date? 

9. What is the company’s opinion as 
to the demand on the part of the in- 
suring public for non-canceflable acci- 
dent and sickness insurance in preference 
to the ordinary cancellable policy having 
regard to the difference in premium or- 
dinarily made for the two plans? 

10. ‘What is the company’s view gen- 
erally as to 

(a) the necessity, and 

(b) the practicability of non-cancellable 
accident and sickness insurance ? 

If the supplying of the information 
called for by any of the foregoing ques- 
tions is, by reason of the condition of 
the company’s records, inconvenient, the 
Department would welcome advice to 
that effect in order that consideration 
may be given to a modification to mee! 
the circumstances. 

In the case of companies which do not 
issue non-cancellable insurance a com- 
plete answer so far as possible to the 
foregoing. questions in respect of can- 
cellable policies would be appreciated. 
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Conducted by George EH. Hayes, Vice-President, Union Indemnity 


W 
Questions and Answers 
IN SURETYSHIP 


No. 9. PRODUCTION OF DEPOSITORY BANKS 














1. Define a depository bond. 

4. A depository bond is a guarantee 
given by a banking institution to a de- 
positor, in most cases a public body, and 
is usually conditioned, in substance, that 
the bank will, upon presentation, honor 
all checks drawn against that particular 
deposit. 

2. Are private banks, in general, pre- 
ferred risks for depository bonds? 

A. Private banks as a class are not 
considered desirable risks for depository 
bonds, the principle reason being that 
they are not subject to supervision and 
regulation. 

3. Why are national banks, in gener- 
al, desirable prospects? 

A. National banks operate under a 
charter from the federal government, and 
are subject to examination and super- 
vision by the Treasury Department un- 
der the direct supervision of the Comp- 
troller of the Currency. 

4. Name three elements essential to 
a good depository risk. 

A. Adequate working capital, good 
management, and a_ productive field of 
operation are three elements essential to 
« wood depository risk. : 
5. What document furnishes the pri- 
marv basis for the underwriting of de- 
pesitorv bonds? 

A. The financial statement is the doc- 
ment which furnishes the primarv basis 
for the underwriting of depository bonds. 

6. In a bank statement, what is 
‘meant by the item. loans and discounts? 

Loans and discounts represent ob- 
ligations pavable to the bank by borrow- 
ers. ‘Loans are obligations payable di- 
rectly to the bank in the form of prom- 


issory notes. Discounts are such notes 
upon which the interest is collected in 
advance, or notes that have been dis- 
counted. 

7. If a bank’s statement showed bills 
payable and re-discounts exceeding its 
capital, such bills payable and re-dis- 
counts representing approximately 30% 
of its loans and discounts, would such 
bank be a desirable risk? 

A. Such bank would not be a desir- 
able risk. Ordinarily, bills payable and 
re-discounts should never exceed the 
bank’s capital, nor be 15% of loans and 
discounts. A bank heavily in debt is not 
in a liquid condition, and should it be 
forced to close, the lending institution 
would hold as collateral to its loan the 
best of the closed bank’s receivables, 
and mediocre or poor paper would be 
left, out of which the surety company 
would expect a partial recovery of its 
loss. 

8. By whom are depository bonds 
usually required? 

A. Depository bonds are usually re- 
quired by public bodies, such as states, 
counties, municipalities, etc. 

9. When are such bonds usually re- 
quired ? 

A. The law of the place in which the 
bond is to be furnished usually prescribes 
the date upon which and the term for 
which a depository bond shall be given. 

10. Is it necessary to create a mar- 
ket for depository bonds? 

A. It is not necessary to create a 
market for depository bonds, in that in 
most states the law requires that all 
banks which qualify as depositories shall 
furnish depository bonds. 








E. R. HARDY OPTIMISTIC 
Tells British Institute That American 
Body Will Continue to Grow In 
Power and Influence 


E. R. Hardy, assistant manager of the 
New York Fire Insurance Exchange, and 
secretary-treasurer of the Insurance In- 
stitute of America, Inc., has written an 
article for “The Insurance Record” of 
England upon the work of the Institute 
in connection with the annual meeting 
of the Chartered Insurance Institute of 
Great Britain. After reviewing the his- 
tory and current work of the American 
Institute Mr. Hardy spoke a bit of the 
future and also paid a fine tribute to the 
ome, a fl 

“What is the future of the Insurance 
Institute of America?” Mr. Hardy asked. 
“Tt seems to me that it will grow in 
power and influence. This opinion is 
based on the now generally accepted 
fact that better-trained men are demand- 
ed in all business life. and that includes 
insurance as well. If other businesses 
have deemed it necessary to make spe- 
cial provision for training their juniors, 
the insurance business cannot afford and 
it will not permit itself to lag behind. 
The most encouraging feature of the 
whole outlook, however, is not this gen- 
eral situation, but the fact that the 
juniors themselves are becoming increas- 
ingly interested in the work. It took a 
long time to overcome objections to sit- 
ting for examinatians. 

“To a great extent that has been done. 
The future is filled with every prospect 
of continued usefulness, and just one 
point T will state in order to emphasize 
this phase of the matter. The Institute 
courses were given in New York Citv 
by The Insurance Society of New York, 


and more than seventy different persons, 
a very high percentage of whom were 
executive officers, gave their time and 
talent in lecturing before the classes, 
and have assisted in reading the exam- 
ination papers. With support from quar- 
ters like that, the Institute movement 
has every reason to look forward to con- 
tinued growth and usefulness. 

“To the Chartered Insurance Institute 
of Great Britain I acknowledge, and we 
all do, our great indebtedness for cour- 
tesies extended through many years, to 
inspiration derived from its gatherings, 
and to helpful counsel from time to time. 
Long live the Chartered Insurance In- 
stitute!” 





ALLIED MUTUALS EXPANDS 

The Allied Mutuals Liability has 
amended its charter so as to write plate 
glass insurance, insurance against prop- 
erty damage to or by elevators, fidelity 
bonds, malpractice liability and° any 
other property damage liability lines per- 
mitted by law. This company, one of 
the oldest mutual liability companies in 
New York state, now writes compensa- 
tion, general liability and automobile 
liability. 

New territory has been entered by the 
company, including the New England 
States, the Eastern States and Middle 
Western States, according to its presi- 
dent, Arthur B. Graham. Its New York 
City and Buffalo offices have been sup- 
plemented by offices in Albany and 
Washington, D. C. 





SMITH SUCCEEDS ZIEGER 

Nelson A. Zieger, who has been con- 
nected with the Compensation Rating & 
Inspection Bureau of New Jersey for 
the past seven years as chief engineer, 
has resigned to engage in another field 
of activity. Thomas F. Smith is his suc- 
cessor. 


English Ad Men Rap 
Newspaper Insurance 


SAY IDEA DEFEATS ITSELF 





Competition Craze Has So Falsified Cir- 
culation Figures That Net Sales 
Misrepresent the Truth 





Newspaper coupon insurance came in 
for a good bit of criticism in England 
recently at the fourth British Advertis- 
ing Convention. One speaker in allud- 
ing to these newspaper circulation 
schemes said that they seemed to be tak- 
ing the place of death as “the great 
leveller.” Even the publisher who pleaded 
guilty to having been the first newspaper 
man to start the insurance of readers, 
Sir Charles Starmer, said it seemed to 
him that he had been responsible for 
inaugurating a very serious business. 
And yet the merry pace goes swiftly on 
with one London newspaper raising its 
limits, only to be followed in turn by its 
competitors. 

The remarks made by Commander H. 
S. H. Ellis of the Imperial Chemical In- 
dustries, Itd., were particularly pertinent 
to this subject and will prove of interest 
to those American companies that write 
newspaper coupon insurance. He said in 
part: “Coupon competition is being 
greatly overdone ‘and the time has come 
to call a halt. The idea is defeating its 
own object, which in the first place was 
to induce people to buy and read a paper 
in the hope that they would become reg- 
ular readers and so increase net sales. 

“Reduced to the plainest language, the 
competition craze has so falsified the 
circulation figures of many newspapers 
that their net sales certificates com- 
pletely misrepresent the truth.” 


All Kinds of Circulation Stunts 


The speaker then spoke about the ex- 
perience the manager of a_ suburban 
railway station bookstall had with one of 
his customers who went for a trip to 
South Africa. This customer left in- 
structions with him to post £5 or £6 
worth of a certain publication in which 
he was entering competition. The same 
manager also said that it was quite 
common for customers to order six or a 
dozen copies of a paper on a certain day 
for the sake of the coupon. Another 
newsdealer stated that since the football 
season had closed his orders for Sunday 
papers had gone down by over 100 copies 
a week, and that while the football sea- 
son was in progress he had customers 
who would buy half a dozen copies of a 
paper and then retire to the back of his 
shop to cut out the coupons. So far 
had the matter gone that one paper had 
been approached by a reader with a re- 
quest that the coupons should be placed 
on the right-hand front corner of the 
paper in order that the coupon could be 
cut out without opening the paper at 
all. 

He had heard of a certain professional 
“solutionist” who ordered no fewer than 
5,000 copies of a single issue of a paper, 
carefully cut out the coupons, and then 
returned the papers to the wholesaler, 
who actually returned them to the pub- 
lisher as unsold copies and got his money 
back. If net sales certificates were arti- 
ficially swollen by large sales to individ- 
ual readers, it was quite evident that 
even a net sales certificate would be- 
come a mere approximate figure, and so 
they would eventually slip back to the 
position of the whole of the circulation 
figures provided by advertising agents 
being mere approximations. It would be 
a poor thing for advertising as a whole 
if they were compelled to take net sales 
certificates as approximations only and 
then calculate what they really meant. 





Beneficial Motor Service, Inc., has 
been chartered at Albany with $10,000 
capital to deal in realty and insurance. 
Samuel Shapiro, Rose Shapiro, Brook- 
Ivn; Anna Savage, New York City, are 
directors and subscribers. 


British Institute 
Has 16,329 Members 


THIRTY-SECOND MEETING HELD 





Questions of Insurance Museum and 
Benevolent Fund Brought Up; 
J. G. Nicholl New President 





The thirty-second annual conference 
of the Chartered Insurance Institute co- 
incided this year with the coming of age 
of the Insurance Institute of London, and 
so, by invitation of the latter, it was 
held in London. The presidential ad- 
dress before the members of Chartered 
Institute was delivered at the Guildhall 
by R. Y. Sketch, and much of it dealt 
with matters of direct interest to the 
insurance profession and especially with 
the educational work of the Institute. 

The report of the council, which was 
adopted, showed that the total member- 
ship at January 1, 1928, was 16,329, as 
compared with 15,865 at January 1, 1927. 
The number of Fellows was 991 and the 
Associates totalled 1,789. 

The president, in his address, referred 
to the progress made by the Institute, 
and said that one of the outstanding 
events of 1927-28 had been the closer 
co-operation which had been brought 
about between company officials and 
members of Lloyd’s. Such co-operation 
could only be for the good of insurance 
as a whole. Referring to the duplication 
of classes in connection with Lloyd’s 
Students’ Society and those arranged by 
the London Institute, he said that for 
some time past both bodies had been 
considering whether the interests of all 
concerned would not be better served by 
having one educational organization for 
both Lloyd’s and the London Institute, 
and during the past year arrangements 
had been made to that end. Those who 
already held certificates of Lloyd’s Stu- 
dents’ Society would have their qualifi- 
cations acknowledged by the Chartered 
Insurance Institute, and for the future 
Lloyd’s men would take the Institute ex- 
amination. 


An Insurance Museum 


From time to time it had been sug- 
gested that the institute should form a 
collection of objects relating to insur- 
ance, and thus establish a museum which 
would provide valuable material for the 
student of insurance history. Through 
the generosity of Sir Ernest Bain and 
John Bain the foundation of such a mu- 
seum had now been laid. The proper 
housing of the Bain collection of policies, 
medals, fire marks, and prints formed 
by George Bain, of Sunderland, was one 
of those matters which depended on the 
way in which the premises question was 
dealt with, but for the time being they 
had been allowed to place a considerable 
portion of the collection in the museum 
of Guildhall, where it was open to the 
inspection of all interested. 

Much thought had been expended on 
the question of the formation of a be- 
nevolent fund, and the council had 
adopted in principle a proposition that 
such a fund should be established pro- 
vided that it would be a joint fund of 
the Chartered Insurance Institute and 
the Insurance Clerks’ Orphanage. Liberal 
donations had been made ar promised 
and it was clear that the fund would 
start under admirable auspices. Appeal- 
ing to members to keep before them the 
high ideals to which their efforts should 
be directed, he said they must aim at 
maintaining for British insurance at 
every point the high traditions formed 
by centuries of honorable dealing and 
a reputation established on the broadest 
and soundest foundations for honor, rec- 
titude and integrity in their relations 
with one another and with the public 
whom they served. 

J. G. Nicholl was unanimously elected 
president ‘of the Institute for the ensu- 


_ ing year. | : 9 
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